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For Your Customers Who Prefer 
taper-post type of threaders— 


Recommend BEAVER No. 48-R 
with these 2 > Advantages 









































1. An extra wide die—with a wide 
throat to center and hold the tool on the 
pipe. This eliminates the annoyance of 
having the tool drop out of threading 
position when placed on the pipe. 


2. The gears are fully-enclosed so that 
chips and dirt cannot get in them. This 
saves costly repair bills! 


we 


3. The driving pinion is “straddle- 
mounted”—with a bearing both above 
and below the gear teeth on the pinion 
—another exclusive BEAVER advan- 
tage which eliminates repair bills. 


4. The dies are held in position by a 
spring-backed ball — which is fully- 
enclosed so that dirt cannot get back 
of it. 














5. The proper position for setting dies 
to cut a “standard” thread is marked by 


The BEAVER “48-R”" a shoulder on the tapered post. This 


- . : makes accurate setting possible, even 
Range 23 to 4 inch under poor lighting conditions. 
4 Sets of Dies 


The BEAVER ‘48-R.” like all taper-post pipe threaders, 
is semi-adjustable for cutting oversize or undersize. For 


For hand or power use high-pressure piping, heating, ammonia work, etc.— 

where tight joints are absolutely essential, we recom- 

Fully enclosed gears mend the BEAVER “41-E”—which is fully-adjustable for 
Net Weight—58 Ibs. cutting oversize, undersize or standard threads. 
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Sold by Leading Supply Houses Evervichere! 

















wide 
the 
e of 
jing 


that 
This 


ldle- 
ove 
nion 
van- 


ya 
ully- 
mack 


dies 
i by 
This 
ven 


ders, 

For 
tc.— 
com- 
e for 








STRIBUTION ; . Member 
4 A McGRAW-HILL 










Member 


PUBLICATION 








THE MAGAZINE OF INDUSTRIAL DI 








MILL SUPPLIES with which is consolidated INDUS- 
TRIAL) SBLLING, INDUSTRIAL DISTRIBUTION AND 
SALESMAN, and MILL SUPPLY SALESMAN, founded 
by Ernest H. Smith, 










\ “ 
ANUARY 1946 © VOLUME 2€ © NUMBER 1 
































Wee OO Te FI kc ovicccccccccoccens Editorial Staff 

The Lille Black Book. .... cc ccccccccccccccccccctsccces OF Ww. Crownm Editor 

Currently Important . 82 R. W. BARNETT Managing Editor 
eeeneeeteeeeeeeee eeeeeeereeeeeeeeeeee J. ‘+ WERTIS Associate Editor 

CL I ae: | ae Assistant Editor 


The Salesman's Friend. ....-.....cccccccccccccccccecss. 85 N- ©. ODELL Technical Editor 
W. R. DAWSON Art Director 


7 
Sell em dian ibwbntis edabnasbabiene kesaeh eds 86 M. Ll. VAN SLYCK Mid Western Editor (Chicago) 


Canadian Distributors Alert to Opportunities............ 88 4. W. YOUNG oP Geet Sane Gen ee 
he nian. 
evi vwitdetsweeesbestecceseanesse OH —_ 

pied e Sic cewicictivecesesrsevecserveesss TH 
Needed: Appraisal of Lines. .:. 
I 6 cd babes dad cde srneindseeeeonscedces OO 


COPYRIGHT 1946 All rights Reserved 
Vo Set Brille Vou Need the Amewers..........scccccceces GY COPURIGHT I0te sepa Mgnts Reserve 








A. M. MORRIS 
General Manager 


N, O. WYNKOOP 
Vice President 


So 
o 


New Products eeeerereree eee eee eeeeeereeeeeeeeeeseeee enone 100 nn | nny 
oT es wagaesiosetlas: «serena 
Curtis a ee, Ir. 
Sr. Vice-President and Treasurer 
i 
Boylan Honored on Retirement........................ 106 


HOWARD BHRLICH 
Vice-President for Business Operations 


WILLARD CHEVALIER 
Vice-President for Editorial Operations 
JossrH A. GwRARDI, Secretary 


Keeping the Personal Touch......................++-++ 107 

J, E. BLACKBURN, JR 
PE WEE St inscpecededewsseceiveasweteceveeves SOO Viee-Premiaeae far Cuauparams Gueretions 
gg MATT CT TT TTT ITT TTT TTT Terie 


WOON GF THY BONG. oo ccc ccccvcrccnececcessccccece UG 
PUBLICATION OFFICE, 99-129 N. Broadway, Albany, N. Y 


116 EDITORIAL AND EXECUTIVE OFFICES, 330 W. 42nd St., New 
York 18, N { Return Postage Guaranteed. Branch Offices 
Chicago, San Francisco, Washington, Philadelphia, Cleveland, 
118 Detroit, Pittsburgh, St, Louis, Boston, Atlanta, Los Angeles, Pub- 
lished monthly, with an additional directory number in December. 
McGraw-Hill Publishing Company, Ine. Entered as second-class 

r US 


4 . 
In the Beginning. eoeeeeneeene eee ee ee eee eee eee eer eeeeeee® 120 matter January 23, 1940, at Post Office, Albany, N. Y 


— SS eEEDEEEEEEEREEEEENI comand SNEED 


Keeping Up with Business... 


. 
. 
. 
. 
. 
. 
. 
. 
° 
. 
. 
. 
. 
° 
. 
. 
. 
. 
° 
. 
. 
. 
. 
. 
. 
. 


Industrial Production Indexes. . 


. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
° 
. 
. 
. 
. 
. 
° 
. 
. 
. 
. 
. 
. 


under the Act of March 3, 1879. Allow at least ten days for change 

of address. Communications about subscriptions should be addressed 

122 to the Director of Circulation, MILL Surpiigs, 330 W. 42nd St., 
New York 18, N. Y¥ 

H ; H Subscription rates—-Single copy 25c. U. 8S. $1.00 per year, $1.50 

incentives Furnish the Drive..........ccccccccccccccee D2Y — Sudvcriotion rates—Single copy 25e. U. 8. $1.00 per year, $1.50 

$3.00 for three years All other countries $2.00 for one year, 


Topic of the Month. Cin ths heate @e 6bs eee Cb edoesees sows 132 $4.00 for three years. Please indicate position and company con 


nection on all subseription orders. 









ha é eC og é y Another sign of peace times’ tions (with answers) on a typical 


THAT THE COSTS of operating an which is evident in the supply field mill supply product and a detailed 
industrial supply company can be_ is the increasing number of indus- story loaded with practical hints 








reduced materially through efficient 
stock room layouts is a well recog- 
nized fact. Many distributors have 
plans for modernizing their build- 
ings and some already have started 
to put their plans into action. You'll 
be interested to read about their 
ideas and see pictures of their 
plants in the February issue. 


trial exhibits being held. How one 
distributor planned an exhibit so 
successfully that it attracted 2,000 
potential customers in three days 
is important reading for both dis- 
tributors and their salesmen. The 
account will be in next month. 
And then, for the technically 
minded there’ll be a series of ques- 





Change of address 


on how to improve your selling of 
power transmission equipment. 








Director of Circulation, MILL SUPPLIES 

330 West 42nd Street, New York 18, N. Y. 
Please change the Address of 

my MILL SUPPLIES subscription 
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WHAT EVERY 
HOLO-KROME DISTRIBUTOR 


KNOWS— 





is applicable only to Holo-Krome FIBRO FORGED 
Socket Screws. They know this one fact, amona 
the many others, creates orders, turns prospects 
into customers, and sales into repeat orders for 
Holo-Krome Socket Screw Products. Completely 
Cold Forged is a Holo-Krome Distributor sales 
builder... 


bx! “a 2 re 
H-K DISTRIBUTORS 
DO HAVE A DISTINCT 


ADVANTAGE .. .. 


Patented Method Owned Con- 
trolled Exclusively used by Holo- 
Krome. 





THE HOLO - KROME SCREW CORP., HARTFORD 10, CONN. 


HOLO-KROME /S SERVING ITS DISTRIBUTORS 
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meet the range of lighf, 


normal or severe service 


Your customers can install these TAKE-UPS in 
any desired position, upon any suitable supports... 
and that’s a mighty important factor. 


You have no sales obstacles where rust and corro- 
sion conditions prevail. We have types that are 
specifically made to dependably serve under these 
service conditions. Also, there’s a type designed to 
sell where excessive expansion and contraction con- 
ditions result from temperature variations. 


There is one design feature after another that 
smooths out your sales path — for example: com- 
pactness is engineered in all 17 different styles. 
The various types of LINK-BELT TAKE-UPS 
come in a wide range of shaft sizes and bearing 
movements, employing ball, roller, and babbitted 
bearings. 


LINK-BZELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Min- 
neapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Offices in Principal Cities. 10,162 


LINK4© |} BELT 
TAKE-UPS 
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The man who walks into your factory 
wearing this symbol is the living embod- 
iment of a service which gives you the 
correct answers to your problems in efficient 
mechanical transmission of power. He’s the 


Dodge Transmissioneer. 





Your Transmissioneer is qualified to select the 
power drive equipment which best meets your spe- 
cific needs. His knowledge and experience, plus 
Dodge products, provide the up-to-date solution of 
your power transmission problems. 

Look in the classified telephone directory under 
“Power Transmission Equipment” for the Transmis- 
sioneer in your territory. He will advise you, without 
obligation. Your needs can usually be supplied from 
Dodge distributors’ stocks. Transmissioneered means 
advanced design in power drives. 





Supporting the Transmissioneer is a broad line of 
mechanical power transmission equipment — Dodge 
precision-built bearings, sheaves, pulleys, clutches and 
other drive components. Every Dodge product reflects 
the engineering advancements and manufacturing 
“know how” that come from 64 years of experience. Ce DODGE MANUFACTURING CORP., MISHAWAKA, IND. 

X 


Assembling and disassembling power 

drive components is part of the in- 

tensive factory training which leads 
toa Tr issi er’s diph 








Copyright, 1946, Dodge Mfg. Corp. 





e 
ANOTHER AD PROMOTING DODGE TRANSMISSIONEERS 
APPEARING IN LEADING BUSINESS PUBLICATIONS 
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He knows there’s a lot of difference between 


SMART? . . . Sure he’s smart. 
the three FORM-A-GASKETS! 
FORM-A-GASKET No. 1 (a paste) sets fast but not too fast. It dries hard but 


not brittle. It’s a swell product for making pressure-tight, leak-proof unions 
even when surfaces are warped. 
It dries toa 


FORM-A-GASKET No. 2 (a paste) sets a little slower than No. 1. 
tough, pliable layer into which you can push your finger nail. It resists plenty 


of pressure—yet disassembles easily. 
AVIATION FORM-A-GASKET No. 3 (a liquid) does not dry but it sets itself into 


position in a short time. It will not run when heated even to 400° F. Nor will 
‘+ become hard and brittle at temperatures down to 70° below zero. It’s a 


great, all-around product! 


PERMATEX COMPANY, INC 
BROOKLYN 29, N. Y., y. 5 a. 
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WITH CENTRIFUGAL, ROTARY 
AND RECIPROCATING PUMPS, you 


cau BGulld additional Volume 


Goulds offers its distributors new opportunities to expand 











volume and profit. If you don’t have a Goulds distributor- 
ship, now is the time to discuss it. 

The market for pumps of all types is the brightest in 
history. With Goulds pumps, you can capitalize as never 
before. The reputation Goulds products has achieved over 
97 years of pump specialization is an asset of inestimable 
value. Goulds pumps have world-wide acceptance. 

When you say ‘‘Goulds’’, pump buyers think of depen- 
dability, quality and service. Your selling job is easier 
because of this fact. You don’t have to sell the name 
and then the pump. Take advantage of this 
marketing advantage but do it quickly. 


ont 
Goulds runes, inc. 


the PUMP FOR the JOB 
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Fig. 3640—Goulds “‘close-coupid” centrifugal 
pump—one of the popular sellers in the com- 
mercial line. 














Fig. 1942—Goulds rotary pump with double hel- 
ical or herringbone gear for motor or belt drive. 


















Fig. 1813—Goulds horizontal, double acting 
piston type—it's the pump fo sell for relatively 
small capacities and high heads. 
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Wy 
...and here’s proof 054 


An excerpt from one of many similar letters continuously received from our distributors: 
“At any rate, you do have a fine product and our people are all extremely well pleased 
and many of our customers now specify on their orders 
"Forged Steel Fittings must be furnished "W-S"’’. 

“We feel that your company has treated us as fair or 
fairer than any conection we have had during wartime. 





WATSON~ 
STILLMAN 


We do not intend or propose to forget thal sort of 





treatment. We are grateful for your consideration in the 
past and thank you again for this fine token of recognition. 
"Wishing you a Pleasant Holiday Season and all good 


wishes for the coming year, we beg to remain...” 





It is such comments as this that make our 


relation with our distributors a happy one. DISTRIBUTOR PRODUCTS DIVISION 
Designers and manufacturers of hydraulic machinery and ROSELLE, NEW JERSEY 
equipment, forged steel fittings, valves, hydraulic jacks, 
wire rope shears, hand pumps and portable pipe benders @ 710 
MILL SUPPLIES * JANUARY, 1946 7 








You can save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long 
way giving unnecessary details. The Ferry Cap trade name, 
as indicated below, is its own specification and your guarantee. 


Simply specify— 
Shinyheads NC Shinyheads NF 
Shinyheads mean hexagon head cap screws of high carbon 


C-1038 steel—full finished—bright, — heads—NC or NF 
thread. 


Simply specify— 
Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 
steel, double heat treated, black satin finish, NC or NF thread. 





These Ferry Cap products are carried in stock in popular 
catalog sizes in bulk and in attractively labeled packages. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS - MAIN BEARING BOLTS - SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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TOOL HOLDERS 


Fo. Every Operation 


CUTTERS 
Types for Tool Holders 


WRENCHES 
AC ‘eo Sew 


vp . 
Both Carbon ind Alicy Stee 


MACHINE SHOP 
vse gl ES 


lusive Features 


LATHE tind 


Squeore Heod o- Safety Type 


Cc CLAMPS 


For Every Requirement 


HOLD-DOWN and 
SET-UP TOOLS 
All Types ond Sizes 


KNURLS 
Precision Hob Cut 


ARMSTRONC BROS 
PIPE TOOLS 


ARMSTRONG BROS 
CHAIN TONGS 
Pipe and Fittings 








ONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 


FOR Tucreased ~ 
BaTELOS - ‘STOCK: soe 






The Alert Distributor Stocks 
ARMSTRONG Hob-Cut KNURLS 


Knurls, like tool bits, are perishable tools that users must replace 
frequently. "Consumed" wherever machine tools are run, Knurls 
are repeat items that build sales volume for the alert distributor 
who carries a complete assortment in stock. 


ARMSTRONG KNURLS are made in the best selling types, pat- 
terns and sizes. They are highest quality, hob-cut precision tools, 
fully tested and accepted along with ARMSTRONG KNURLING 
TOOL HOLDERS as standard throughout industry. 


ARMSTRONG KNURLS are furnished in fine, medium and coarse 
pitch, diamond pattern or straight line pattern, standard face or 
full face, and are available in three standard sizes. 


For extra sales, catalog, stock and sell ARMSTRONG HOB-CUT 
KNURLS. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People" 
305 N. FRANCISCO AVE, CHICAGO 12, U. S. A. 


Eastern Whse. & Sales Office: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. & Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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Porto-Power 


PULLING PULLEYS PULLING 


HEAVY 
GEARS 


“ 


PIPE BENDING 


CLOSE QUARTERS STRAIGHTENING 


Mail; — 
MACHINERY ee! CLAMPING 


Pe, PRESSING 
F oft 


| “ 7 


7 


Butt to be versatile, Blackhawk Porto-Power is the work, it readily builds up into combinations to push, 
miracle hydraulic tool of 1001 uses. Compact, easily trans- _ pull, bend, spread, press, and clamp. Produced in 7, 10, 
ported and operated by one man, this all directional jack 20, and 50-ton models. If your house has the Black- s 
brings tons of hydraulic power right to the job. Depend- hawk franchise — make sure that ALL your customers 
able for production operations, versatile for maintenance _ learn about Porto-Power.” They’te ALL prospects! 


A Product of BLACKHAWK MFG. CO., Dept. P1716, Milwaukee 1, Wis. 


BLACKHAWK 
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PROTECTIVE 
Metal Cover 


SPECIAL 
Pump Motor 





ONE-PIECE 
@LUMINUM Steel Shaft 


Cooling Fons 


EXTRA-LARGE 
Stuffing Box 


ONE-PIECE 
Cast Frame 


STURDY FEET 
HEAVY-DUTY Cast in Frame 


Ball Bearing 


Ray View 


Shows Why A-C’s 
Smooth-Running Electrifugal Pump 
is the Finest of its Kind! 


BRONZE 
Impeller 


BRONZE 
Shaft Sleeve 











OP QUALITY and extra value — that’s what A-C’s 

Electrifugal Pump gives you in terms of performance 
and economy! X-ray view above shows how Allis-Chalmers 
engineering has magically combined pump-and-motor into 
a single compact unit — which takes less space, gives you 
smooth operation with maximum protection against dan- 
gers of abnormal wear, leakage, corrosion, vibration! Con- 
sider these outstanding features: One-piece frame saves 
33% in space; one shaft for pump-and-motor assures 
alignment; splash-proof motor is specially designed for 
pumping at low power cost. For further details on this 
great pump, call your nearby A-C office, or write ALLIS- 
CHALMERS, MILWAUKEE 1, WISCONSIN. 


HEAR THE BOSTON SYMPHONY: Saturday, American Broadcasting Co. 


A 1924 














PROBLEM: Here is conventional pump 


and motor. How can we couple 
them together better—to save space, 
increase stability, and provide rigid 
alignment. 








SOLUTION: We design a new kind 
of pumping unit—the one and only 
“Electrifugal” Pump! Motor and 
pump are now on one shaft—which 
cuts space 33%, assures alignment 
and smooth operation. No wonder 
“Electrifugals” give you more pump- 
ing power for your money! 





SEA-BLUE BEAUTY: Modern design of 
Electrifugal Pump looks well on 
jobs anywhere! Capacities from 15 
to 1600 gpm—heads up to 500 feet. 
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corrosion resistance. 


125-pound Iron Body 
Bronze Mounted O. S. & 
Y. Gate Valve. Also avail- 
able in all tron. 





200-pound Bronze Gate 125-pound Iron Body 


Valve with renewable, Bronze Mounted O. S. & 
wear-resisting taper Y. Globe Valve. Also 
wedge disc. available in all tron. 





150-pound Stainless Steel 
O. S. & Y. Globe Valve. 
Available in many other 
metals and alloys for 


MILL SUPPLIES °¢ 


The superiority of Powell Valves is not due to 
specializing on valves of any particular type or 
material, but rather it is the result of 100 years 
of concentrating on making the right valves to 
satisfy all new requirements for flow control 
equipment as they have arisen. 










That is why today the Complete Powell Line in- 
cludes valves of every type—Globes, Angles, 
Checks, Gates, Ys, Reliefs, Non-returns, etc.— 
in Bronze, Iron and Steel (catalogs on request). 
And for handling practically all known corrosive 
media, Powell offers a complete line, including 
Flush Bottom Tank Valves, in a wide variety of 
Pure Metals and Special Alloys. Write for our 
booklet ‘“‘Powell Valves for Corrosion Resistance.” 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 

































200-pound Bronze Re- 
grinding Swing Check 
Valve. Regrindable, re- 
newable bronze disc. 






125-pound Stainless Stee! O. S. & Y. 
Globe Valve with Powell Patented 
Seat Wiping device for keeping seat 
and disc faces clean, insuring a metal 
to metal contact. 





z s° FUSE, Or Oj 


150-pound Stainless Stee! 
0. S. & Y. Gate Valve. 


200-pound Bronze Globe Valve 
with renewable seat and regrind- 
able, renewable wear-resisting 
semi-cone plug type disc. 


Class 300-pound Cast Stee! 
O. S. & Y. Gate Valve. 
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Says the Man on the Job: 





Production Rod!” 





* Higher Rate of Deposition 
* Easy Slag Removal 
* Smooth Bead Finish 


* Easily Weldable in flat, vertical 
or overhead positions 


USE McKAY No. 14 PRODUCTIONS FOR: The McKAY No. 14 (AWS No. E-6013) Shielded-arc 


Electrode is used for high-speed welding of single or 
¢ Machinery * Ship Construction multiple passes on mild steel and wrought iron. The 
. No. 14 gives a soft, steady arc—easy to strike and 
, Barges * Structural Work maintain (transformers with low open circuits can 
° Storage Tanks * Shaft Build Ups be used ). It is designed to work equally well on AC 

or DC operation. 
© Truck Bodies - ¢ Fixtures and Jigs The McKAY No. 14 Rod combines the desirable 

operating and appearance characteristics of AWS 

Made to conform to American Welding Society's E-6013-type E-6012 and E-6020-type electrodes, but with a higher 
sie’ av tna od IT » 3/32”, 1/8”, 5/32”, deposition rate than an E-6012-type rod. The No. 14 
0 PSE", AM One S, has excellent physical characteristics—consistently 


high ductility and a tensile strength of 62,000 ¢ 
APPROVED BY AMERICAN BUREAU OF SHIPPING ——————=— . 


GENERAL SALES OFFICES: YORK, PA. 


PITTSBURGH, PA 









WELOING ELECTRODES COMMERCIAL CHAINS TIRE CHAINS 
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e YOUR 
Telephon ‘4. & &. FIRST! 


Ss 


Fl E-EADEER 4/c41_fh 
CLE FORGE "spcep 0 
@ CLE*FORGE Drills are not only the finest twist drills you can buy, 
but also are the most economical. Figured on the basis of cost per hole, 
they give the biggest dollar value. The same economy can be obtained 
with other CLEVELAND tools—Reamers, Screw Extractors, Arbors, 


Mandrels, Sockets, Mills and Counterbores. 


0s gs 


DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 
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One of the Micest items to Sell \\” 


HERE’S WHY: 





Fluorescent and Incandescent Lamps are “must” items on everybody’s 


list. The replacement business is sure and steady. 


Champion Lamps. have what it takes to get the business and to hold it. 


The Champion line is complete — Fluorescent, 
daylight and white, for regular circuits, instant 


start circuits and low temperature service. 


Incandescent— clear, inside frost, white bowl, sil- 
vered bowl bulbs, for general lighting service, 
vibration service and rough service, spotlight, 


floodlight, reflector lamps and infra-red lamps. 
Champion Lamp quality is guaranteed to equal 
or exceed Federal Specifications and is backed 


by one of the largest and strongest manufac- 


turing organizations in the industry. Champion 


Lamp performance gets the repeat orders. 


Champion Lamps combine steady, staple de- 
mand with maximum profit for you. They meet 
your idea of selling specifications — sold out- 
right, no red tape, no restrictions, no contracts 
—nothing to hinder you from getting new and 
increased lamp business at lowest handling 


cost so you can make the most profit. 


May we give you the whole story? 


CHAMPION LAMP WORKS 


Lynn, 


iISTON OF CONSOLIDATEDO 


MILL SUPPLIES 


ELECTRIC 





Massachusetts 


ed 
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Serereets ALUMINUM ALLOY 


CASTERS 






Loads up to ten times rated wheel capacity ride smoothly, safely, and 
easily on Airlight casters using aircraft design and new high strength 
aluminum alloys developed by Northrop Gaines engineers. Timken 
Tapered Roller Bearings throughout assure instant swiveling with any 
load. Factory lubricated for thousands of miles of quiet, trouble-free 
operation. 





Northrop Gaines Airlight wheels and casters are guaranteed for life 
against defective workmanship and materials, 

















OVERSIZE KING PIN DIRT TRAP 
For extra stability Protects lifetime-lubricated 
bearings 


CAST ALUMINUM ALLOY 
Strong, light, corrosion 
resistant TIMKEN THRUST 
BEARING 


TIMKEN ROLLER Prevents caster rocking 


BEARING 
Instant swiveling always 





ELASTIC STOP NUT 
No cotter pin necessary 


BOXED-IN WEB 
Added fork stability 


TIMKEN ROLLER 
BEARING 
Lubricated for lifetime 


EXTRA OFFSET AERODYNAMIC DESIGN 


Instant walk-around 


ELASTIC STOP NUT 


No cotter pin necessary 


AIRLIGHT WHEEL 
With factory-lubricated 
bearings 





PRECISION WHEEL 





MOLDED RUBBER TIRE — ASSEMBLY 
Cured-on, solvent resistant Assures straight, even 
tracking 





Airlight, 






HAND TRUCKS 
Light weight, easy to handle, 
yet virtually unbreakable 
because of their cast alumi- 
num alloy construction. De- 
tails available at your re- 
quest. 








For complete data on Air- 
light casters for materials 
handling equipment, fur- 
niture, appliances, and in- 
dustrial products, write to- 
day for your free copy of 
new folder 
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Some said “Impossible!” But the Navy insisted, “We 
want a motor that likes water so well it'll run in 25 
feet of it for 90 days. What's more—it’s got to be 
lighter, more compact than standard motors.” 





ited 
] 
y 
No diving suits allowed! Biggest problem was water ' Then we found that fabricated parts could be successfully 
proof, pressure-proof casings. Cast-iron wouldn't do welded together to assure water-tightness. For proper 
— too porous. So we turned to fabricated steel — magnetic characteristics, we decided to use field yokes 
IGN tough, durable — and lightweight too! of one-inch rolled steel. 
y 








Things look better! We reinforced end-housings, double- 90 days later—we took a good look. Motor still running 
checked insulation, made sure exposed parts were and not a drop of water inside! That called for a 
leak-proof. Nothing left to do but put our baby in short cheer and wide smiles all around. Mass produc- 


the test-tank, check it regularly, and hold our breath, tion of these motors followed. 





There’s a Moral: Every time Allis-Chalmers 
engineering solves special motor problems, 
we discover new ways to build better stand- 
ard motors for you. ALLIS-CHALMERS, 
MILWAUKEE 1, WIS. 





A 1927 














HEAR THE BOSTON SYMPHONY: Every Saturday Evening, American Broadcasting Co. 
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Contractors 


Cfo You Bel 


DUFF-NORTON 
JACKS 


A new, bigger, better 
CATALOG 
with complete details on every 
DUFF-NORTON JACK 
—off the presses soon! 


al 


~ 


A new series of 
BULLETINS & ENVELOPE ENCLOSURES 
now in preparation 
—AVAILABLE WITH YOUR IMPRINT 
without cost to you! 


* Duff-Norton Jack sales provide a real 
profit-builder for you—mean added 
dollars on each order. Remember: Every 

A FULL-SCALE one of your customers is a prospect 


é U 
TRADEPAPER ADVERTISING er 
CAMPAIGN P 


terial to boost your Jack sales. Write for 
details and samples today! 


j THE DUFF-NORTON MANUFACTURING CO. 
-l PITTSBURGH, PA. 


DUFF MORTON 
JACKS 


Canadian Plant: lee? Waleele) @umelti4:.116 
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RUBBERLIKE FLOOR RUNNER 


~  gpyure Tse” 


Tracked-in water makes floors danger- 
ously slippery in Harvard's Dillon Field 
House where Cleats and spikes put floor 
mattings through a torture test that 
means frequent replacement. After much 
experimenting, Harvard maintenance 
men installed Rubberlike, a floor runner 
that meets this torture test as well as mat- 
tings Costing many times as much. What's 
more, non-skid Rubberlike gives safe, 
sure footing because water doesn’t make 
it slippery. And Rubberlike provides this 
practical protection for LESS THAN 6c 
PER SQUARE FOOT—a fraction of 
what most mattings cost. 


But economy is only one advantage. 
In thousands of tough traffic spots— 
schools, hotels, institutions, restaurants, 
factories, offices—Rubberlike makes 
worn floors safer, keeps good floors look- 
ing better. Sturdy corrugations cushion 
and quiet footsteps, speed cleaning. 
Rubberlike hugs any surface without 
cementing. Won't curl at the edges. Made 
in handy 36" width, 25 yards to the roll. 
Order from your supply house or write 
for free sample to Bird & Son, inc., Dept. 
141, East Walpole, Mass. 


THE 10-SECOND STORY OF 


RUBBERLIKE 


WATERPROOF - HEAVY DUTY - NO SPECIAL UPKEEP 
SKID-PROOF - QUIETS TRAFFIC - HUGS ANY FLOOR 
EXTRA RESILIENT - NO CEMENTING NECESSARY 
LOW COST + LONG LIFE - PRESERVES FLOORS 
*heg. U.S. Pat. Off. 


BIRD & SON, mag East Walpole, Mass. - NEW YORK - SHREVEPORT, LA. - 


AT HARVARD UNIVERSITY 


Experience in Harvard's Dillon Field House 
proves again that sturdy, long-lasting Rubber- 
like provides the sure footing so important on 
slippery, water-splashed floors and stands up 
to tough traffic as well as mattings costing far 
more. That, plus Rubberlike’s low purchase 
price and replacement cost, is why this modern 
composition runner is found on all locker room 
cisles in the Dillon Field House. 











ing PACTORY 
STITUTIONS - 
1 

SCHOOL ExEcy ~ FACTORY 


MODERN HOSP 
ITAL - 
BUILDINGS & BUI . 
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MANAGEMENT & MAINTENANCE 
HOTEL MONTHLY 


UIPMENT NE 
PURCHASING - 


LDING MANAGEMENT 


TIVE & SCHOOL EQ 
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CHICAGO, ILL. 


ITPAYS TO SELL THE J 


Best evidence that dyear Industrial bber 


~ 


Goo strial Rubb 
*. 


CxXCepi 1a ¥ ae 
4} a +i moa ry <r + + ¢ i ' 
gth- of time ny the largest supply 
\ : fc +r c rm? r rt iF + 
have been Goodyea ract-distribt 


30 YEARS OR MORE 


SEVEN DISTRIBUTORS 


25 TO 30 YEARS 


THREE DISTRIBUTORS — 


20 TO 25 YEARS 


FOURTEEN DISTRIBUTORS 


‘15 TO 20 YEARS 


EIGHTEEN DISTRIBUTORS 


10 TO 15 YEARS 


FORTY-THREE DISTRIBUTORS 


10 YEARS OR LESS 


MANY MORE AGGRESSIVE 
DISTRIBUTORS 
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OU’LL find that large and successful 
W vupeiy houses rank Goodyear Indus- 
trial Rubber Products as one of their most 
important lines, for very practical dollars- 
and-cents reasons. 


Goodyear Industrial Rubber Products have 
a reputation for highest quality, backed by 
the greatest name in rubber. They’re easier 
to sell! 


Unit of sale is larger than on most 
lines—average dollar volume per order 
runs higher. It’s not a nickel-and-dime 
business ! 


Margin of profit is substantial. Most 
distributors say Goodyear Industrial 
Rubber Products are one of their top 
three money-makers. They pay their 


way—and yours ! 


You get more sales help—from hard- 
hitting Goodyear advertising in both 
national magazines and trade papers, 


Bm GREATEST NAME IN RUBBER 





and from the G.T.M.—Goodyear Technical 


Man. Your customers are presold ! 


All this spells a bigger share of the available 
business. Now’s the time to see if a Goodyear 
distributorship in your territory is available, 
if you are not satisfied with your present 
volume on rubber products. Just write: 
Goodyear, Akron 16, Ohio or Los Angeles 
54, California: 


HOW MUCH 
MOLDED RUBBER BUSINESS 
ARE YOU GETTING? 









Plant ‘ Z 
S$ in getting Qa lor 
ge 
Portant and J 


Profitable business 
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Final Assurance 


te) uated 
is the finest 


you can buy 








SPANG-CHALFANT 


DISTRICT SALES OFFICES: Atlanta; Boston; Division of The National Supply Co. 
Chicago; Denver; Detroit; Houston; Los Angeles; 


New York; Philadelphia; Pittsburgh; St. Louis; Executive Offices: Pittsburgh, Pa. 
San Francisco; Tulsa; Washington. 
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C/R Mauls have same 

high-quality rawhide as 

— and hammers 

C/R hammer faces of coiled rawhide may Sa a por kas 

be quickly replaced in the permanent SP TR definitely. 
malleable iron heads. Re ae, 


C/R Mallets are well balanced, 
making them easier to use... 
have same top-quality rawhide 
as hammers, Eliminate recoil 

. . lessen fatigue. 











OR Moving Nia fou SE 


TRY RT advertising cam 


paign covers the mayor markets for CR mallets 


and hammers. [t he Ips you sell your customers 
by telling them why and how “Chicago Rau 
hide Protects Most.” Check your stock nou 
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Be, — 


FOR PERFORMANCE 
AND PROTECTION 








Parker tube couplings are pressure-tight— 
leak-proof—vibration-protected. 

That’s the result of more than twenty 
years’ experience in engineering Fluid Power 
systems. Typical of the practical results this 
‘“‘know-how"’ brings to you is the famous 
Parker Triple Coupling. Its exclusive patent- 
ed design insures dependable, trouble-free 
operation. So efficient and economical is its 
operation that its basic principle was stand- 
ardized for Army-Navy use on aircraft and 
ordnance. 

If the type of tube coupling you need isn’t 
shown here—ask us for it. The Parker line is 





ae > 
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FLUID POWER PRODUCTS FOR ALL 


MILL SUPPLIES 





THE PARKER APPLIANCE Co. 


complete. It includes a wide variety of types— 
in steel, brass, stainless or aluminum—and 
in sizes from 14” to 144”, standard or heavy 
weight. Complete stocks are available in our 
warehouses—or from your jobber. Just say 
‘Parker’. You'll get prompt delivery—and 
new freedom from pressure joint trouble. 


* * * 


Do you have your copy of our new catalog 201-C? 
It gives complete data on all Parker Triple Cou- 
plings. Yours for the asking—from your jobber 
—or write direct to the Parker Appliance Com- 
pany, 17325 Euclid Avenue, Cleveland 12, Ohio. 
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versatile 
flexible 





This low-cost 16” DURO Band Saw 
has a wide range of uses — and 


many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cufting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


Available on Priorities Only 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2670 N. KILCARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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“Help distributors to sell!” is basic with Besly. Fifty years’ experience 
in tap making have established nation-wide acceptance for Besly prod- 
ucts and quality. Besly’s aggressive 5-step plan of sales promotion in- 
cludes expanded trade press advertising, sales-assistance to distributors’ 
salesmen and a highly skilled factory engineering service. 

Ample stocks, available for immediate shipments, add to the salability 
of Besly Taps. Today, more buyers are specifying Besly Taps than at any 
time in our history. Profit-minded distributors find it pays to push the 
Besly Line. Increased production now makes it possible to open addi- 


tional territories. Are you interested? Write today for full details. 


-BESLY TAPS ¢ BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHAS. H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, lll., Factory: Beloit, Wis. 
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ANOTHER MEMBER OF THE LARGE GILMER FAMILY 





... a belt to 


recommend for 


Zs tough, high speed drives 


A quick sale and a satisfied customer can be 
counted oa with certainty when you sell him 
a Gilmer RHO Endless Belt. This well- 
designed, ruggedly built belt is specially 
recommended for high speed service, par- 
ticularly where there are conditions of 
excessive oil and heat. 


Gilmer RHO Endless Belts have high tensile 
strength, concentrated in thin sections for 
lightness, speed and flexibility. They run 
smoothly over small pulleys at speeds up to 
7,400 f.p.m. All elements are locked in 
position, forming a single low-stretch unit 
that prevents separation of plies and de- 
velopment of internal friction and heat. And 
their rugged construction assures long life 
in hard, continuous service. 

GILMER SALES POLICY—-Gilmer provides complete territorial protection 
o+-S8trong advertising, both publication and direct mail, to belting buyers 
+++ direct sales help from widely experienced branch office personnel... 


gi ing istance when needed ... adequate stocks in con- 
veniently located Branch Warehouses. 





GILMER CATALOGS—Gilmer distributors are provided with the Gilmer 
Guide, the Kable Kord Data Book, the Gilmer Catalog of Special Purpose 
Belts, and the Gilmer Catalog of Belts for the Textile Industry. These make 
ordering easy. Engineering information is given completely in sim- 
plified form. 


H. GILMER COMPANY, Tacony, Philadelphia 35, Pa. 


DIVISION OF UNITED STATES RUBBER COMPANY 
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A complete selection of 1 column 
and 2 column mats and electros for 
you to use in your local newspapers 

and magazines. Use them to tell pros- 
pects to buy Sterling Sanders from 
you! Get folder showing complete 
service available. Write today... this 
service is free to Sterling Distribu- 
tors. STERLING TOOL PRODUCTS 

COMPANY, 384 EAST OHIO ST., 

CHICAGO 11, ILLINOIS. 






S T E R L q N iy PORTABLE ELECTRIC 
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Eliminate 
slow, tire- 
some hand- 
sanding.Get & 
work done in 


¥, less time ¢ 
with a 
Sterling 
Sander! 


STERLING 1000 


PORTABLE ELECTRIC 
SANDER 


On Metol—Plastics 


For hundreds of sanding applica- 
tions. Sands fast, uniformly, eco- 
nomically. Will not mar or gouge 
—vibrationless—easy to operate, 
lightweight. For coarse to finish 
sanding, lapping or polishing. 
Ask today for a demonstration. 


Sterling Speed - Bloc 
Air-Driven Sanderalso 
produces a smooth, 
uniform surface — 
oy and efficiently. 

xcellent for extreme 
wet sanding (water or 

volatile liquids). 


Call or write us today for demonstration! 


DEALER’S 
NAME 
ADDRESS 


Complete cut service 

for use in your gen- 

eral catalog. Write for 
details! 


1000 











Individual mats and cuts also 

available of both the Sterling 

Electric and the Sterling Air- 

Driven Sanders to use on your 
own layouts! 





SANDER 














HIGH SPEED STEEL 
TOOL BITS 


¥% This is a tough combination that it pays to have on 
your side when it comes to getting profitable business . .. GORHAM Standard for the 
commercial field . . .*»GORHAM M-40-B for heavy cuts in hard material . . . Gorham 
Gormet for more abrasive materials. GORHAM knows the correct procedure for most 
effective cutting of metals and with these three “experience-tested” cutting materials to 
fill the tool bit requirements of your customers you help them to solve their most compli- 
cated production problems. GORHAM High Speed Steel Tool Bits have proven themselves 
in many special applications and the possibilities for newer uses loom ever larger. Help 
your customers to better jobs at less cost and at the same time help yourself to good 
profits by selling GORHAM High Speed Steel Tool Bits. 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE 


DETROIT. 3, MICHIGAN 
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LYON 


32 





A “Packaged’’ Line... Economically Stocked for 
Prompt Installation with no Engineering Complications 


Lyon Gravity Roller Conveyors — conceived 
on the basis of the Lyon “packaged product” 
policy —opens up tremendous new markets for 
quick profitable sales. Standard units— which 
meet all but the most unusual requirements in 
the gravity conveyor field—can be economi- 
cally stocked for immediate delivery and 
quick installation, obviating the delays and 
costs associated with the usual “engineered” 
conveyor installation. 

Lyon conveyors and trestle supports are 
definitely consistent with Lyon quality stand- 
ards. Lyon conveyors (regardless of width) are 


MILL SUPPLIES 


Branches and Dealers 


safe for loads up to 200 lbs.; and combine 
minimum weight with this high load capacity. 
Rollers are exceptionally “lively” because 
fitted with high-grade hall bearings engaged 
in the ends of the tube rollers by the use of 
adapters to ensure perfect alignment for the 
proper functioning of any roller under all 
conditions. 

Write today for full particulars on design 
and construction— plan. for maximum selling 
efficiency with minimum stock—and practical 
sales cooperation by Lyon’s factory trained 
representatives. 


in All Principal 
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METAL PRODUCTS, INCORPORATED 


General Offices: 531 Monroe Avenue, Aurora, Illinois 


Cities 








DAKE ARBOR PRESSES 





DAKE SQUARE RAM 


gives 
Longer Life— 
Greater Arbor Press Economy 


The square ram is a standard feature on all 
Dake hand-operated leverage presses. The 
extra large bearing surfaces prolong the life 
of the press. 


. The ram is made of special steel, and heat- 
treated. Accurately machined stub teeth givé 
positive ram action. Machined bearings guide 
the ram perpendicular to the work. A shimmed 
ram cap provides the take-up. These structuraky 
advantages assure Dake Arbor Press users of 
longer and more dependable service. 


The Dake Arbor Press line is complete... 
rom small bench type 1-ton models to big 
hydraulic presses of 50-ton and 70-ton capac- 
ity. For complete information ... send for 
your free illustrated Dake catalog today. 





@ Dake Engine Company 
606 Seventh St., Grand Haven, Mich. 


Please mail me a copy of the la 
Catalog. 


test..Diake Arbor Press 


DAKE 
ENGINE “2M. aNY 


GRAND . i ilGaAN 
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HELP YOUR CUSTOMERS 


Sheed Kecouverséou 


with the Files that Speeded War Production 


Factories, plants, machine shops 
and mills everywhere are hum- 
ming with new activity. Industry 
is going through the vast change- 
over from war to peacetime pro- 


duction. 


In the days ahead, the fast pace 
of reconversion will pose new 
filing problems that you can help 
customers solve to your own 


advantage. 


When the buyer asks for a file, it 
will pay you to show him the 
Heller NUCUT “Wavy-Teeth” 


File. Explain how its two-in-one 


filing action cuts down both fil- 
ing time and costs, because it both 


cuts and smooths at every stroke! 


No matter what the filing job, 
cutting shaping or sizing . . . no 
matter what the material,—stain- 
less steel, aluminum, brass or 
plastics ... there is a Heller 
NUCUT that will do the job 
faster, easier, with far better 


results! 


Write for further information on 
sizes, shapes and cuts that will 


meet your customers’ needs best. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers— 


Good Tools Since 1836 


Newark 4, New Jersey—Newcomerstown, Ohio 


HELLER NUCUT FILES 


WAVY TEETH 
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Pre—, in—, or postwar, Taylor Spiral is a great idea 


Even after an idea has been thoroughly out-moded it 
takes a long time for it to die off completely. Take the 
old idea that weight and strength go hand in hand, for 
example. It belongs to the age of the walking beam 
engine, but it still has a way of creeping up into this 
age of functional design. Nothing less could explain the 
widespread use of heavy pipe for low and moderate pres- 
sure services that could be handled equally well and far 
more economically by light-but-strong Taylor Spiral 
Pipe. 

By heavy pipe, we do not mean the extra heavy kind; 
we simply mean pipe heavier than needed for the job 
at hand. The pipe ordinarily used for the wide range of 
services like those listed below is Standard Thickness. 
Yet far lighter Taylor Spiral Pipe can handle any of 
these everyday piping requirements adequately and with 
strength and service life to spare. In keeping with all 


modern engineering practice, anything heavier than 
needed is too heavy . . . too cumbersome . . . too costly. 


The high strength-to-weight ratio of Taylor Spiral 
Pipe is due to the spiral seam which reinforces it from 
end to end—gives it greater strength than any other 
type of pipe of equal weight. In many cases, this lighter 
weight cuts the installed cost of Taylor Spiral to half 
that of the heavier pipe it replaces. Think what that 
means in terms of run-of-plant piping! 


Changing to Taylor Spiral for such services is made 
practical by the range of sizes and variety of fittings. 
Thicknesses range from 12 to 6 gauge; sizes from 6” to 
42"; joint lengths up to 40 ft. All types of end joints and 
couplings, all kinds of fittings and specials or fabricated 
assemblies, are produced by Taylor Forge, assuring a 
complete service and undivided responsibility. 


TAYLOR FORGE & PIPE WORKS 


New York Office: 50 Church St. + 


General Offices & Works: Chicago, P. O. Box 485 
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Philadelphia Office: Broad Street Station Bidg. 





SELL TAYLOR 
SPIRAL PIPE FOR: 


@ High and Low Pressure Water Lines 
@ Low Pressure Steam and Air Lines 
@ Steam and Diesel Exhaust Lines 

@ Vacuum and Suction Lines 

@ Blower Piping 

@ Sand ond Gravel Lines 

@ Industrial Gas Lines 

@ Oil and Gas Gathering Lines 

@ Swing Pipe 

@ Spray Pond Piping 

@ Hydraulic Mining 

@ Dredge Lines 
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(1) High too!" quality substantiated by universal 
. war-usage — a real product. 
(2) Wide acceptance in production and maintenance 
activities — a real market. 
(3) Quality, design and performance at a competi- 















of tive figure —a real price. 

ute Plus 

reat aaistind Whee (4) A line backed by an aggressive house which 

“voir wie “s contemplates production beyond war levels. 
MBN" — "Certainly we will continue with 


MILWAUKEE BRUSHES" 


Sometimes this statement may be difficult to obtain 
from “one” who is securing only a percentage of his 
immediate needs — but considering these factors, we « 
feel certain "he" will say:— 

Production men will insist on MILWAUKEE quality in 
1946. This spells "Profits,"’ assured by our increased 
production, and your rapid turnover. 


A 

oe wines Og grote! proshes 

eee Sere Furnoc® 
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THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


WIRE WHEEL BRUSHES + WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUGHES 










FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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SPEED-JACK DRIVES MEAN 


Here's why the American Speed-Jack, 
a new compact variable-speed drive, 
means increased sales and larger profits 
to distributors: 


1. INCREASES PRODUCTION—The case his- 
tory illustrated on the right was sent in by 
the Plant Superintendent responsible for 
the operation of a Platen Grinder. It shows 
how the installation of an American Speed- 
Jack Drive increased production 50% and 
cut manufacturing costs in half because 
of stepless control of speed through a 
ratio of 3 to l. 


2. INCREASES MACHINE FLEXIBILITY —American 
Speed-Jack Drives can be easily and quick- 
ly installed on any machine requiring up 
to 1 H.P. New and otherwise impossible 
jobs are made easy for machines whose 
applications have been limited by single 
or multiple fixed-speed drive. 


3. MOUNTS IN ANY POSITION—Speed-Jack 
Drives can be mounted horizontally, ver- 
tically or at any angle. Flange movement is con- 
trolled mechanically—not by uncertain belt pull 
or slack. Ratio creep is eliminated and belt life is 
increased through constant belt alignment. 


4. ADAPTABLE TO REMOTE CONTROL—Where the 
machine set-up requires mounting the unit in a 
hard-to-get-at position, speed changes may be 
controlled through the use of a compact flexible 
shaft. This facilitates panel mounting of the con- 
trol when a centralized control panel is desired. 










































5. BUILT TO LAST—Sturdy construction, plas- 
tic flanges with steel-reinforced faces plus 
lubricated-for-life ball bearings mounted in 
a dust-proof hub add up to long life, effi- 
cient service. 


We've reserved a Speed-Jack Drives Bulletin 
for you which éontains con- 
struction details, dimensions 
and suggested applications 
for this new variable-speed 
transmission. Send for it today! 





4252 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


FLAT BELT 


spEED REDUCTION 
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D Ubon CSupporrenches” 


FOR STREAMLINED STRENGTH 


Slim, trim ““Superrenches” deliver agile power to inacces- 
sible places. Drop-forged from selected alloy steel and 
heat-treated, their thin, tapered jaws combine unbelievable 
strength with minimum bulk and weight. These versatile 
wrenches are made in a variety of popular patterns, with 
openings ranging from 3/16" to 3-1/8”. Sold by Industrial 
Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK 
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He was no weak sister. But thet slow, nerve-straining, muscle-cramping drudgery 
of hand-driving slotted screws kept him @ high-cost, low-output worker. In fact, 
pit and his whole department were low all the time --- in production, spirits, 
and health. +> 

















oo OH AMERICAN PHILLIPS SCREWS 
stopped him from “beating his brains out” 


Bill’s boss 8° to analyzing his costs one day 1. «“Fumble-Proof” ... screw and 4-winged 
_, . found that his screw-driven assembly bit fit firmly into one straight unit that can't 
a N 


cost was the only cost be could cut, and that but straight. o wobbly 


there was only one way to do it. So he threw 
out his hand-drivers and slotted screws » °° . i roof” - °° pit and 
put in power-drivers and American Phillips i 1 screw is driven 
Screws i h. No spoiled work or 
Now b costs are down 505%. ds. 

an all-time high, i hird advantage - - _ American's 
What's more, f 4-phase qué 1 that means higher 
j wrerfection-percentase. in every shipment 
of American Philli ad.. +. ne FOS 
ty for cost-control 

looking yOU the face! Write. 


AMERICAN SCREW COMPANY, pRovIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. [llinois Street Detroit 2: 502 Stephenson Building 
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Headquarters for the 


MOST COMPLETE LINE 


of DROP FORGED STEEL 


/ yj 2 dey, ay 


Air View of Henry Vogt Machine Co. P. ont, Louisville, Ky. 


~ tbe 














Voer provides one convenient, economical 
source of supply with the most comprehensive 
line of drop forged steel piping materials any- 
where available to industry. Here will be found 
everything needed for the safe and efficient 
control of oil, steam, water, air, gas, and am- 
monia at high or low pressures and temperatures. 
More drop forged steel Valves, Fittings 
and Flanges are made by Vogt, and deservedly 
so, because Vogt makes them better! 
HENRY VOGT MACHINE CO. 


INCORPORATED 


Louisville 10, Ky. 


Branch Offices: NEW YORK e PHILADELPHIA 
CLEVELAND + CHICAGO . DALLAS 










DROP FORGED STEEL VALVES, 
FITTINGS ano FLANGES 
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WITH THE NEW 





Janus, the Roman god, watching “time roll its ceaseless course” from 
past to future is a fitting symbol as we announce our new corporate 
name SIMONDS ABRASIVE COMPANY. 


As Abrasive Company (Division Simonds Saw and Steel Company) 
we look backward like Janus. For more than half a century the name 
Abrasive Company has been synonymous with high quality grinding 
wheels and abrasive products. With the years has come a tremendous 
increase in the use of such products and the mere trademark designa- 


tion “Abrasive” is now inadequate as a general term to distinguish this 


old company. Therefore, in order to establish a more distinctive identity 


for the organization, a more individual crest for its quality and service, 
the name Simonds, renowned for over a century for excellence in cutting 


tools, will designate product and company. 


Operating under the same management and policies, SIMONDS 
ABRASIVE COMPANY will continue to turn out the same products 
of top performance which so distinguished the Abrasive Company dur- 
ing the past half century. SIMONDS ABRASIVE COMPANY goes 
forward, pledged to continue to justify the confidence of its old cus- 


tomers and to merit and inspire the patronage and good will of new ones. 


SIMONDS 


4-9-9 -@-2 BA 2 on oF 






SIMONDS ABRASIVE COMPANY, TACONY and FRALEY STS., PHILADELPHIA 37, PA. 


EASIER TO SELL 


Because... 





Easy to get on... Easy to get off 
Yet always tight on the shaft 


A 60-second demonstration will tell practically 
all a prospect needs to know about WORTH- 
INGTON QD SHEAVES. Their simple 2-piece 
construction makes handling so effortless that 
your customer will readily understand why they 
have become the standard of the industry. 






EASIER TO SELL 
Because . i 





this manual makes 
V-drive selection easy 


THE WORTHINGTON MULTI*V-DRIVE MASTER 
MANUAL Offers you V-drive information logically 
and conveniently organized. Its simple, accurate 
data will make it easy for your prospects to select 
the right drive in 3 minutes by the watch. 





EASIER TO SELL 


Because... 





your efforts are supported by 


THE WORTHINGTON MARKET PENETRA- 
TION PROGRAM which includes: 


1. convincing advertisements in leading trade 
papers; 

2. blanket distribution of Manual and follow- 
up mailings; 

3. broadsides, folders, blotters. carrying your 
imprint and a mailing plan that simplifies 
their use; 


4. personal support of Worthington salesmen . 





and engineers. 








a4 





MILL SUPPLIES 


A WORTHINGTON 
MULTI-V-DRIVE FRANCHISE 
IS AN EASY SOURCE 
OF PROFIT 


With a product that sells itself, a manual that 
makes drive selection easy and a program that 
supports your selling efforts, you'll gather a 
profitable harvest from your protected territory 
when you have a Worthington Multi-V-Drive 
Franchise. Write for more reasons why there's 
more worth in Worthington. Worthington Pump and 
Machinery Corporation, Merchandising Division, 
Harrison, N. J. 
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Bere UTriVE OFFICES 





promotion. 


executives. 


VALDURA SINGLEKOTE is a synthetic 
resin flat oil paint .. . not a water paint, 
not a water emulsion paint, not a casein 
paint. It is tough, flexible, light-reflecting 
and increases illumination as much as 65% 
.. . cuts light bills up to 20%. Bonds to 
any surface. One coat covers completely 


up to 600 sq. ft. per gallon. 


AMERICAN-MARIETTA COMPANY 


LCEIN OS 


We give you inquiries from our advertising and 


EAST OHIO STREEV, Ga Cae |, 






MILL SUPPLIES 


Direct Mail Campaigns . . . hard hitting pro- 
motion to all important industries. 


Magazine Advertising . . . reaching key men 
in plants—maintenance men, purchasing agents, 


VALDURA MILLWHITE for industrial 
interiors provides a sturdy finish that stays 
white, resists moisture and fumes and is 


low in cost. 
Write today to Dept. 121 for catalog of 


complete line of Valdura Heavy Duty 


Maintenance Paints. 
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OVER 1,350,000 
7 7 


BARNES ADVERTISEMENTS 
bs yclt, belle you cell 
BARNES 


iD SAWS and 








ES 


MiLL‘Factony & 


% Total circulationof 
the leading trode 
publications in 
which Barnes Ad- 
vertisements will 
eppeor in 1946. 


BARNES is backing up your sales efforts all through 1946 with 1,350,000 convincing 
selling messages. Appearing in the leading trade publications, these advertisements 
will tell your customers why Barnes blades are better blades. 


This advertising program is supplemented by directory space, the new ‘‘Barnes Hand- 
book of Metal Sawing,’ folders and other sales helps, together with a staff of Barnes 
factory-trained servicemen ready to call on your customers who may have special 
sawing problems. Write for full details of the Barnes Band Saw and Hack Saw Blade 
line —and your copy of the Barnes handbook —foday! 








ESTABLISHED 1919 


W. 0. BARNES CO., INC. 











AMERICAN 
CORDAGE 
PRODUCTS 


A COMPLETE LINE 
ROPE 
TWINE 
OAKUM 
PACKING 




















Sales Offices: 





A COMPLETE LINE OF GORDAGE 








AND COMPLETE COVERAGE 





FROM 3 MODERN 


Vast quantities of vegetable fibre are con- 
verted into cordage products in the mills of 
American Manufacturing Company. From 
advantageously located mills “AMERI- 
CAN” ROPE and TWINE and OAKUM 
and PACKING are shipped to every part 
of the nation to fill the needs of farmers 
and ranchers . . . of the marine and fishing 
trades . . . of the oil industry . . . and all 
other industrial requirements. 
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MILLS 


The uses of all these products are ramified 
almost beyond description, but there is one 
attribute characteristic of all“S AMERICAN” 
CORDAGE PRODUCTS, That one thing 
is “quality.” Only the very best of available 
materials go into the manufacture of 
“AMERICAN” ROPE, TWINE, OAKUM 
and PACKING. Regardless of grade, the 
standards of workmanship are never com- 
promised, 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. Louls 4, MO. > DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
BALTIMORE * BOSTON * CHICAGO * HOUSTON + 


NEW ORLEANS ¢* PHILADELPHIA 
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When Your Customers Are Pinched by High Production Costs 


... Recommend 


% 


eee 
J 
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420 South Itilinois Street ° Indianapolis 9, Indiana 


MILL SUPPLIES * JANUARY, 1946 














Ileny 


SREATER STRENGTH - BETTER FIT Yel ee 
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The Hinges of 
Hell Could 
Get No Better 
Heat Treatment --- 


Lynd lool 


gue 


A red line appears on the chart of 
an instrument . .. a tempering 
furnace at New Britain is under au- 
tomatic control! That red line re- 
cords the fact that we are heat treat- 
ing some Hand Tools exactly right 
for your customers . . . right to the 
precise degree of heat—right to the 
split second of time—and, right to 


make the finest alloy steel TOUGH! 


You know it takes certain alloys 
and careful machining to make 
good Hand Tools. But, it also takes 
exact heat treating to develop the 
highest ultimate strength of the 
steel. Here, on two counts, New 
Britain Hand Tools are outstand- 
ing. First, because the steel that 
goes into New Britain made Tools is 
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Tail make muon 


Le fa 


carefully selected, inspected, etch- 
ed, tested and examined inside and 
out, Second, because heat treating 
at New Britain is an exact science— 
controlled, as is every major opera- 
tion in this huge plant, down to the 
last degree and second. 


The entire Line of New Britain 
Hand Tools is a natural for YOU. 
These famous Tools have won 
their reputation for toughness and 
the ability to “take it” the hard way 
—IN SERVICE! Ask to see the 
New Britain Hand Tool Line. Once 
your customers have handled one 
of these fine Tools, theyll want 
them all—they’re that good! The 
New Britain Machine Co., New Bri- 
tain, Conn. 





The Army-Mevy “8” Pennant, with sera, 
files over New Britain's plonts, signette- 
ing evtetending production of mechiag 
tools, aircraft engine perth and projectiles 

























49 


— KEYWAY CUTTERS 
wp OPERATED KEYWAY cuTT 


THREADWELL HA 


THREADWELL of GREENFIELD 














A SET THAT 
SELLS ON SIGHT 


j Threadwell Keyway Cutter Sets are something 

that almost every one of your customers and pros- 
pects have been looking for. With this Set they 
can cut keyways in gears, collars, pulley hubs, 
couplings, milling cutters, etc. in sixty seconds. 
It’s one of the greatest time and money savers in 
the shop. 











Don’t miss this opportunity for new and prof- 
itable volume. Ask us for the complete selling 
story on Threadwell Keyway Cutters and Thread- 
well Arbor Presses. 


Treadwell 


“TAPS OF, DISTINCTION 


THREAD WELL TAP AND DIE COMPANY «+ GREENFIELD, MASSACHUSETTS, U. S. A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
















The Threadwell Arbor Press is just the ticket for 
use with Threadwell Keyway Cutters. Takes work 
up to 14” dia., 15” stroke. Hand leverage 48 to 1. 

readwell quality through and through. Easy to 
sell. Profitable to sell. 
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WHERE PERFORMANCE 
HANGS BY A THREAD .......... 


Circle © fastener plays as important a part in the dependable 
operation of any machine or vehicle as does a giant casting. That's 
what our inspectors think of when they check the threads of a 
Buffalo bolt or nut for strength and accuracy. 


e One of the modern nutmaking machines designed and built by the Buffalo Bolt Co. 





COMPANY 


NORTH TOANAWANODA, NE W 








~ USERS SAVE 











































In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. pay wl Sto Soe 


inches wide in one 
quick, easy operation. 






These are made of the highest quality belt 
hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 





tie 
The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 













Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 
strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. PRET Kee 





CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 





T ° 
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IT 7 TO SELL 


SAFETY ana RELIEF VALVES. 





“4 ry aeen “~~ 
ene ee 





MOST OF THE BOILERS IN 24,000 U.S. PLANTS 
NEED NEW SAFETY VALVES! 


. .. and our hard-hitting, full-page ads in 
17 industrial publications are giving con- 
vincing REASONS WHY. 


Look at this month’s FARRIS ads and you'll 
see what we mean. You'll recognize innova- 
tions years ahead of today’s safety valve designs 

. . right up in stride with the increasingly 
severe and varied demands of 1946 power and 
process engineering. 


This is reconversion year—and that means 





FARRIS ENGINEERING COMPANY 


, 360 Commercial Ave., 


MILL SUPPLIES 


Palisades Park, N. J. 


FARRIS KEEPS PACE WITH ADVANCING 


that most of the 24,000 plants using steam 
boilers are red-hot prospects for distributors 
of FARRIS Safety and Relief Valves. And fast- 
stepping FARRIS advertising is going to keep 
them hot all year — for you! 


Write today for the new FARRIS catalog! Its 
cross-sections, photos, and tables help you sell 
these advanced saféty and relief valves. If 
you’re not already a FARRIS distributor, by 
all means ask us for the details of our profit- 
able sales set-up. 





POWER AND PROCESS ENGINEERING 
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“The Jobber's Line” 








WS new hackaged line of 


Gas Culling & Welding Apparatus 


If you’re considering a new Source of supply on Gas Cutting and 
Welding Apparatus, acquaint yourself with Black Arrow’s offer, 


i i % JOBBER DISTRI. 
. 4 i i i der any circumstances, 
We're offering you a standardized, guaranteed line of high 
quality products Which combine absolute reliability with 
universal applicatio ° 


am 
ep 
we 


Investigate Ou 


r Offer Today 
If you’re an established jobber who may be seeking a new source of supply, 
now or in the future, Please write, One of our Field Engineers will be glad 
40 meet with you and describe our Proposition in detail, 
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it’s the old story, with important 
variations caused by the war. To be- 
‘gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes— now. Nearly all of you would 
like to buy nylon-bristled brushes . . . because 
of the good things you’ve heard about them. 
While we are turning out bristles as fast as 
we can, there just aren’t enough to fill- the 
needs of the paintbrush manufacturers, and 
will not be for some time to come. 





Du Pont is increasing its capacity 
for producing nylon—in bristles and 

“= —_in other forms as well. We are erect- 
ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately,even this will not increase your chances 
of a new brush by tomorrow, or by next week. 










Keep trying your dealer. Some ny- 
lon-bristled brushes are going out to 
dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 
sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 

















... here’s why 





IF YOU HAVE TO WAIT FOR YOUR 
NYLON-BRISTLED PAINTBRUSH 





IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 


we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


tled brush, you’llsay it was well worth 

- waiting for. Reports now coming in 
from civilian painters support in every way 
the reasons for the widespread use of nylon- 
bristled paintbrushes by the Navy during 
the war. These brushes spread paint evenly 
and well, and they outlast the best natural 
bristles from 3 to 5 times. 


* * * 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


GU PONY 


ut Pont NYLON BRISTLES 


TER THINGS FOR BETTER LIVING 
THROUGH CHEMI! STRY 
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TO THE BURNING DOOR 


Fire takes one American life every hour! Every day we read of people being 
trapped in a house, unable to escape because the only exit is burning. Yet 
nine times out of ten, this loss of life could be prevented if the trapped per- 
son was able to pass through the blazing exit. 

The key to this burning door is available. It is an Underwriters’ approved 
fire extinguisher. The right extinguisher in the right spot can stop fire before 
it becomes a menace, can save lives and property. 

To this end, The General Detroit Corp. is engaged in an extensive cam- 
paign of fire safety education. This program includes posters, booklets, and 
advertising appeals, as well as the services of General Fire Protectioneers 
trained and able to prescribe the right extinguisher for every fire hazard. One 
of the General Detroit fire safety booklets, “How To Put Out A Motor Vehicle 
Fire,” is now in its third reprinting. A copy is yours upon request 
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#1 APPING COMPOUND 
Has. Eaerglhing / 


This newest addition to the “Michigan” line . . . the modern, 
Oil-Mix Lapping Compound ... is definitely outstanding in 
quality . .. has wide marketability . . . is a profitable item 
for Distributors . .. and is immediately available. 


. J 
A Multi-Purpose Compound 
“Michigan” is a fast, clean-cutting compound for hand or 
machine lapping. Serves a wide variety of users and pur- 
poses including— 



























Valves Bearings Polishing Machines 
Cranks Cylinders Lapping Machines 
Gears Aircraft Parts General Tool Room 
Gauges 


Thirteen Standard Silicon Carbide 
Grit Sizes—Oil Mix 


100 
600 400 280 220 150 80 
500 320 240 180 120 50 


Special formulas available to meet unusual demands. 


Seven Standard Package Sizes 


2 oz. Combination Can ) Packed ; - a t ptporrrdnd 
4 oz. Combination Can 12 to . 
% lb. C carton 25 lb. Pail 

seas 50 Ib. Pail 


Larger Containers on Request 


Speedy 24-Hour Shipments 


Distributors’ orders are shipped within 24 hours from time 
received. You can serve your customers quickly without 
carrying a large inventory. 


oe . 

Fairly Priced 
While peak-point in quality, “Michigan” is priced right. 
Economy is double-barreled. Repeat user sales are automatic. 


Liberal Discounts 


There’s a liberal margin of profit for the distributor ... even 
better-than-average. Write fcr descriptive literature and 
Distributors’ proposition. 


thrative Ce. / 
COATED ABRASIVES and LAPPING COMPOUNDS 
1111 Bellevue Avenue Detroit 7, Mich. 
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“Greenfield” product—you’re giving him 
more for his money. Why? Because behind 
every “Greenfield” tap, die and gage are 
plus values that no other threading tool 
manufacturer can equal. First, there’s 
yourself ... ready to give on-the-spot 
service. Second, there’s the “Greenfield” 
staff of field service men ready to help 
your customers with threading problems. 
And behind both there are Greenfield’s 
top flight research staff of threading en- 
gineers and the largest, most modern 
threading tool plant in the world. 





GREENFIELD 


TAP AND DIE CORPORATION 


GR £ Eee rt & ice 
i, Oe Oe 
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Sas Cut off Hours rom Dic 
Maintenance Time | | 





Hubbard & ania Pittsburgh, manufacturers of 7 
line hardware, picks, hammers and other drop forged spe- 
cialties, use MARVEL Saws to eliminate tedious hours in 
making and maintaining their giant forging dies. Not 
only do these saws do all regular cutting-off of steel for 
the machine shop, die blocks for die shop and exact size 
billets for the forge shop, they also materially cut the 
cost of die maintenance. 

Previously, it was necessary to plane the face of dies being 
reworked. This was a long and tedious job because the die 
face is always work-hardened with hard spots that had to 
be chipped or ground out before the planer tool could, 
make a cut. Now with MARVEL Saws, the face of a die 
is speedily and accurately “skinned”—a thin slice is sawed 
off just behind the hard spots, after this speedy “skin- 
ning” and a single facing cut on the planer, the die is 
ready for the die sinker. This modern MARVEL method 
is saving Hubbard a lot of dies, materials, labor and 
machine time. 





Below (left) is a Model 
9A MARVEL High 
Speed Production Saw, 
with automatic bar push- 
up, which automatically 
cuts off billets to exact 
size (ends fin waste), 
and, a No. 18 MARVEL 
Giant Hydraulic Hack 
Saw for cutting-off large 
bars and billets and 
trimming dies in sizes up 
to 18” x 18” cross section. 



















a ge 





MARVELsaws. 


5700 Bloomingdale Ave. ARMSTRONG-BLUM MFG. Co. Eastern Sates Office: 


Chicege 39, U. S. A. "The Hack Saw People" 225 Lafayette $t., New York 12, N. Y. 
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CARMET 


Carbide Tools and Tips 









and Non-Ferrous Metals 





* Red Shanks for Steel 
Cutting. 





* Wax Caps Protect Tips 
in Stock and Transit 





a 








EASY TO IDENTIFY 


In addition to the box 
marking, and to the 
shank coloration (see 


EFFICIENTLY BOXED 


Carmet sintered carbide 
tool bits are packed for 
shipment in strong, metal- 





reinforced boxes of distinc- Mes, above), each Carmet tool 

tive design. The grade, size bit is stamped with the 

and number of pieces are marked on each end of name and grade number... your stock clerks 
the box, for convenience on your stock shelves. and machine operators can’t mistake them. 





TOPS IN CUTTING PERFORMANCE 


Carmet carbide tips are produced by advanced tech- 
niques, under conditions of rigid control that main- 
tain complete uniformity to type and grade. These 
carbide tools can show you tremendous increases in 
cutting speeds, and corresponding improvements in 
your finishing costs. @ Let our Service Engineers 
work with you to fit Carmet tools into your operations, 





Send for your copy 


The 16-page Carmet Catalog 
contains full data on types, 
gtades, sizes and applications of 
standard blanks and tools; in- 


pce ypepali hr r STEEL CORPORATION - General Offices, Brackenridge, Pa. 


shank steel, etc. Write for it today, 


aca DEPT ace 
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WHY PALMETTO PACKINGS 
MAKE PrRorits ror YOU 











SQUA 


: APAUMETTOS. 


Seur “LUBRICATING 


You only have to sell PALMETTO Packings once . . . 
because each sale assures repeat orders. We know this is 
so, because that’s what our distributors’ salesmen tell us. 


Here are some more reasons why distributors like to han- 
dle PALMETTO: 


The PALMETTO line of packings is COMPLETE for every 
need. But it is also SIMPLE, because a few styles cover the 
whole field of service. 


PALMETTO Packings are packaged .. . each package a 
unit of sale ... ready for instant delivery from your shelf. 
And our simple A B C Recommendation Chart enables you 
to lege questions .., makes PALMETTO sales easier and 
quicker. 


Write for full information ... prices ... sales helps. 


GREENE, TWEED & CO. 


Bronx Bivd. at 238 St., New York 66, N. Y. 
PLANTS: New York, N. Y. and North Wales, Pa. 





é 
coMPLET 
# RANGE OF 





MILL SUPPLIES ¢ JANUARY, 1946 











ASK YOUR 





» IN tell you 
ars push 


~ preformed 
wire rope.. 





@ In the first place, preformed wire rope 
is not only a superior, longer-lasting rope, but 
it is more uniform in quality, reel after reel. 
That makes for customer satisfaction, fewer 
claims for adjustment, and automatic repeat 
orders. By actual count, over 90% of all cus- 
tomers who buy preformed wire rope for the 
first time voluntarily come back for more. That 
reduces the cost of getting repeat business; 
means reduced sales expense—more profit. 


Also, preformed wire rope is better adver- 
tised. Practically all of our customers know 
what it is—why it is better. In fact, this uni- 
versal acceptance makes them expect to get 
preformed whether they specify it or not. 


WIRE ROPE MANUFACTURER OR DISTRIBUTOR 
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The Complete 
Quality Line 


HAND CUT FILES 
GROUND FROM SOLID CUTTERS 
CARBIDE CUTTERS 


© Ford—America's oldest rotary file manufacturer. 

¢ Nationally recognized throughout metal, wood and plastics industries. 
* Quality product, intensively and extensively advertised. 

* Most complete line—a right file for every job. 

¢ Easy to sell—comparable prices. 

© Quick turnover—many uses. 

© Immediate delivery from stock. 


SEND FOR COMPLETE DETAILS — CATALOGS — PRICES — DISCOUNTS 


FORD | 
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.» new machines, reconverted old 
machines, new manufacturing processes... 
usually require new lubrication methods. 


Whether new mechanical equipment is 
being installed or present machines 





: changed to meet new needs, a number of 


lubricating problems is almost certain to 
exist. It is important that the correct 
solutions be found without delay. 


There is no need for guessing, or for 
experimenting. A Keystone Lubrication 
Engineer will gladly call... survey all 
lubrication points in the plant... and 
provide a typewritten survey to serve 
as a permanent guide. And without charge 
or obligation. 


KEYSTONE LUBRICATING COMPANY »* 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILA. 32, PA. __s0.v.s. oom. 









we 


PLANT LUBRICATION 


SURVEY 


eee 





Hundreds of manufacturers have availed 
themselves of this skilled, professional 
service. They have found the suggestions 
helpful in effecting lubricating economies, 
lowering maintenance costs, improving 
machine operation and lengthening 
machine life. 













Plant operators and equipment builders 
rely on Keystone superior performance 
...a result of the “specialized” char- 
acter of Keystone lubricants. 
“The true cost of a lubricant is measured by its 
performance in the bearing rather than the price 
in the container.” 
There is a Keystone Distributor near you 
who wwill be glad to cooperate with you 
to make Keystone Specialized Lubricants 
available to your customers. 


EST. 1884 


TRADE MARKS 


SPECIALIZED 
LUBRICANTS ¢tyade Marks Reg. U.S. Pat. Off 
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Integrity in the Ampe 
organization is an 

intangible combination of 
earned qualities you sense 
and recognize. This is another 
reason why AMPCO tools 
have been out in front 

in Precision and 

Quality since 1917. 





TWIST DRILL COMPANY 








FACTORY AND MAIN OFFICE 


ya ckyen., Moichega +e 


(On 5 ie ie Give We Gm 8) n DETROTT LY PHILADELPHIA 
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" AMERICA’S BEST-KNOWN 
LIME OF Sz-Lok77 wuts 


You can supply Elastic Self-Locking Stop Nuts to Stop Nuts have built-in holding power in their famous 
your customers with complete assurance because they red elastic compression collars — assurance of safety, 
have earned a reputation for doing the job a nut is security and service. Recommended where vibration, 
designed to do! Your customers will find them shock and impact are factors, where loose nuts or 
extremely helpful in assembly work because Elastic frozen fastenings are a service problem. 


Outstanding Features of 





ELASTIC 
ESNA | THREAD MATERIAL . a ; 


Designation 
SAE STOP NUTS 
M ots No. 4 te 12 





@ They hold tight — won't shake loose 








SAE Vv" to 1%" under shock or severe vibration. 


Standard ; 
Hex 





@ They lock anywhere on the bolt — stay 
i" to 2" where they're put — won't creep. 





- 
® There is no damage to or distortion 


No. 6 to 12 

For a." ” of either bolt or assembled parts. 
light tensile ; >" to 1K%* 
load #A @ They won't rust or freeze in place. 


XK" to 2” 











@ They need no auxiliary locking de- 
No. 6 to 10 


HK" to Hi" 


rw ie They have full seating surfaces, square 
with the bolt. 
No. 6 to 10 
, © 


vices —no pins or washers. 











= @ They can be used over and over again 
Ki" © K with full locking effectiveness. 
\’ to %" 








@ They save time in assembly — avoid 
the hazard of leaving out parts. 





Top NM" to 14" 
Wronching @ They permit precision prestressing — 
can be turned up exactly to specified 


= pa Pr wrench torque. 
4 

shank length 
125” to .562” 





LOOK FOR THE RED COLLAR 
Mer ond 56" THE SYMBOL OF SECURITY 
shank length 
063” to .225” 


























Class 3 Fit: Sizes No. 10 and 12; 4” and over 
Class 2 Fit: Sizes up through No. 8 
Finishes: Brass normally plain 
Steel normally plain or cadmium plated 
Dural, anodized 
Other finishes available on request 











TRADE MARK 


ELASTIC STOP NUT CORPORATION OF AMERICA 


Union, New Jersey 
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LUBRICATING 
EQUIPMENT 


An Outstanding, Well-Advertised Line that can be a Money-Maker 
for Every Miil Supply House! 


The Lincoln Line is complete and includes equipment Nationally advertised in leading trade papers, this 
to meet every lubrication requirement from indi- line offers unusual opportunities to all Mill Supply 
vidual grease fittings to complete Centro-Matic Houses. A few of the many items are illustrated 




















Centralized Systems. and described. 
We EA Re ee es ee Ee 
MODEL 1271-A HIGH-PRESSURE MODEL 1213 FILLER BUCKET... Hos o MODEL 987 POWERLUBER... 










BUCKET PUMP... A 25-ib. capaci- 25-lb capacity. Provides a fast, clean 
ty grease gun that dispenses either method of filling all Lincoln Filler Type 
heavy or light lubricants. Grease Guns. Sturdily constructed 
Compoct—built to with- of heavy-gauge steel. 
stand hard vsoge. De- 
velops High-Pressure 
with ease. 


_ 


An Air-Operated Grease Gun 
that dispenses lubricant direct 
from original 25- or 50-ib. re- 
finery packages; will accom- 
modate 60-Ibs. in bulk. Con- 
tainer is dust-proof, spill- 
proof and leak-proof. 














MODEL 1313 TRANS- 
FER PUMP .. . ideo! 
for transferring oil, dis- 
tillote and other liquids 
from lorge containers. 


_S 





MODEL 1798 HEAVY- 
DUTY DRUM PUMP... 
Air-Motor-Operated. Dis- 
penses lubricants from 
400-Ib. origina! refinery 
containers. 


J —_—_— 
MODEL 1266 HANDI-LUBER... 
Converts any stondord 25-Ib. refinery 
pockoge to o 25-Ib. high-pressure 
grease gun. Pump is easily attached 
without removing lid of container. 


C2518 








MODEL 1035 LEVER GUN... Highest-Quality, Heavy-Duty Gun. It hes o 
19-ounce capacity and develops 10,000-Ibs. pressure. Can be filled with a 


Lincoln Filler Pump, or by suction. 
MODEL 1103-A PUSH TYPE 
GREASE GUN... All-steel con- 
struction, 15-ounce copacity. 
MODEL 1113-A, not illustrated, 


same as above except includes 
filler nipple. 





GREASE FITTINGS ... Avoilable in a full range 
of sizes and types. Many exclusive selling fea- 
tures, Used as original equipment on industrial 
machinery, ouvtomobiles, trucks, tractors and farm 
implements. 


TT 





‘ 
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Write today for complete information on this 
Leading Line of Lubricating Equipment — 


“The Finest That Money Can Buy!” 


LINCOLN 3 


os 


Proucer Builders of Engin cred Tea orm LINCOLN ENGINEERING COMPANY 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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On this completely rebuilt heavy duty shaper at the Krautter-Weber Tool Works, the 
use of Veelos V-belt provided the following engineering advantages: 1. Eliminated 
overhead motor and overhead belt drive. 2. Provided better speed control...old 
drives had only one speed forward and return, 3. Ended noise and excessive vibration, 


HEN the Krautter-Weber 
Tool Works, Newark, N. J., 
decided to modernize this heavy 
duty shaper—built many years ago 
—it specified Veelos link V-belt on 


VEELOS 


V-BELT 


Adjustable to an 


Adaptable 


four vital drives. Efficient speed 
control was a “must” —and, in select- 
ing Veelos, Krautter-Weber chose 
the belt that helps hold machine 
speeds at desired rates by providing 
uniform belt tension and by eliminat- 
ing belt slippage: 

1. Veelos Provides Uniform Belt 
Tension: Veelos patented link con- 
struction permits easy adjustment 
so that each strand of a multiple 
V-drive carries its exact share of the 
load. All strands constantly work 


together, delivering full power. 

2. Veelos Ends Slippoge: Quick, 
easy adjustment of Veclos ends belt 
slippage... keeps machinery run- 
ning at full speed and assures full 
productivity. 

To modernize old equipment. . . 
to assure Maximum service on new 
equipment ... to replace V-belts on 
any equipment... specify Veelos. 
A Veelos engineer will gladly assist 
you—just write and arrange 


an interview. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


to any Drive 
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LINK CONSTRUCTION UPS PRODUCTION 
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€avy cuts at close ¢ Atlas Lathe h 


ing Steadily 
al Cost and 


Detroit, Michigan. 
SHOWN IN PHOTO.) 


You will recognize the whole sales story wrapped up in that sincere 
indorsement. It’s a production theory that many men on your call 
list can put to practical use in these times when we're all trying to 
keep prices in line. Send for a fresh copy of the latest catalog and 
‘get ready for new sales records on Atlas tools in 1946. Atlas Press 


Co., 110 N. Pitcher St., Kalamazoo 13D, Michigan. 


Gil 
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LOOK TO SHOOK cc BRONZE BAR STOCK 


Shook dealers stock over 850 different sizes of plain 
bronze bushings. That's quite a choice . . . and it 
takes care of all standard applications. To take care 
of the other sizes . . . and to provide a means for 
making stock size bushings when the need arises, 
Shook dealers also carry over 450 sizes of bored 
bronze bars and solid bronze bars, These bars are 
13” long and are machined on all surfaces. 


‘ DEALERS! LOOK WHAT SAccd OFFERS 


The Shook franchise offers you a full line of bushings, bar stock, bab- 
bitts . . . backed by a liberal guarantee which permits you to go “all 
out” to your trade in recommending Shook products. You'll find Shook’s 
dealer policy to your liking too. It offers full protection. A line from you 


will bring our representative. 


By using Shook precision machined bored bars you 
save money ... time... and tools... as compared 
to making bushings from rough bars which require 
more cutting, weigh more and often wreck tools on 
rough, hard, outer surfaces, The saving in material 
alone is impressive. A rough bar that will machine 
to 2” O.D., 1” LD., 13” long will weigh between 15 
and 16 lbs. A Shook bar of this size weighs only 
10!/, lbs. . . . a saving in metal of !/3. 
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I: was on a job 
where extruded alu- 
minum alloy stock, 
34" thick, was being 
cut with a power- 
fed saw. This job 
was requiring 12 
saw changes for 
10 hours’ work. BN ., - 


A Disstoneer*, invited to study the problem, recommended 
the use of inserted section carboloy saws. On a test, 1275 
pieces of stock were run off in 5 hours (one-half the former 
time) and the carboloy saw was still going strong without 
visible dulling. In this, as in many other cases, it proved its 
ability to hold close tolerances even to .0015”. 


The savings made by the use of these saws are impressive. 


*DISSTONEER—a man who combines 
the experience of Disston leader- 
ship and sound engineering 
knowledge, to find the right tool 
for you—to cut wood, to cut metal 
and other materials—and TO CUT 
YOUR COST OF PRODUCTION 
—not only on special work, but on 
ordinary jobs as well. 


Aucther clear-cut cade 





You may have no need for inserted section carboloy saws, but like many others 
you may have an operation that can be performed better by the use of the — 


DISSTON SKIP TOOTH BAND SAW 


The skip tooth pattern, because of wider 


spacing, permits faster feeding without 
clogging. This is an exceptionally tough 
hard-edged. flexible-back band saw design 
for machines operating at speeds of 3000 
f.p.m. and over. Recommended particularly 
for cutting aluminum and magnesium metals, 
but can used with excellent results in 
cutting corrugated board, dry ice, meat, bone 
and other materials of similar natures. 


HENRY DISSTON & SONS, INC. 123 Tacony, Philadelphia 35, Pa, U.S.A. 
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YOU MONTH AFTER 
MONTH 


This advertisement, with adap 
-tations, will be seen by your 
customers in the January 19th 
issue of Business Week, the 
January 15th issue of Modern 
Industry, the January 17th issue 
of American Machinist, and 
the January issue of Mill & 


Factory. 


HENRY DISSTON & SONS, INC. 
123 Tacony, Philadelphia 35, Pa, U.S. A. 


Branches: Boston, Chicago, Detroit, Memphis, New 

Orleans, Seattle, Portland, Ore., San Francisco, 

Vancouver, B. C. Canadian Factory: Toronto. 
Australian Factory: Sydaey, N.S. W. 
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SELL DEMING 
and you sell them ALL! 









NOTE THE WIDE SCOPE 
OF THE DEMING LINE! 


@ Deep Well Turbines 






@ Side Suction 


ve 


Centrifugals In Industry, war took a heavy toll of all types of pumps where 

) . round-the-clock operations and inadequate maintenance wore 
* Double — out good pumping equipment long before its usual “span of 

| Centrifugals life”. A huge market looms up for pumps. 

, -Primin 

7 2 ene In Agriculture, pumps were not available in sufficient numbers 

\ 








@ Two-Stage 
Centrifugals 


@ Condensation Return 
Units 


@ Vertical Sump Pumps 
e Cellar Drainers 

@ Triplex Pumps 

e Rotary Pumps 

e Piston Pumps 

e Shallow Well Pumps 
e Jet-type Pumps 

@ Deep Well Pumps 

e Water Systems 

e Hand Pumps 


@ Special Pumps 












to replace old equipment. But that replacement market is only 
a “drop in the bucket” of new demands for farm pumps and 
water systems. Private power companies and the federal Rural 
Electrification Administration (REA) plan vast expansions of 
high lines throughout rural America. 


The combined markets of Industry and Agriculture offer an 
unprecedented opportunity for alert salesmen of industrial 
distributors to go to “Profit Town” with the COMPLETE 
Deming line. 

It TAKES a COMPLETE line of pumps to meet the highly 


diversified demands of Industry and Agriculture. The Deming 
line has what it takes! 


_———_ tHE COMPLETE LINE 









PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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20-INCH DRILL PRESS 





TILTING ARBOR SAW 





S 


WHY W-T 
MACHINE TOOLS 


SELL 


@ HIGH PRODUCTION CAPACITY — 
LOW COST. Walker-Turner Machine 
Tools do many jobs formerly pos- 
sible only on heavier, more costly 
machines. A 4-spindle 20” Drill 
Press costs about the same as a 
single heavy unit yet has several 
times the production capacity. 

@ WIDE RANGES OF OPERATING 
SPEEDS provide correct speed for 
machining any material—at top 
efficiency. 

@ FLEXIBILITY permits installation. of 
special tooling set-ups speedily at 
low cost. 

@ DEPENDABILITY demonstrated during 
past 3 years when they were oper- 
ated on 24-hour schedules for 
moximum production, with mini- 
mum ‘servicing. 


company, inc. 


Walker-Turner Machine Tools are advertised consistently 
in a carefully selected group of industrial publications. 
The message of W-T cost-cutting performance reaches 
many thousands of prospects month after month—doing 
the cold canvass part in making profitable sales. 


bs 


>. SOUND. CONSISTENT 
DISTRIBUTOR’S POLICY) 


The Walker-Turner policy toward our Distributors has 
been adhered to without variation for years. Even during 
the recent war this company refused to submit to extreme 
pressure to sell direct. For 8 years W-T products have 
been sold only to authorized Distributors and uniform 
profits have been assured through a strictly enforced 
price policy. 


WALKER-TURNER COMPANY, INC., Plainfield, New Jersey 








ELECTRICAL MOTOR MFGS. JOB SHOPS PLASTICS MOTOR MFGS. 
MOBILE MACHINE SHOPS AEROPLANE PLANTS ELECTRONICS FIELD 
BOTTLE CAP MFGS. WOOD MODEL MFGS. STAMPING COMPANIES 
RUBBER ACCESSORIES MFGS. PRESSED PAPER INDUSTRIES GLASS §$ 
RADIO MFGS. WATCH MFGS. BRONZE & ALLOY CASTING SHOPS 
HOME WORK SHOPS AUTOMOTIVE MFGS. TESTING LABORATORIES 
PLASTIC MFGS. TOY MFGS. AUTOMOTIVE MAI” .aNr, 5) OPS 
INSTRUMENT MAKERS PRODUCTION METAL SH’\P, ~~ TAL RE 


ELECTRICAL ? ...OR MFGS. J 4 SHOP* ” » A.~S MOTOR MFGS. 
POWDERS AETAL PLANTS 7 /.4 AsTRUMENT f*FGS. SHEET M 


MOBIL’ / ACHINE © 4° 4 <OPLANE PL“N\> ELECTPC\:CS FIELD 

2 BOTT “f//, { OOD MOPTL WIGS. S$™’.\ “ING COMPANIES 
tl 7 « .CESSORIES P** 3S. PRESSE" ' APER INDUSTRIES GLASS §$ 
RADIO MFGS. \.aICH ¥*=*\ BRONZE & ALLOY CASTING SHOPS 
~ HOME WORK SP ‘5 AUTOMOTIVE MFGS. TESTING LABORATORIES. . 
- PLASTIC MFGS.* TOY MEGS. " AUTOMOTIVE MAINTENANCE SHOPS 
INSTRUMENT MAKERS PRODUCTION METAL SHOPS ELECTRICAL RE 
TECHNICAL SCHOOLS TOOL MANUFACTURERS TOOL & DIE ROOMS 

: _ RUBBER. ACCESSORIES MFGS. PRESSED PAPER INDUSTRIES GLASS S 


_ RECTRICAL MOTOR MFGS. JOB SHOPS. PLASTICS MOTOR MFGS. 


2952 west pico; los angeles 6, california 


benchmaster manufactured means better made 
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.-. brings you up-to-date on the latest 
improvements and additions to the 
Hoffman line of fine heating specialties 







Here's the post-war picture of Hoffman Special- 
ties—a new edition of literature complete with 
latest product information and engineering data. 
Hoffman Specialties are ready now to serve the 
new building and modernizing program. 

In today’s Hoffman Specialties you'll find the 
same adherence to design and construction stand- 
ards which for years have made these products a favorite with 
critical buyers of heating equipment. You are assured the same 
precision workmanship and the same scrupulous testing at 
every stage of manufacture. Wherever possible or practical, 
Hoffman Specialties are made with renewable parts, inexpen- 
sively replaceable if ever necessary. Yet with all their obvious 
long-liteand performance qualities, Hoffman products cost no more! 

By specifying Hoffman throughout, you are protecting your- 
self against the headaches which come with divided responsi- 
bility for satisfactory operation. You can concentrate because 
the Hoffman line is complete! 

So, rid your files of obsolete material and send today for this 
new portfolio of Hoffman data. 


HOFFMAN 


VALVES ¢ TRAPS « PUMPS 


HOFFMAN SPECIALTY CO., 1001 YORK ST., DEPT. MS-1, INDIANAPOLIS, INDINANA 
Sold everywhere by leading wholesalers of Heating and Plumbing equipment 
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HOFFMAN SPECIALTY CO. + 


B LE Send at once the complete file of literature illustrated above. 
A yAILA Name. 
NW OW / Firm sipciisiccsabiatela Title 


SEND THIS COUPON... Miimeshiee 
City. 
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Talk of the Trade 


A-HUNTIN’ WE WILL GO: Glen H. Tresler (Black & Decker) took his rat 
hunting experience with a laugh although it proved painful. . . . He strolled 
out to his garage in Baltimore one morning, noticed a movement in a corner 
and decided that there must be a rat there. . . . Wanting to tackle the rodent 
in a sportsmanlike and efficient manner, he hurried back to the house, armed 
himself with a broomstick and returned to the scene, accompanied by his dog 
and an audience, Mrs. Tresler. . . . The dog barked, Glen poked the stick 
into the corner, the rat scurried out, Glen gave chase aftd so did the dog and 
that’s what caused the trouble. . . . The dog crossed Glen’s path and he, 
literally, fell flat on his face. . . . His trousers were torn, he had a bump on 
his leg, his hands were scratched, his face was scratched. . . . But that’s not 
the end of the story; the next day he visited New York and as the train pulled 
into the Pennsylvania station he attempted to get up; he couldn't. . . . Finally 
a red cap brought a wheel chair down and Glen was carted off to the Pennsy]l- 
vania Hotel; a doctor was called and he massaged Glen’s paralyzed leg, pre- 
scribed a pill and collected $7... . P. S. Glen didn’t catch the rat. 


PROMOTED: Jerry Thomas is now district manager of the Syracuse area for 
R. C. Neal Co., Buffalo. . . . Ray Neal and Gene Chamberlain (National Twist 
Drill) took an October vacation and went fishing in Canada. . . . They returned 
with 150-lbs. of fish, so the story goes. 


RETIRED: After 56 years of selling in Chattanooga, C. W. Shackleford was 
retired last month by Hajoca Corp. . . . Fifty-five of his selling years were with 
the James Supply Co., which Hajoca took over. . . . Shack is 79 and among 
the gifts he received at a dinner party in his honor were 56 silver dollars, one 
for each year of service, from W. A. Brecht, Hajoca president. 


TURKEY DAYS: Knoxville officially celebrated Thanksgiving on the fourth 
Thursday of November but Tennessee Mill & Mine Supplies closed on the last 
Thursday, Nov. 29, because, according to C. L. Nickle, president, it offered a 
wonderful opportunity to close up the chore of taking inventory. 


EMERGENCY TRIP: Elwood Gebhart (Disston Sons) believes in being near 
home when he’s sick. . . . Stricken with acute appendicitis while visiting in 
San Francisco, Elwood wanted the appendectomy performed in Philadelphia. 
. .. He was packed in ice and made a fast trip home by plane. . . . Everything 
worked out fine and Elwood is well on the recovery road. 


HOME AGAIN: C. C. Corbin, Jr., is trying to catch up with industrial supply 
developments in a hurry after spending four years with the Army Air Forces 
instructing bombardiers and pilots. . . . He’s vice-president of his dad’s firm, 
Corbin Supply Co., Macon... . / After 34% years as an Army captain, Ottis 
Green, Jr., is back at work as a supply salesman in his father’s company, Ottis 
Green Hardware Co., Asheville, N. C. 


INDISPENSABLE: S. W. Woody (Roanoke Hardware Co., Roanoke, Va.) is 
waiting for the Navy to make up its mind about his son, Lt. Robert Woody, 
who is stationed in Tokyo. . . . After V-J Day, Lt. Woody was making plans 
to return to his job at Roanoke Hardware but the latest word from Tokyo was 
that he was classified as “indispensable.” R.W.B. 
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Wanted: A Pied Piper 
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Icy trip 





Woe is me 


























Wherever the familiar “X” symbol calls for a valve, 
in any piping plan, it pays to apply this proved 3-point 
formula: 

1. Select the right type valve for the service. 


2. Place valves correctly in the line. 


3. Choose Jenkins Valves for lifetime economy. 

It pays the valve buyer, because it assures trouble- 
free, time-defying valve performance, which means 
lower maintenance costs and longer service life. 

It pays the Jenkins Distributor, because superior 
valve performance makes satisfied customers — custom- 


°o 
a 


LOOK FOR THIS FAMOUS DIAMOND MARK 





Whe Me 


where the 3-Point Formula pays off 


JENKINS®@ 


ers who come back again and again whenever valve 
needs arise. 

That’s why Jenkins Advertising emphasizes this 
“proved 3-point formula”, month after month. It’s just 
another example of the soundly-planned, good-will 
building support that keeps the Jenkins Distributor 
well out ahead in valve sales, and profits. Over 600 
patterns for every service. 

Jenkins Bros., 80 White Street, New York 13: Bridgeport; Atlanta; y 


Boston; Philadelphia; Chicago; San Francisco. Jenkins Bros., Ltd., 


Montreal; London, England. 





N VALVES 


Cen 
SINCE 1864 e THE MARK OF TRUSTWORTHY VALVES 


BRONZE * IRON ° STEEL * CORROSION RESISTING MOVS onto Gr 125 to 600 Ibs. PRESSURE * OVER 600 PATTERNS 









REPUBLIC’S 
5-POINT POLICY 


A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a know!l- 
edge of the product sold. 


VERY OIL AND GASOLINE 


BULK STATION NEEDS NEW HOSE 


... LOTS OF IT. REPUBLIC’S FIVE 
POINT DISTRIBUTOR POLICY WILL 
ASSIST IN MAKING THE SALE. 
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W. F. CROWDER, Editor 


JANUARY, 





R. W. BARNETT, Managing Editor 
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The Little Black Book 


frayed wartime nerves. In it were entered the gripes 

and personal animosities engendered by the difficulties 
of operating under wartime restrictions. In some cases there 
actually were little black books, but more frequently the 
black book merely symbolized the way people thought about 
their suppliers. “Just wait ‘til the war is over and they 
want my business. Then I'll show that so and so.” 

Some of the customers of industrial distributors probably 
felt that way when they failed to get supplies that were 
just not available or when makeshift help couldn’t give the 
type of service to which they had grown accustomed. Many 
distributors felt that way about their suppliers who were 
faced with the same problems. Even the housewife had the 
little-black-book feeling toward her grocer. 

As we enter 1946 the time is approaching when distributors 
can do something about the suppliers they have listed in 
their little black books. We propose that the personal dis- 
satisfaction that developed during the war are very poor criteria 
for making postwar decisions. To be sure there may have 
been suppliers that pulled some fast deals and got away 
with them because of the war shortages. The distributor had 
no other source so he took the beating. But the very great 
majority of the suppliers of distributor items played the game 
squarely, They had to operate under as difficult or perhaps 
even more difficult conditions than the distributor. They 
faced shortages of raw materials, they had to “get along” 
with the help they could find, and they had the very nasty 
job of equitably allocating their restricted production. Sober 
reflection will reveal that everyone had tough problems in 
conducting the types of businesses with which they would 
like to be identified. Since we all know our own problems 
intimately, there is a wry human tendency to figure that 
while the other fellow may have problems, they are of a 
minor order. 

If a little cool reflection indicates that most of the wartime 
difficulties that estranged the distributor from his supplier 
were the type of things that couldn’t be helped under condi- 
tions as they existed, the long time interests of the distributor 
would be served best if he forgot his little black book. This 
does not mean that the distributor should not change his 
sources of supplies. Rather it means that when a change is 
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indicated, the basis for the change should rest on an objective 
appraisal of the merits of the line and the source and not on 
the basis of personal feelings that may have developed in 
connection with some past and perhaps excusable incident. 

Distributors are often faced with the necessity of changing 
or adding lines and shifting their sources. That is not new. 
But the tempo of change may step up in 1946. After five 
years of more or less frozen conditions, distributors are in the 
process of reviewing their lines and sources and adjusting 
their operations for the good peacetime years that lie ahead. 
In that review and reappraisal, the progressive distributor will 
take an objective approach and lay his black book aside. 
He will want to get specific and satisfactory answers to a 
number of definite questions. On this basis of fact, he will 
determine his course of action in regard to his lines and 
sources. 

He will want to know, for example, just what distributor 
policy his manufacturing supplier proposes to follow. Has 
the policy been written so there can be no future misunder- 
standings? What sort and how much promotion and adver- 
tising support for the product will the manufacturer supply 
as compared with other competing manufacturers? Is his 
selling program backed up with well-trained and capable 
sales representatives who will work with the distributor? 
About the line itself, the distributor will want to know what 
volume he can expect to develop; how the quality of the 
product stacks up with its competition; where it can be sold 
and how much selling it will take; stock requirements and 
turnover; and, of course, the margin that can be realized 
in comparison with the sales and handling costs expended 
in moving the goods. 

These, among others, are the questions for which the 
distributor will want to have satisfactory answers. The manu- 
facturer, on his part, will be asking comparable questions 
about the distributor and his organization. In the joint 
selling venture, both the distributor and the manufacturer 
have duties and responsibilities as well as rights and privileges. 
There are real jobs to be done on both sides that can be 
accomplished only through the closest cooperation and mutual 
understanding. In the constructive and aggressive selling 
job that must be done, there is no place for the type of think- 
ing symbolized by the little black book. 


JANUARY, 1946 81 











. 


20,000 Orders 


The editors of Mitt Suppties have had a number of letters 
from manufacturers and distributors citing the inconvenience, 
delay and expense involved in checking inquiries on back 
orders. The distributors complain that they can’t get 
prompt replies to their inquiries and the manufacturers point 
out that the incoming inquiries from distributors frequently 
give only their own order numbers and dates and that the 
manufacturers don’t keep their back orders filed by distribu- 
tors’ order numbers. 

The manufacturers case is well stated in a letter from one 
concern that has a backlog of orders that runs between 
20,000 and 25,000. “Each day we receive anywhere from 
50 to 150—and on Monday, more than that—inquiries asking 
about when we are going to ship this or that order. These 
expediting inquiries often will indicate merely the order 
number—in other instances they will give the order number 
and the date of the order. But very rarely does an expediter, 
in the jobber’s establishment, tell us what’s on the orders. 

“Now when these expediting letters come through, we 
naturally sort out those which give complete information, 
showing not only the date of the order and the order number, 
but what’s on the order. On a complete inquiry like that 
we can tell right off the bat just about what the delivery out- 
look is, and the letter can be answered without delay. But 
where the information is not given, showing what’s on the 
order, then that letter must be tossed in the pile, on the 
bottom, to take its turn. And it may be anywhere from two 
to four weeks before we get down to that particular letter 
to make the reply. There is just too much paper work in 
times like these to enable us to do it any more quickly.” 

Here is a typical instance of the way misunderstandings 
may develop between manufacturers. and distributors—misun- 
derstandings that a little cooperative effort might smooth out. 
The answer is hardly to be found in shifting the burden of 
retyping orders back to the distributor and still in the 
interest of getting prompt answers to his expediting inquiries 
the distributor should meet the manufacturer half way. Meth- 
ods that might have been inaugurated before the huge back- 
log developed are hardly suitable now, but it’s better to 
start on the solution late than never. 
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In the interest of both distributors and manufacturers, the 
editors of Mitt Suppiies would be very pleased to act as a 
clearing house for ideas or methods for handling inquiries 


on back orders. Some manufacturers may have developed 
systems for getting out answers to inquiries promptly. Or 
again, distributors may have worked out methods with their 
manufacturers for helping in the solution of the problem. 
Let us have any idea you have and we'll make them available 
to the trade generally. 


The Convention 


Cancelled last year because of wartime travel restrictions, 
the Triple Mill Supply Convention will be held this year 
in Atlantic City. Attendance is expected to be heavy and 
this is understandable. The distributor did his share toward 
winning the war but the victory eliminated only a few of 
his problems. He is still faced with many, some new and 
some old. 

Our American way of living has proved to us and to the 
world that there is no better way of meeting and licking 
problems than drawing upon each other’s experiences, ideas, 
thoughts and plans. The convention is the ideal place for 
such a pooling and the arrangements committees are to be 
commended for their plans to make the 1946 gathering a 
100 percent industry affair. 

But, if any distributors or even manufacturers go to the 
convention and expect benefits to be dropped in their laps 
they are going to be disappointed. Help and guidance will 
come only to those delegates who seek answers to their prob- 
lems by attending the convention meetings, taking advantage 
of question periods, and talking things over with their manu- 
facturers or with other distributors, whichever the case may be. 

Significantly enough, this year’s convention will be in 
the same city where the industrial supply industry held its 
first wartime convention (May, 1942.) At that convention, 
the distributor learned officially what was to be expected of 
him as his contribution to the war effort. 

Now the distributor can go back to Atlantic City for the 
first post war convention, seeking and, we hope, getting answers 
to his post war problems. 
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QUILOOK FOR 1946 


As we enter our first full post war year, the leaders of the American, National and 


Southern Associations point up the problems they see ahead for the supply field 


By ROBERT D. BLACK, president, 
American Supply & Machinery Manufacturers’ Association 


turers in the industrial supplies field 

can look to 1946 for a total volume 
of business at least double the average of 
the five years immediately preceding the 
war. Many manufacturers will experi- 
ence a market three or four times this 
average. The dollar potential of this 
market is extremely attractive and were 
it not for the multitude of uncertainties 
that obstruct the path of business, manu- 
facturers could relax with the full knowl- 
edge that 1946 would bring ample re- 
ward to all who were alert to the oppor- 
tunities. 

By and large most manufacturers in 
the field made their usual peace time 
products, or some modification of that 
product, through the war period. It is 
quite true a number of the manufacturers 
in addition to this also took on special 
war contracts, manufacturing products 
entirely apart from their peace time lines. 
In the main, however, the manufacturers 
of industrial supplies produced primarily 
the products for which their factories 
were equipped and tooled and on which 
their employees had years of experience. 
Therefore the conversion problem is not 
nearly so great as in some industries 
which had to undergo complete changes 


[ IS QUITE apparent that the manufac- 


in equipment, manufacturing methods 
and employee skills. And therefore, the 
beginning of 1946 should see all manu- 
facturers of industrial supplies with their 
reconversion problems behind them and 
ready to devote their entire time and at- 
tention to the inflated demand that lies 
ahead. 

One of the hurdles that almost con- 
tinuously impeded production efforts 
during the war period was shortage of 
manpower. It is not expected that manu- 
facturers generally will be confronted 
with any real manpower problem in 1946, 
when the problem is considered from the 
numerical standpoint. However, there 
may be a considerable shortage in the 
higher skills. Tool makers, for instance, 
who will be in real demand to do the job 
of tooling up for new products, may be 
difficult to acquire in sufficient quantities 
as also might be highly skilled machine 
operators and setup men. 

Perhaps one of the geratest obstacles 
in the way of high factory production 
during 1946 will be shortages of materi- 


_ als. Uncertainties in material deliveries, 
‘resulting from the present chaotic labor 


situation, will, no doubt, hamper produc- 
tion schedules throughout the year. Most 
manufacturers have sufficient plant ca- 
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pacity and machine tool equipment to 
take care of the expanded 1946 manu- 
facturing schedules but their schedules 
are being upset daily as a result of 
material shortages. From all indications 
it will take several months for the labor 


situation to reach a level where a reason- 
able and dependable flow of all materials 
and components will be maintained. This 


situation seems to be an inevitable after- 
math of war with no quick cure, time 
(Continued on page 230) 





By EUGENE F. McCARTHY, president, 
National Supply & Machinery Distributors’ Association 


full post war year with a hopeful 

confidence which should be fully 
reflected in our own industry. The indus- 
trial supply distributor is undoubtedly 
in a strong position today—a position 
reached through his own efforts in the 
war years and from which he cannot 
afford to allow himself to slide through 


\ MERICAN BUSINESS is entering its first 





failure to take advantage of every oppor- 
tunity to strengthen that position. 

The problems of reconversion to peace- 
time production should be no more terri- 
fying to us than were those we success- 
fully surmounted in satisfying the vora- 
cious demands of industry converting to 
full-scale war production. It is, of course, 
gratifying to know that our customers 
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appreciate the vital part played by the 
distributor in keeping their plants run- 
ning at full capacity in spite of real 
shortages and the multitudinous rules, 
regulations and restrictions that sur- 
rounded even the simplest transaction. 
However, acknowledgement of the value 
of past services alone means little in 
insuring satisfactory future relationshins 
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with these same customers. With the 
cancellation of war contracts and the 
attendant shrinking of the swollen indus- 
tries that held them, current active ac- 
counts can now be considered as repre- 
senting our list of customers for the next 
few years. On what we do for and with 
them now will depend their attitude 
towards us in the future. 

All indications now seem to substan- 
tiate the belief that general industrial 
activity will continue at a high level 
during 1946 and for some time thereafter. 
With demand continuing to exceed sup- 
ply, a reversion to a buyer’s market is 
highly improbable for some time. The 
alert distributor will see here an oppor- 
tunity to render his customers a service 
which will go far to solidify his position 
rather than an opportunity to rest on his 
oars and depend on a seller’s market to 
maintain his sales volume. 

The industrial supply distributor has 
been of real assistance to reconverting 
plants in all industries and in all sections. 
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Without his stocks to draw on most 
manufacturers would have found even 
the start of reconversion quite impossible. 
Prompt attention to terminations and a 
careful review of customers’ open orders 


have enabled most distributors to ap- 
proach the new year without a large 
and troublesome file of questionable back 
orders. They are therefore in position to 
devote their efforts to meeting the prob- 
lems of 1946 as they develop. 

Of paramount importance is the ques- 
tion of deliveries of basic items—items 
needed almost daily in every manufactur- 
ing plant in the country. Present opinion 
is that deliveries of most industrial supply 
lines will not improve to any appreciable 
extent before the latter part of the year. 
In spite of the fact that the manufactur- 
ing capacities of our sources of supply 
were increased materially to satisfy peak: 
war demands, many delivery schedules 
are now even more extended than in the 
past. Unsettled labor conditions are ex- 
pected to continue throughout the year 
and unless prompt settlement of such 
differences is effected we can look for- 
ward to even more acute shortages in 
all manufactured goods. 


(Continued on page 237) 





By HARRY P. LEU, president, 
Southern Supply & Machinery Distributors’ Association 


ery and mill supply distributors 
during the war years seem almost 
miraculous. 

To meet the emergency of the all out 
wartime demand for immediate expan- 
sion, one phase of the industrial supply 
distributor’s work was brought to the 
forefront—a phase not heretofore brought 
out as forcefully as it should have been. 
I refer to the part played by our industry 
in delivering, where it was most needed, 
the machinery, equipment, supplies, etc., 
that enabled industrial America to build 
and equip plants for production of the 
gear needed to win the war. 

Many of the men in Washington did 
not know the industrial distributor’s func- 
tion. They, as many others, wanted to go 
direct to the factory or mill for every- 
thing. They soon found out, though, that 
that would not work and— thanks to the 
War Service Committee—it was not long 
before most everyone saw and appre- 
ciated the all-important work the indus- 
trial distributor performed. Now. it seems 
to me, we should tie in with the factories 
in educating the trade to make more and 
more use of distributors and their men. 

That the industrial supply distributor 
had to render untiring efforts is apparent. 


T’ ACCOMPLISHMENTS of the machin- 
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Vast amounts of supplies and equipment 
were needed to build the great number of 
Army and Navy training camps in the 
South; great amounts were utilized in 
training the many skilled men and women 
needed to man military establishments 
and industrial plants, and industry 
needed enormous amounts to keep up 
production schedules for raw materials, 
foods, etc. 

We are now in the midst of reconver- 
sion and there are those who would have 
us believe it also is a tremendous prob- 
lem. This-group, made up mainly of 
labor union representatives and some of 
their political friends in Washington, has 
fed a vast amount of political propaganda 
to the American people. The group 
sought to frighten the people into believ- 
ing that reconversion meant there would 
be ten million jobless men and women 
to whom the government should pay $25 
a week to remain idle for 26 weeks. The 
fallacy of this propaganda has been fully 
exploded by this time. The only recon- 
version problems are in having govern- 
ment restrictions removed and finding 
workmen who are willing to work. 

We now have an unprecedented de- 
mand for everything grown, produced or 
manufactured in this country. It is abso- 
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HARRY P. LEU 


lutely impossible, under existing condi- 
tions, to obtain labor with which to 
produce commodities. -This holds good 
all down the line. For example, within 
the past few weeks, I tried to obtain an 
appointment with an eye specialist and 
found that he was booked up for 60 days. 
The same thing was true with my dentist. 
I took my car to a garage for a general 
overhauling and was told that the work 
couldn’t be done for several weeks be- 
(Continued on page 241) 
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LITERATURE— 


Don't ignore pamphlets, 





THE SALESMEN'’S FRIEND 


Peoria distributor advises, 


they may be the key to success for you. Twelve purposes 


served by advertising material listed by sales manager 


helm of big business, are not there 

because they are philanthropists. 
When they spend their own, or their 
company’s money they are generally 
reasonably assured of equal, or greater 
returns on that money. These are the 
men who utilize advertising, in one form 
or another, most extensively to build up 
and maintain their businesses. They 
have found that it pays, in cold cash, 
to hire men skilled in this profession 
to design and produce advertising mate- 
rial and literature, the cost of which, 
runs well into the millions, annually. 

Salesmen for industrial distributors see 
so much advertising literature, on so 
many different products, they lose their 
sense of perspective and fail to prop- 
erly evaluate the individual post card, 
envelope stuffer, pamphlet or catalog. 

Actually, the advertising literature dis- 
tributed by the manufacturer is the 
salesman’s best friend. First, .because 
it gives him pictures, descriptions, and 
other information about a product from 
the best possible source—the manufac- 
turer of that product. Second, it gives 
him the benefit of the experience of 
others with that product, from a stand- 
point of application. And third, it sets 
forth sales arguments designed to help 
sell that particular product. For these, if 
for no other reasons, manufacturers’ 
literature received by the distributor 
should be made the subject of careful 
thought and study by the salesman; even 
though it never leaves his desk. 

Often, as he studies this literature, new 
prospects will suggest themselves. The 
literature, itself, will often explain and 
describe new applications. 

However, the educational help thus 
given the salesman is but one of the 
functions of good advertising literature. 
As a rule this material is furnished in 
sufficient quantities to make possible the 


CT BUSINESS MEN—men at the 


complete coverage of the salesman’s ter- 
ritory, providing he uses good judgment. 
It is true, some advertising literature 
finds its way quickly to the waste basket 
of the recipient, and sometimes unread; 
but this is generally the result of un- 
wise or indiscriminate distribution. 

Good advertising literature deserves a 
far better fate. Its value to the manu- 
facturer, the distributor, the salesman, 
and the customer is greatly enhanced 
when presented personally by the sales- 
man. When a customer, or prospect finds 
the salesman values the literature high 
enough to use his own time to present 
it, the recipient is far more likely to give 
it his own careful consideration. 

The presentation of a new piece of 
literature is an adroit way of securing a 
hearing, and often paves the way for a 
sale. Once in the hands of a customer, 
or prospect, this literature will do the 
same for him as for the salesman. In 
other words, it will educate the customer, 
and sometimes suggest new applications 
of the product to him. 

A picture, or graphic description— 
something tangible—will, many times 
clinch a sale. 

When advertising literature is left in 
the hands of a customer or prospect it 
becomes a salesman and a reminder. It 
creates an association in the mind of a 
customer between a product and the 
distributor’s name and salesman. 

Long after the initial order has been 
given, the little piece of literature will 
continue to serve by always reminding 
the customer where to make purchases. 

Thus, good advertising literature serves 
many purposes, and profits many people: 
. It educates the salesman. 

. It suggests new prospects. 

. It recommends new applications. 
. It helps gain attention. 

. It paves the way for sales. 

. It educates the customer. 


VF wn 
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By W. J. HEYD 
Vice-president and Sales Manager 
Hagerty Brothers Co. 
Peoria, Ill. 
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7. It creates a demand for products. 

8. It helps clinch sales. 

9. It associates the name of the dis- 
tributor and his salesman with a given 
product. 

10. It serves as a reminder. 

11. It helps bring repeat business. 

12. It is valuable in direct-mail adver- 
tising. 

You, Mr. Salesman, don’t scorn or ig- 
nore that little pamphlet or brochure. 
It may mean a great deal of money to 
you in the form of increased sales and 
new business. 

Don’t refuse or neglect to first study 
it carefully yourself, then take a supply 
with you. But remember this; regard- 
less of its value, this literature cannot do 
its part until you have first done yours. 
There is no cost to you except the smal} 
amount of time required to present it to 
the man who can give you the business. 

In conjunction with the personal pres- 
entation, a well planned direct-mail 
campaign adds yet another service to the 
already long list performed by good ad- 
vertising literature. 
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Providence distributor, specializing 
in pneumatic controls, puts new 
life in and gets more production 


out of customers’ 


tion of industry, there are countless 

opportunities for further simplifica- 
tion, increased speed and safety of ma- 
chine control and operation, according to 
Milton M. Dubin, president of the Lin- 
coln Supply Co., Providence, R. I. 
Specialization in the engineering, sale, 
installation and service of pneumatic 
finger tip controls and allied compressor 
equipment to replace old-fashioned ma- 
chinery control systems has confirmed 
the wisdom of this sales approach and 
has developed a steadily expanding 
market. 

Inasmuch as modernization with 
pneumatic control of each type of ma- 
chine encountered usually is an individ- 
ual problem, involving one or more 
pneumatic cylinders, pressure line con- 
nections, valves, push button or lever 
control panels and, in most cases, an air 
compressor, Mr. Dubin and his staff as- 
semble and install equipment in accord- 
ance with their own design. 

This requires more than a casual 
acquaintance with engineering principles 
and to keep his field men as well as 
himself abreast of developments in the 
realm of pneumatics, Mr. Dubin conducts 
bi-weekly technical sales meetings where 
equipment is disassembled and assembled 
for close examination. Manufacturers’ 
representatives are asked to attend when- 
ever it is thought they can be of assist- 
ance in helping Lincoln Supply help its 
customers. 

The experience gained in designing 
pneumatic control systems and in over- 


}) ESPITE ADVANCEMENTS in mechaniza- 
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machinery. 








coming many assembly and installation 
problems has given Mr. Dubin many 
ideas for improving existing pneumatic 
equipment. Unwilling to accept inade- 
quacies of parts, he has offered helpful 
suggestions to manufacturers and, in most 
instances, these suggestions have been 
gratefully received and have produced 
pleasing results. 

Lincoln Supply is so confident that 
pneumatics holds the solution to many 
machine control problems that it makes 
initial installations with the understand- 
ing that if the new equipment does not 
operate to the customer’s complete satis- 
faction, it will be removed at no charge, 
except for labor. In most cases, Mr. 
Dubin said, the customer is not only well 
pleased with the improved operation, but 
soon finds other uses for air after com- 
pressor unifs are installed. 

The best sales argument, Lincoln Sup- 
ply men agree, is the satisfied customer, 
and they take every opportunity to de- 
monstrate to a prospective user a Lincoln 
installation in a nearby plant. 

Where girls operate heavy machinery, 
such as presses, which are activated by 
clumsy, stubborn foot pedal cam-trip 
mechanisms, fatigue is a major problem. 
It can be eliminated to a large extent, 
Lincoln Supply found, by substituting a 
push-button panel in conjunction with a 
pneumatic cylinder or cylinders and a 
compressor which can be adjusted for 
various air pressures. 

As Mr. Dubin points out. it is not long 
before the favored operator of a machine 
with such controls is envied by those who 
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Milton M. Dubin, Lincoln Supply Co., president, or- 
ganizes his sales approach on the basis of sound 
engineering and comprehensive product knowledge. 








have to kick their weary way through the 
day’s production. As a result, it is not 
unusual for Lincoln Supply to be called 
upon to “fix up two more machines just 
like you did the first one.” 

Compressed air has other noteworthy 
qualities. It provides positive machine 
action and sustained power on both cut- 
ting and return strokes. On most machin- 
ery, pneumatic control can provide fool- 
proof safety Simultaneous 
finger pressure on two push buttons, one 
on each side of the work area, is neces- 
sary to start the machine sequence. Thus, 
it is impossible for the operator to have 
a hand in the danger zone, and no auxil- 
iary safety guard is required. 

During the war, when new machines 
were virtually unobtainable for small 


operation. 


plants, many of whom were anxious to 
participate in sub-contracting, Lincoln 
Supply was instrumental in speeding up 
and improving the operation of old ma- 
chinery to do new jobs. In one instance 
this cooperative ingenuity was so fruitful 
as to bring forth two original automatic 
drilling machines. 

The problem was the drilling of 16 
radial holes in a cylindrical 60 mm. mor- 
tar shell fin body, and the Smith Tool & 
Mfg. Co., Central Falls, R. I. was trying 
to lick it. 

Working together, Mr. Dubin and Irv- 
ing Slocum, Smith Tool & Mfg. Co. super- 
intendent, designed and built two auto- 
matic machines, each equipped with 11 
pneumatic cylinder drives and employ- 
ing eight standard drill heads. 

Once the part to be drilled had been 



























Front view of sole cutter shows (lower right in photo below) the com- 


pact pneumatic cylinder mounting and pressure line connections from 
the compressor to the control lever panel at the operator’s waist level. 
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placed by hand in a specially shaped 
holder, the light touch of a finger on a 
convenient starter button began a series 
of completely automatic operations. <A 
vertically-mounted pneumatic cylinder at 
the top of the machine drove down a 
clamping block which firmly gripped the 
work in position, at the same time trip- 
ping a solenoid switch. This energized 
the air cylinders on each of the eight drill 
heads, moving them in to the work face 
and providing sustained pressure for the 
drilling operation. Drilling time was ac- 
curately controlled by an air pilot valve, 
and when the eight holes had been com- 
pleted, the air cylinders moved the drill 
heads out and away from the work. 















Another air cylinder, underneath the 
machine bed, raised the work holder and 
work 0.400 in., simultaneously tripping 
another solenoid switch, which again re- 
versed the direction of air flow to the drill 
head cylinders and moved tiie heads in 
to drill the eight lower holes. 

After completion of this second drilling 
operation, also time controlled by an air 
pilot valve, the drills were again pneuma- 
tically retracted, tripping a switch which 
shut off the machine. The operator then 


ejected the work from its nest by light toe 


pressure on a floor lever which controlled 
another pneumatic cylinder, lifted the 
work out by hand and set the next piece 
in place. 





Joseph DiBenedetto, toolmaker, who made special 
parts for an automatic driller, sets mortar shell fin 
body in nest for drilling. 
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Charles Heagney, Lincoln Supply Co. 
installation man, demonstrates (above) 
easy operation of the sole cutting ma- 
chine’ at Capital Heel Lining Co., 
Providence. The cutting die must be 
located and held by the operator’s left 
hand, but the press blade is prevented 
from dropping far enough to cause 
injury. Compressed air not only drives 
the press blade down, but also raises it 
instantly for the next stroke. 


At the Capitol Heel Lining Co. plant 
in Providence, a sole cutting machine was 
handicapped by a cumbersome foot 
treadle tripper, which required consider 
able physical stamina to operate for a 
full shift until Lincoln Supply went to 
work on it. A pneumatic cylinder, about 
the size of a quart thermos bottle, a 
finger-tip lever panel and a compressor 
operating in the 150-180 psi pressure 
range minimized fatigue and increased 
hourly production. 

In addition to pneumatic control equip- 
ment, Lincoln Supply also handles venti- 
lating fans and paint spraying equipment. 
Successful use of electronic control units 


(Continued on page 230) 


This close-up view of the automatic drilling machine 
at Smith Tool & Mfg. Co., Central Falls, R. |., shows 
pneumatic cylinders which furnish power to clamp 
work in place and those which drive the drills. 
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CANADIAN 
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ALERT TO OPPORTUNITIES 








Although they ore plagued by reconversion problems 
similar to those-in U.S., they view future with con- 
fidence and expect Canada fo hold its wartime gains 








and equipment in Canada experi- 

enced an enormous wartime ex- 
pansion in sales that closely paralleled 
the sharp increase in the tempo of 
Canadian industrialization. They view 
the next five years with confidence and 
optimism and are firmly convinced that 
Canadian industry can hold a very sub- 
stantial portion of the gains it has made 
during the past six years. 

This confidence in large measure is 
based on a factual knowledge of what 
has been going on in their customers’ 
plants. Twenty-five years of normal in- 
dustrial development were crowded into 
the war years. Canadian industry that 
before the war was largely devoted to 
the extractive and crude fabricative 
processes has now demonstrated its 
ability to mass produce highly fabricated 
item requiring the greatest degree of 
engineering skill and calling for the 
closest tolerances. The Bofor’s pilot 
plant in Hamilton demonstrated this 
capacity even before the U. S. was in the 
war. The same type of skill and techni- 
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Cover Photo 


This is the largest pig iron furnace in 
the British Empire. It is in a Canadian 
steel mill that employs about 5000 men. 
The mill's principal war-time product 
was steel plate for ships of all types. 
(Public Information Photo) 











cal ability was also shown in the success 
with which the Brenn gun program was 
handled. Both of these jobs, as well as 
many others, demonstrated conclusively 
that Canadian industry could mass pro- 
duce a highly engineered product with 
the concomitant requirements of pre- 
cision and interchangeability of parts. 

Needless to say this development sub- 
jected industrial distributors in Canada 
to unprecedented demands for engineer- 
ing assistance. As E. V. Vallance of 
Vallance, Brown & Co. Ltd., Hamilton, 
puts it, the mill supply distributor not 
only had to stock a whole range of new 
precision tools, but he had to greatly 
improve the quality of the technical serv- 
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ices of his salesmen. 

Or again, in the words of A. R. Wil- 
liams, The A. R. Williams Machinery 
Co. Ltd., Toronto, sales of precision 
tools, measuring devices of all kinds, 
“go, no-go” snap gauges, etc. expanded 
tremendously in response to develop- 
ments in industry requiring close tol- 
erances. Citing another development in 
the step up of Canadian industrializa- 
tion, he points out that carbide tipped 
tools were a rarity before the war. Now 
they have a much, much broader use 
and many applications are still ahead. 
All these developments made it impera- 
tive that the industrial distributor and 
his salesmen render a vastly improved 
technical and engineering service. In 
all objectivity it can probably be said 
that the Canadian distributor matured 
during the war as he improved the qual- 
ity of his service to meet the strict re- 
quirements of war production. Ameri- 
can distributors, on the other hand, have 
been in the process of improving the 
quality of their technical services over 
the past two or three decades as in- 
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aerial view. 


dustry in the U. S. moved on to a mass- 
production, precision basis. 


Markets 


Where will Canadian manufacturers 
find markets for their expanded pro- 
duction in the years ahead? The ability 
to mass produce highly fabricated items 
that meet precision standards has been 
clearly revealed by the war, but what of 
the markets now for civilian production? 
Naturally, if the manufacturers can’t 
find markets, the industrial distributor 
will not be called upon for supplies and 
equipment. On this score, distributors 
are hopeful but they are quick to point 
out that American manufacturers have 











Ottawa is the capital of Canada and has a population 
of about 160,000. The capitol is in the center of this 


( Photos courtesy Canadian National Railways) 


Thousands of miles separate these two Canadian cities, 
Toronto and Vancouver. Toronto, located in an eastern 
province, Ontario, has a population of approximately 
700,000 while Vancouver, situated on the west coast in 
the Province of British Columbia, is Canada’s third 
largest city with a population of about 300,000. 


( Photos courtesy Canadian National Railways) 





a market based on 135,000,000 people, 
while the Canadian population is only 
12,000,000. Mass production can only be 
sustained where there is a mass market 
with adequate purchasing power. Thus 
the Canadian manufacturer, at the out- 
set, is faced with a different set of fac- 
tors than his U. S. counterpart. 

There are a number of elements in 
the situation that distributors cite in 
justification of their confidence in the 
outlook for a continued high level of in- 
dustrial activity over the next few years. 
First, there is a heavy backlog of de- 
ferred demand for all sorts of manu- 
factured goods. Production of civilian 
goods in Canada was curtailed almost 


Halifax is the capital of the Province of Nova Scotia. 
The province has a population of about 600,000 while 
Halifax has about 70,000. 





( Canadian National Railways photo) 


two years before similar action was taken 
in the U. S. Thus, there is a deferred 
demand that has been cumulating for six 
years instead of four. 

While there may not be enough of 
a mass market for all types of products 
to support mass production, there are a 
host of industries devoted to the pro- 
duction of basic products of low price 
and universal use where a market of 
12,000,000 is adequate to support mass 
production. In any event, as is fre- 
quently pointed out, the size of the 
operation required to attain the optimum 
economies of mass production need not 
be industrial giants. Actually in many 
cases, size represents merely the duplica- 





tion of units each of which is relatively 
small and geared for individual maxi- 
mum efficiency. 

The experience Canadian manufac- 
turers gained in the mass production 
of war items has indicated that the 
output of their factories can compete 
pricewise in world markets. In fact, 
costs on many mass-produced war items 
are reported to have reached lower 
levels in Canada than similar operations 
in either the U. S. or England. In- 
formation from various sources reveals 
that Canadian manufacturers are ag- 
gressively promoting foreign markets. 
To be sure there are a number of very 
difficult world trade problems to be 
ironed out both in the sterling circuit 
and outside, but there is no denying that 
an enormous world market exists that 
is starved for manufactured goods of all 
kinds. Canadian distributors are con- 
vinced that their customers, Canadian 
manufacturers, are going to get their 
share of this world market and thus sup- 
port industrial activity at a high level in 
the Dominion. 

As would be expected, the provinces 
on both the Atlantic and Pacific shores, 
as well as the agricultural regions, are 
much more freetrade minded than the 


As W. K. E. 


more industrialized areas. 


Sulley of Galbraith & Sulley Ltd., Van- 
couver, puts it, about 40 to 45 cents out 
of every dollar of business revenue in 
the Vancouver area is tied in either di- 
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A new Canadian industry, born of the 
war, is the manufacturing, grinding 
and polishing of optical glass. Here 


the glass is being broken into lumps 
in an early operation. 





(Canadian Public Information Photo) 
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rectly or indirectly with lumber and with 
lumber the area must compete in world 
markets. The same is true of the second 
and third ranking industries, fishing and 
mining. No particular reconversion prob- 
lems are reported in the area but for- 
eign markets are essential to continued 
industrial development. 

One of their toughest problems, Mr. 
Sulley says, grows out of the fact that 
on the equipment and supplies imported. 
customers have to pay about 60 percent 
more than their U. S. competitors. At 
least this was true during the war. This 
differential is accounted for by the ex- 
change premium, tariff duties, sales 
taxes and the War Excise tax. These 
last two burdens were taken off produc- 
tion after V-J Day, but customers still 
have to pay heavy premiums on equip- 
ment and supplies. 

A growing export mindedness on the 
part of Canadian manufacturers in the 
maritime provinces is reported by J. H. 
Maddocks, manager of the Halifax 
branch of a Canadian distributor. Here 
shipbuilders, other heavy fabricators, as 
well as firms in the extractive and _fish- 
ing industries are looking to foreign 
markets. The reconversion of 
expanded war plants is moving in the 
direction of cashing in on the volume of 
deferred demand—both domestic and for- 
eign—for railroad rolling stock and other 
heavy manufacturers. 


greatly 


Operating Changes Contemplated 


Like American distributors, Canadian 
supply houses frequently are forced to 
operate in buildings never designed to 
suit the requirements of this particular 
business. Like American distributors, 
a lot of the firms north of the border 
are planning new buildings to reduce 
physical handling costs. They realize 
that cost reduction is going to be an 
important requirement for survival in 
the competitive days ahead. As J. Aiken- 
head of the Aikenhead Hardware Co. 
Ltd., Toronto, points out, mill supply 
houses have been carried along in their 
inefficiencies by wartime volume. That 
volume has obscured in the operating 
statements a lot of slipshod methods not 
the least of which is the matter of the 
costs of physical handling. “We have had 
to do a lot of things during the war 
that just don‘t make sense, but as we get 
back into competition we are going to 
have to do a better job,” he says. “And 
to do it we'll need better quarters.” 

The same awareness of the need for 

(Continued on page 224) 
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HEN DAVID S. piGcoTT of J. T. Wing 
W Co., Detroit, first took up photog- 
raphy it was a hobby but now it has 
developed into an important tool for train- 
ing salesmen and for getting business. 

It was shortly after Mr. Piggott, who 
is vice-president of J. T. Wing, started 
working with cameras that he introduced 
the hobby to the supply business. He 
started by taking pictures of his col- 
leagues at work. The system served as a 
morale booster and although the results 
did not affect the company’s sales curve, 
Mr. Piggott considered them ample com- 
pensation for the work and cost involved. 

Just as with many other hobbyists, 
though, Mr. Piggott soon found himself 
looking for new fields to tackle. He thus 
became interested in motion pictures and 
it was at this point that photography was 
converted from a hobby to an important 
part of Wing’s program. Mr. Piggott 
reasoned that if industry and the gov- 
ernment could profitably employ films 
for teaching jobs to new workers, his 
company probably could use them to good 
advantage in training salesmen. 

As the first step in his program, Mr. 
Piggott purchased a projector. He de- 
cided upon a portable machine, equipped 
to use sound film. Then he canvased the 





Getting ready for a showing to cus- 
tomer’s men is an easy job—just 
put the film on, plug the machine 
into an outlet and start. 





SELLING WITH MOVIES 






Once just a hobby, photography is converted into an 
effective selling tool for Detroit distributor who also 


uses films to equip salesmen with product knowledge 





Before showing a motion picture, 
David S. Piggott usually explains 
that the chief purpose of the 
program is to help customers 
use equipment more efficiently. 


market and found that the government 
and many private companies had _ suit- 
able films. 

J. T. Wing’s salesmen endorsed the 
plan and after a few sales meetings that 
featured the showing of product films, 
Mr. Piggott questioned the men on the 
value of the program. Without exception, 
Mr. Piggott said, they reported having 
obtained valuable information and sales 
help. 

Once it was established that salesmen 
could do a better selling job after having 
acquired product knowledge through the 
films, the next step was a logical one— 
show the films to customers and potential 
buyers. And it is in this phase of the 
program that the portable projector is 
of greatest value. It is a self contained 
unit, having both the machine and the 
screen. As Mr. Piggott explained it, “it 
is easy enough to walk into a man’s office, 
put it down on a desk and start showing 
pictures.” 


- 
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There is no delay for the packing 
of paraphernalia after a showing. 
The case is merely folded up, a 
cover placed over it and the whole 
thing carried off like a suitcase. 


Ordinarily, the interests of a particular 
company are carefully studied. If, for 
example, it is an abrasive customer, Mr. 
Piggott will contact sources for films on 
these products. Then, working through 
the saleman who services the account, 
he will make an appointment for a show- 
ing, urging the customer to have present 
the men who are most interested in 
abrasives. 

While the Wing firm, naturally, is pri- 
marily interested in promoting its own 
lines, Mr. Piggott pointed out that the 
lack of advertising even in privately 
owned films is a distinct advantage. In 
the case of abrasives, for the items car- 
ried by Wing are not plugged by com- 
pany name throughout the film. However, 
Mr. Piggott and his associates make sure 
that manufacturer’s literature is available 
for distribution after the showing of a 
film. In this way, he pointed out, the 
promotion work is tied in directly with 
the Wing company. 
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DISPLAYS BRING SALES 


Providence, Memphis, New Orleans learn from 


Distributors in 


Louisville, 


experience that window dressing can affect favorably a company's sales curve 


LTHOUGH THERE ARE STILL some in- 
A dustrial supply firms that believe 
their interests are best served by 
having their store fronts resemble whole- 
salers’ or jobbers’ establishments, there 
are many distributors who, in seeking new 
and more effective means of merchandis- 
ing their products, have taken tips from 
retail stores. These distributors are con- 
vinced displays, especially window dis- 
plays, are well worth the time and effort 
that is involved in making them attrac- 
tive and attention-getting. 

They have found out that store win- 
dows are much more valuable as display 
spots than as handy places to store old 
files or unwanted bundles. 

Among the many supporters of the 
theme, “If you want to sell it, show it,” 
are the Graft-Pelle Co., Louisville, Ky.; 
William J. Burns, Inc., Providence, R. L.; 
Hays Supply Co., Memphis. Tenn.; and 
Van Horn & Son, Inc., New Orleans, La. 

H. A. Pelle, partner in Graft-Pelle Co., 
joined the ranks of window display advo- 
cates as the result of an experiment un- 
dertaken by Oscar P. Stoeker, Graft-Pelle 
sales manager. Mr. Stoeker was discus- 
sing the marketing problems of a new 
blower with the manufacturer's represen- 


William J. Burns, Inc. Providence, makes no secret of 
the lines it carries. Many passersby have complimented 
company officials for having placed the street signs on _ 
the building (Page and Pine). 


tative. The latter mentioned, among 
other possibilities, displaying the blower 
in the store window. 

Mr. Stoeker discussed the idea with 
Mr. Pelle and E. B. Graft, the other part- 
ner. Although they were amused at the 
idea of a 25-year-old industrial supply 
firm going in for window-dressing, they 
agreed that there was no harm in trying 
it. The task was entrusted to Mr. Stoeker. 

Simplicity was the keynote of Mr. 
Stoeker’s initial venture into window- 
dressing as he used the entire space for 
the one blower. To the blower’s outlet 
he attached a little American flag. Mr. 
Stoeker then started the blower, the 
breeze causing the flag to wave. Out of 
the window, but where they could be seen 
from the outside, he placed a lubricating 
unit and a circular power saw. 

The display had not been in the win- 
dow more than 15 minutes when Mr. 
Stoeker received an inquiry regarding the 
blower. The information seeker was a 
restauranteur who was dissatisfied with 
the equipment he had. Mr. Stoeker told 
him all about the blower on display, con- 
vinced him it would serve his purpose 
and quoted a price. The sale was made 
a few days later. 


The clinching arguments for window 
display at Graft-Pelle were the inquiries 
concerning the lubricating unit and 
power saw. The lesson gleaned from 
these inquiries is that distributors are not 
always able to foretell all the probable 
users of their products and displays play 
a large part in uncovering unsuspected 
prospects such as a restauranteur or the 
proprietor of some small and obscure 
machine shop. 

In Providence, William J. Burns, head 
of the company bearing his name, re- 
cently moved into new quarters and de- 
cided to take full advantage of the avail- 
able window display space. Located in 
the neighborhood of many costume 
jewelry manufacturers, Mr. Burns has 
successfully experimented with the idea 
of featuring tools and equipment of 
special interest to jewelers. He has even 
carried the display idea a step further 
and segregated the items sold to jewelry 
manufacturers. They are neatly stocked 
in a separate bay which is clearly visible 
from Prospective buyers 
are encouraged to stroll about and the 
idea, Mr. Burns said, has paid dividends. 

Clean windows are another requisite at 
the Burns company and Mr, Burns dis- 


the counter. 


On his first day back, after serving in the armed 
forces, Francis Spargo, salesman, served counter 
customers. Behind him 


is the special bay Burns 


set up for jewelry manufacturers. 




























Inspecting a wire brush wheel at Graft-Pelle Co., 
are H. A. Pelle, partner, and Oscar P. Stoeker, sales 
manager. Mr. Pelle is pleased with 
first attempt at a window attraction. 


covered early that it was valuable adver- 
tising to have the backdrops of the win- 
dows low enough to permit passersby to 
look into the store. The activities of 
countermen and the floor displays en- 
courage transient trade, Mr. Burns ex- 
plained, and also impress upon the minds 
of jewelry manufacturers in the neighbor- 
hood that the distributing company car- 
ries a wide variety of stock. 

The Burns Co.’s new home consists of 
a main floor and a mezzanine where Mr. 
Burns has his office. While the mezzanine 
is not large, Mr. Burns is well satisfied 
with it, being convinced that the im- 
portant part of the store is the display 
space where customers can see what the 
company has to offer. Another feature is 
a large sign in front listing the types. of 
products sold. 

George B. Hays, energetic vice-presi- 
dent of the Hays Supply Co., Memphis, 


Attractive stock displays are a feature of the new 
Burns’ quarters. Leonard Picard, formerly an out- 
side salesman, has been transferred to inside work 


and is waiting on a customer here. 
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Graft-Pelle’s 


Oscar P. Stoeker tests the steadiness of the main at- 
traction of his first attempt at window-display, a blower. 
Behind Mr. Stoeker is a lubricating unit and, off to the 


right, is a powered circular saw. 


Tenn., is another who believes in the 
value of display, particularly of machine 
tools. In this department, Hays Supply 
devotes most of the floor space in a com- 
paratively small room, to tools which can 
be inspected thoroughly and easily by 
any visitor. 

In the clean, well-kept establishment 
of Van Horn & Son, Inc., New Orleans, 
every effort is made to stimulate pros- 
pects’ interest in what the firm has to 
sell. Oliver Van Horn, president, devotes 
a major part of the large store area to 
display, the rest being office space. Ever 
on hand to acquaint prospects with the 
virtues of the merchandise — lathes, 
casters, vises, lubricating units, welding 
equipment, hand tools—is Joe Hender- 
son. Mr. Henderson has been with Van 
Horn for 20 years, is familiar with cus- 
tomers, and is an important contributor 
to an active over-the-counter business. 


An arrangement of machine tools and 
portable power unit for inspection 
at Hays Supply Co., Memphis, Tenn. 


A view of display and counter at Van Horn & Son, Inc., 
New Orleans, with Joe Henderson, counterman, attend- 
ing to the needs of a sailor. Mr. Henderson has been 


with Van Horn 20 years. 


West Coast salesman follows up on sale of dome; finds 
furnishing casters and other supplies to producers 


ROM AN INSIGNIFICANT glider or dome 
k enlarged edition of a thumb tack— 

has grown a business for one indus- 
trial distributor amounting to some thou- 
sands of dollars annually over a period 
of five years. The originator of this 
business and the one who obtains it year 
after year as regularly as clockwork is 
L. E. Ferguson of C. W. Marwedel, San 
Francisco. who is known as “Fergie the 
Caster Man.” 

One day five years ago. a chap came 
into Marwedel’s in a great rush for a set 
of gliders. Anyone in a rush interests 
Mr. Ferguson because rush means that 
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By HENRY W. YOUNG 
West Coast Editor 


assistance is needed. and that falls in line 
with his slogan: “Salesmanship means 
giving assistance right now. when actually 
‘ifs’, 


As*a result of the worried look 


needed, without, any ‘ands’ or 
‘buts’ ” 
in the visitor’s eyes. Mr. Ferguson was 
catapulted into the show business, for 
“Ice Follies”, the 


itinerary of which includes spots from 


the man was from the 


Madison Square Garden in New York to 
Winterland in San Francisco. 





























himself in show business, 
of touring “Ice Follies". 


Inquiry revealed the customer was with 
the Ice Follies and Mr. Ferguson ar- 
ranged to look the place over—caster 
questing as usual. There he met Bert 
Lundblad, jovial stage production man- 
They hit it off together the first 
interview and it wasn’t long before Mr. 
Ferguson had an opportunity to make 
some caster suggestions. 

Every piece of equipment, portable 
effects of one kind and another, and most 
of the scenery has to be crated individ- 
ually, to travel safely and be easily “get- 
atable” on arrival at each new stand. 
Everything must move fast and smoothly 
and without mishaps. Mishaps can occur 
easily when big boxes and crates are 


ager. 


handled roughly. So Mr. Ferguson sug- 
gested that 
would solve the problem. Put every 
crate on suitable casters; run them out 
of the baggage cars onto trucks; and 
then run them from the trucks directly 
onto the backstage platform, or, if need 
be, out onto the ice itself. Now. as a 
result of this castering. it takes but two 
hours after the last performance to take 
down, crate and load six carloads of 
props and miscellaneous equipment. 


Burt Lundblad liked that. so he began 


casters under everything 


The disappearing piano on a special 
platform travels on two drive wheels 
and a skate. It is motor operated by 
battery power, through a reduction 
gear unit. 











The “Follies” files go right along with the show and 
stage production 
manager. The files are castered and thus when Mr. 
Lunblad’s assistant arrives at her desk in each city 


with Bert Lundblad (above), 


she finds the files ready for use. 


calling on Mr. Ferguson for this and that 
and almost anything that came into his 
head, as for instance: 

“Fergie, we want to put on a fake 
camera stunt. We get a guy all set to 
have his picture taken. Just as he gets 
smiled up we pull the trigger and a jet 
of water squirts out of the aperture in 
the camera. It’s got to come like a spray 
and reach 15 feet. How’ll we do it?” 

“Sure,” said Mr. Ferguson. “Just like 
the big ape in the San Francisco Zoo. 
When nobody’s looking he takes a swig 
at his running-water faucet, climbs top- 
side, puts on a little act of his own and 


This five-pointed star, The Nocturne, 
a Celestial Ballet, is approximately 
30 feet in diameter when completed. 
There is a central, five-pointed base. 
The semi-transparent points of the 
star are located at various places on 
the rink; each is mounted on two 
drive wheels, battery-motor operated, 
through reduction gears, a girl is 
perched on each with steering and 
control wheel—four speeds forward 
and four reverse. The points are 
driven around over the ice for a time 
and finally are all steered up and 
butted into the five openings of the 
base. Special lighting effects, con- 
tained in the base are then trans- 
mitted through the star points. 





Some of the crates for scenery are nearly 20-ft. long. 
They are castered on the side so that they may be 
moved easily without damage but can be stored on 
end back stage when not in use. Thus, they do not 


take up valuable space when quarters are cramped. 


when everybody is laughing spits a 
mouthful of water out over the crowd.” 

“Well, yes. Something like that, 
though y'understand we can't get no apes 
in that box.” 

“Course not,” said the salesman. 
“I’m selling industrial supplies. not apes. 
Here’s how we will do it.” 

He took 
filled the tank with water, pumped up 
the pressure. released the valve and out 
came exactly the kind of spray desired. 
“That'll beat monkey spit,” he averred. 
Result: sale of a blow torch, which would 


go inside the camera. together with ac- 


a blow torch out of stock, 






















cessories for controlling the release of 
the jet. 

Much of the major scenery is now on 
casters or gliders, to be moved about 
on the ice when necessary. Bear in mind 
that changes in scenery and the move- 
ment of special units must be accom- 
plished during blackouts not to exceed 
duration. 
Often, there is not time to bring stage 
hands to move the piece and the nearest 


one and one-half minutes in 


actor must do it. Casters and gliders 
help solve the problem. 
One of the problems put up to Mr. 


(Continued on page 222) 


NEEDED: 


APPRAISAL OF LINES 


Samuel Harris officials gather with salesmen to classify lines, seek correction of 





manufacturers’ shortcomings and reward cooperating suppliers; session lasts three days 


salesmen, including six specialists, 
officials of Samuel Harris & Co., re- 
cently took the 71-year-old Chicago firm 
apart and then reassembled it in stream- 


| N A THREE-DAY SESSION with sixteen 


lined form. 

Policies of the firm were reviewed, sug- 
gestions were made for improvements in 
the store, and the firm’s advertising ac- 
tivities came in for a critical study at the 
meeting which was held in the Edgewater 
Beach Hotel to assure there would be no 
unnecessary interruptions. 

But the featured event of the meeting 
which was designed to organize a hard- 
hitting, realistic sales program was the 
discussion of lines. The conferees were 





armed with ten years’ records on 75 lines 
which occupy a reasonable proportion 
of the firm’s catalog. 

These lines were reviewed by: 


1. Turnover 

2. Profit margin 

3. Sales volume, its growth or de- 
cline. 

4. Effort made by the company to 
push the lines 

5. Manufacturers’ cooperation 

6. Competitive position, i.e., was 
someone else doing better or 
worse with the same line. 


The product of this painstaking analy- 
sis was the knowledge of whether each 


line was worth handling from the stand- 
point of turnover, margin and volume 
(plus in each instance the “service” value 
of satisfying a customer need). These 
facts then were measured against the 
yardstick of company effort, manufac- 
turer cooperation and relative competi- 
tive position. 

Out of such measurement came an 
evaluation of the line. And, on the basis 
of that evalution, was built a decision 
for future action. For example: 

If the evidence showed the company to 
be putting,forth adequate sales effort on 
adequate stocks with insufficient return, 
the exact cause was sought. If the mar- 


gin proved too small, the alternatives 
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Samuel and Wendell Clark check over the Harris com- 
pany’s lines in preparation for their streamlining ses- 
sion with salesmen. 


George Cartwright (left) and Frank Davis, specialists 
for two new Iines taken on by Samuel Harris, discuss 
the merits of the new products. 























Officiais and salesmen of Samuel Harris & Co., Chicago, get together for a “family” snapshot during thelr recent 





three days sales meeting. The picture was taken on the lawn of Wendell Clark’s home. 


were to go to the manufacturer with the 
evidence or seek a similar line with a 
better margin. If the manufacturer’s 
representative was not doing his job, the 
ask the manufacturer 
to put a new and better man in the terri- 
tory. If the sales analysis showed the 
manufacturer to 


answer was plain: 


a_ relatively 
poor job of promotion and advertising, 
again the alternatives were (1) to ask 
the manufacturer to do a better 
(2) seek a competitive line. 


be doing 


job or 


The various courses of action indicated, 
were firmly decided on at the meeting and 
Samuel Harris & Co., 
following up each decision in the case of 
the primary or “A” 


currently is busy 


lines. 

In the process of line analysis, the lines 
classified by three letters—A, B. 
and C. The “A” lines are the major. 
volume lines. Harris settled on 22 “A” 
lines out of the 75 discussed. The bal- 
largely fell in the “B” or “fair” 
classification while a dozen or so were 
relegated to the limbo of the “C” 
fication. 


The 


were 


ance 


classi- 


“C” lines—that is those that were 


retained (largely on a service basis) are 
in minimum amounts. 


to he stocked 








Stocks of some “B” lines, too, will be 
reduced. Emphasis, of course, is on the 
“A” lines. This emphasis will find re- 
flection not only in full stocks, but else- 
where as well. 
has been devised which allocates a cer- 
tain portion of the 1946 calendar to each 
of the ‘ 
three 


For instance a schedule 


A” lines. In some instances only 


days are apportioned to an indi- 
vidual “A” line. In other instances. three 


weeks may be set aside. 
Line Mentioned First 


Whatever the time element assigned to 


“ A” 


line that line is scheduled to 


be the first line mentioned by all Harris 


each 


salesmen on every call they make during 
Where possible. 
will be carried, too. 

Before _ this 
groundwork must be laid. 


that period. samples 
sales-push. however, 
This takes the 
form of a pre-sales push barrage of adver- 
tising and promotion. In each instance, 
cooperation of the manufacturer is 
sought. Both display and direct mail 
advertising will be used to insure more 
receptive customers for the sales force. 

Thus, Samuel Harris believes it will be 
in a position to back up its criticisms 
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of manufacturers of lines found to be 
wanting and also to reward manufactur- 
ers who measure up to its yardstick of 
cooperation and service. 

There was other business at the three- 
day sales meeting, too. The first day 
Monday — was devoted largely a “get- 


together” session. The main business of 
sales analysis was accomplished Tuesday. 
On Wednesday announcement of two new 
lines was made by top executives of the 
Staples Tool & 
Engineering Company carbide-tipped cir- 
the other, 

Company, Inc. 


respective companies. 


cular cutting tools was one line; 
the line of Carboloy 
Evans Staples, president of Staples Tool 


addressed the group Wednesday after- 


noon, and Wednesday night Carboloy 
entertained at dinner. 
Both new lines will be handled by 


specialists, Frank Davis and George Cart- 
wright. This is in line with the Harris 
Other special- 
a Gless- 

J. Ocetjen, 
vice-president, threaded sees Mar- 
ion Victor, electric tools; and Clyde Hall, 


In all, six of the six- 


policy of specialization. 
ists and their lines include: 


ner, power transmission; 


air controls, etc. 


teen Harris salesmen are specialists. 
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1946 CONVENTION FACTS 


e PLACE: Atlantic City 


e HOTELS: Marlborough-Blenheim and Claridge 


e TIME: May 6. 


first post war Triple Mill Supply 

Convention. The executive com- 
mittees of the three groups—American 
Supply and Machinery Manufacturers 
Association, National Supply and Ma- 
chinery Distributors Association, and 
Southern Supply and Machinery Dis- 
tributors Association — met recently, 
agreed on Atlantic City, and set the time 
as May 6, 7, and 8. 

Finding it impossible to obtain suf- 
ficient accommodations in one hotel to 
handle the number which are expected 
to attend, the arrangements committee 
has provided for reservations to be ac- 
cepted at several boardwalk hotels. 
However, the Marlborough-Blenheim and 
the Claridge Hotels will be official 
gathering places. 

Convention sessions will be held in the 
Marlborough-Blenheim while the lobby 
of the Claridge will be utilized as an 


A TLANTIC City will be the site of the 


7.6 


official meeting place for individual dis- 
tributors and manufacturers. This lat- 
ter arrangement will be an innovation 
this year. It represents a compromise 
from the original plan for setting up 
manufacturers’ booths. This was pro- 
posed and well received at the 1944 con- 
vention in Chicago. It was pointed out 
then that because attendance in recent 
years has been so large manufacturers 
and distributors were encountering dif- 
ficulty in locating each other. However, 
inability to obtain larger hotel quarters 
prompted the committee to adopt the 
alternate plan for this year’s meeting. 

Details as to speakers have not yet 
been completed ‘but it is planned to 
make the entire affair an intra-industry 
one. , 

Although pre-war conventions usually 
included a banquet on the social calen- 
dar, preliminary plans for the 1946 
gathering do not call for one. It is gen- 


erally agreed, though, that there will be 
far more social activities connected with 
the next session than were held during 
the wartime meetings. 

Those who have been attending con- 
ventions through the years will recall 
that Atlantic City was the convention 
city in 1942 when Victory was the theme 
and in 1936 when “selling” was the chief 
topic. In reporting en the 1936 conven- 
tion, MiLt Supp.igs stated: “Every meet- 
ing centered on selling—the most im- 
portant function of the distributor.” 
“Selling” this year is also expected to be 
a chief topic. 

Convention cities for the last ten years 
were: 1936, Atlantic City; 1937, Mem- 
phis; 1938, Pittsburgh; 1939, Bermuda 
Cruise; 1940, Dallas; 1941, Chicago; 
1942, Atlantic City; 1943, Cincinnati; 
1944, Chicago. Last year, because of 
wartime restrictions, 


held. 


no convention was 




















Here are 25 questions on 


drills. How many of them ‘ you NEED THE ANSWER: ; 


Pres teges Fee ‘ 


can you answer correctly? 


Just in case you get stuck on 
one or two, you'll find the 


answers on page 243. 


QUESTIONS 

1. Can you match these drill parts 
with the keyed letters on the drawing? 

Lip clearance angle Cutting Edge 

Body . Tang 

Margin Shank 

2. The common limits for lip clearance 
angle are: (a) 30 to 35 deg. (b) 2 to 6 
deg. (c) 12 to 15 deg. (d) 90 to 95 deg. 

3. What is the usual result of drilling 
when the clearance angle is too small? 

4. And if the clearance angle is too 
great? 

5. What is the range of sizes for num- 
erical drills and for alphabetical drills? 

6. The grooves on a twist drill are 
called: (a) flukes (b) channels (c) flutes 
(d) grooves, 

7. What purpose do they serve? 

8. Drill speed is customarily repre- 
sented in: (a) feet per minute (b) miles 
per hour (c) revolutions per second (d) 
revolutions per minute. 

9. If a drill produces an oversize hole, 
what are the probable causes? 

10. What is the diameter of the small- 
est fractional-size drill, and what is the 
diameter difference in progressively 
larger sizes? 






















11. What factors must be considered 
in drilling various metals if the drill is 
not to be damaged? 

12. Excessive drill feed may result in: 
(a) bending (b) indigestion (c) split- 
ting (d) explosion. 

13. What are some common drilling 
coolants and lubricants? 

14. The twist drill has the highest 
efficiency of all metal cutting tools be- 
cause: (a) it goes so fast (b) it is harder 
than anything (c) it has the highest ratio 
of cutting area to cross section (d) it is 
as sharp as a razor. 

15. What is meant by the “point angle” 
of a drill? 

16. When a drill is to be re-pointed, 
four things must be considered. What 
are they? 

17. What may be the causes of drill 
“groaning”? 

18. To make sure the lubricant gets in 
when a deep hole is being drilled, you 
should: (a) blow down the hole (b) use 
warm lubricant (c) take the drill out and 
look (d) use an “oil hole” drill, which 





has oil holes leading down to the cutting 
edge. 

19. Why the twist in twist drills? Why 
not use straight grooves? 

20. If a drill dulls too rapidly (a) it 
can’t take it (b) it is being run too fast 
(c) it has lost interest in its work (d) 
the material being drilled is too hard. 

21. Standard drills have how many 
flutes? (a) 3 (b) 1 (c) 4 (d) 2. 

22. Drills with more than the standard 
number of flutes are used for: (a) drill- 
ing square holes (b) enlarging drilled 
holes (c) scrap (d) drilling holes from 
the inside out. 

23. What precautions should be taken 
when placing a taper-shank drill in a 
spindle? 

24. The recommended speed for drill- 
ing soft steel with a high-speed drill is 
110 fpm. Therefore, the recommended 
speed for high-manganese steel is (a) 
250 fpm (b) 110 fpm (c) 15 fpm (d) 
80 fpm. 

25. When a drill produces an under- 
size hole, what is the cause? 





of New York. 


In answering the question—Which of the following do you 
consider as the three most frequent gripes of your salesmen? 
—185 members, or 11.2 percent of the total membership, 
lined up as follows: Paper work, 100 votes; Competition, 67 
votes; Compensation, 52 votes; Prices, 48 votes; Territory, 


The Right Not To Writg? 


. 
THE MOST FREQUENT gripe of salesmen is “paper work”, 
according to a survey of members by the Sales Executive Club 


39 votes; Travel conditions, 37 votes; Expenses, 29 votes; 
Slow advancement, 26 votes; Product quality, 23 votes, and 


Supervision, 14 votes, 
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Inasmuch as paper work could include customer call 
reports, expense account listings, automobile or train travel 
expenses, and the@regular daily or weekly reports demanded 
by many businesses, it appears that corners will have to be 
cut if salesmen are to be relieved of their greatest gripe. 
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NEW PRODUCTS 


with sales possibilities 





Utility Truck 
Flexible 





DESIGNED FOR QUICK and easy handling 
of parts, equipment and supplies in in- 
dustrial plants, the new Drinkwater util- 
ity truck has a short wheelbase making 
for easy maneuverability. Smaller than 
the heavier trucks used industrially for 
the extra heavy loads, this unit fills the 
need for a compact, mobile truck to 
handle the many odd transport jobs 
around a plant. The truck’s steel bed and 
platform are seamless one-piece construc- 
tion. All corners are rounded, edges rein- 
forced. The manufacturer claims that 
75 to 100 lb. weights can be dropped on 
the bed without damage, and the truck 
has a 500 to 600 lb. capacity. The bed 
or base is 234%-in. wide and 333-in. long. 
Height of truck from floor to handle is 
36 in. The steel disc wheels are ball bear- 
ing and are supplied in either 8-in. or 
10-in. sizes with rubber tires or 10-in. 
with plastic tires Drinkwater, Inc., Chi- 
cago—Mu.1. Suppiies, January 1946. 


Greasing Unit 
Portable 





surelube portable greasing unit can be 
supplied with a grease gun for every pur- 
pose and is available with battery pow- 
ered or gasoline driven motor. The unit 
is complete mobile, no electric cord or 
air hose need be attached to it, and it 
delivers up to 12,000 lbs. steady, con- 
sistent pressure which is instantly avail- 
able to clear obstinate channel passages 
and effect complete lubrication of parts. 
—Pressurelube, Inc., New York 31.— 
Mitt Suppties, January 1946. 


Portable Conveyor 
Light Weight 

















Saip BY ITS manufacturers to have many 


ELIMINATING HAND GREASING operations @new and exclusive features, the Load- 


and, say the manufacturers, meeting any 
lubricating requirement, the new Pres- 
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Veyor is one of the lightest weight steel 


conveyors available—each 10-ft. length 
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weighs 58 lbs., and one man can carry two 
sections. Removable couplings simplify 
the assembly of a conveyor line. The 
conveyor strips are reversable; one side 
may be used for large packages, while 
the other handles small packages, and 
the sides act as guide rails. Ribbons of 
steel support the ball bearing rollers on 
both sides in rigid grid-like construction. 
The rollers are 1%-in. in diameter by 
5¢-in. wide. and have hardened inner 
and outer ball-bearing raceways. They 
are tightly riveted to the grid, elminating 
chance of their becoming loosened 
through usage. Each section contains 103 
rollers. Portable stands are provided 
with 3-in. caster wheels, with or without 
brakes—Market Forge Co., Everett, 
Mass.—Mu Supptirs, January 1946. 


Floor Sweeper 
Magnetic 





THE FLOOR SWEEPER illustrated consists 
of a non-metallic frame-work mounted 
on wheels. The frame-work holds a perm- 
anent magnet hinged at one end. Be- 
tween the magnet and the floor a fixed 
sheet of plastic is positioned. When the 
magnet is flush against the plastic sheet, 
and the frame-work is pushed across the 
floor adjacent to metal-working machines, 
all ferrous material is attracted to the 
sheet and clings there. The operator 
then pushes the sweeper over a piece of 
paper or a disposal hole in the floor, 
raises the magnet by the lever and chain 




















PRODUCT 
Utility Truck 100 
Greasing Unit 100 
Portable Conveyor 100 
Floor Sweeper 100 
Countersink 101 
Welder 101 
Midget Driver 251 
Diamond Bond 253 
Lapping Machine 253 
Shielded Clamp 255 
Numbering Machine 255 
Insulated Trolley 257 
Metallizing Gun 259 
Soldering Irons 259 
Screwless Vise 262 
Liquid Insulation | 262 
Hydraulic Press 264 
Tester and Locator 264 





Quick and easy handling 
Completely mobile 
Removable couplings 
Holds permanent magnet 


Trouble-free performance 


For rural power lines 

Fully automatic 

Great strength and rigidity 
Simplifies job of lapping 
Quick acting locking action 
Greater strength 

Fully rubber insulated 
Continuous operation 

High reserve-heat capacities 
Movable jaw 

Protects wiring 

Smoother operation 


Ruggedly built 








uracrunen 


Drinkwater, Inc. 
Pressurelube, Inc. 

Market Forge Co. 
Sjostrom Machine Co. 
True-Cut Tool Co. 

Lincoln Electric Co. 

Aro Equipment Corp. 

Bay State Abrasive Products Co. 
Spitfire Tools, Inc. 
Mechanics Engineering Co. 
The Acromark Co. 

Benbow Manufacturing Co. 
Metallizing Engineering Co. 
General Electric Co. 
National Machine Tool Co. 
General Detroit Corp. 
Preco, Inc. 


W. C. Dillon & Co., Inc. 








attached to the handle, and frees the 
chips and filings clinging to the sheet. 
The magnet is then lowered back into 
position, and sweeping continues.— 
Sjostrom Machine Co., Lawrence, Mass. 
—Mitt Supptirs, January 1946. 


Countersink 
Chatterless 





SPECIALLY DESIGNED four-fluted counter- 
sinks of solid, high-speed steel are said 
by the manufacturer to be “chatterless.” 
This feature, plus long life and trouble- 
free performance, is credited to the de- 


sign. There are two positive and two 
negative cutting angles ground into the 
tool. The positive cutting angles pull 


into the work while the negative ones 
push away. These simultaneous opera- 
tions result in a balanced cutting action. 
Another feature of the 
that it is not milled on a spiral but on a 


countersink is 
direct angle. Thus the cutting action 
changes from ahead-of-center to back-of- 
center, with each flute engaged in a 
The tools are avail- 
able in standard angles of 60, 82 and 90 
deg., in sizes from 14-in. to 2-in.—True- 
Cut Tool Co., Detroit—Miut. Suppcirs, 


January 1946. 


progressive action. 


Welder 
Farm And Shop Use 


A NEW LOW-PRICED WELDER for rural 
power lines is said to overcome many of 
the objectionable features of previous 
welders designed for this type of service. 
The unit, called the “Fleet-Are Jr.,” is 
for 230 volt, single phase power lines and 
meets the limited input requirements of 
rural utilities and REA. 
mum input current of 35 amp., meeting 
the new NEMA standards. The unit can 


he used with the 3-KVA 


It has a maxi- 


power trans- 
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former provided by the power company. 

Current range is from 20 amp. at 20 v. to 

180 amp. at 25 v. welding power. It will 
(Continued on page 251) 
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Exlusive Coverage 
Needs Backing Up 





K. R. Radtke, shown working on 
blueprint for a new boiler in- 


stallation, says that exclusive 
sales rights must be implemented 
by ingenuity in some cases. He 
is sales manager of the Wisconsin 
River Supply Co., Wausau. 


Despite the fact that his firm was the 
only supply company to handle a certain 
brand of fire brick in the surrounding 
territory, K. R. Radtke, Wisconsin River 
Supply Co., Wausau, Wis., found it neces- 
sary to use a round-about method to sell 
an already-sold customer. 

Mr. Radtke, vice-president and general 
sales manager of the distributing firm, 
says the meral of the story is: Work on a 
sure thing just as hard and courteously 
as if it were not so sure. 

“Once,” he relates, “there was a big 
order in the offing for fire brick. We had 
been angling for it and found that the 
superintendent ef the firm wanted the 
make of brick that we handled exclusively 
in this territory. Under the circum- 
stances, anyone would think the order 
was in the bag. But there was a catch 
in this case. 

“The purchasing agent was a friend 
of ours, but the super—ah, he was the 
stumbling block. It was just something 


personal, someone he did not like, but 
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he simply would not give Wisconsin River 
the order. I kept calling on him and 
getting ‘no’ for an answer. One day I 
called the manufacturer’s representative 
in Milwaukee and asked him to get up 


there quick. And he did. 
“The next morning I drove him to 
within two blocks of the plant and waited 


while he went in to talk with the super 


and the purchasing agent. In no time at 
all the manufacturer’s man was out with 


an order for a couple of carloads of 


brick. 
“A couple of weeks later I went in to 
see the purchasing agent, laid a box of 


cigars on his desk, and thanked him for 


the order. When I had explained our 
exclusive agency arrangement with the 
fire brick manufacturers and how I had 
sold the product despite the superin- 
tendent, we both had a good laugh. 

“I don’t mind telling this story now,” 
says Mr. Radtke, “because that super 
isn’t around. But you know, if I had 
given in to an impulse and told him I 
would get the business anyway, he’d 
probably have used a competitive prod- 
uct. Even if I’d tried less hard to sell 
him, he might have gotten the wind up 
and switched brands. So, you see, an 
exclusive agency does not guarantee that 
all business is going to fall into your 
hands.” 


Advocates Acquiring 
Knowledge Constantly 


In the seven years he has been selling 
industrial supplies, W. Gordon Mangus, 
of Graves-Humphreys Hardware Co., 
Roanoke, Va., has come to believe that 
the most important equipment a salesman 
can utilize in the profession is a thor- 
ough familiarity with his products. With 
the countless items carried by a well- 
stocked distributor, Mr. Mangus is con- 
vinced that no salesman can ever learn 
too mucheabout them. 

As a start in the direction of knowing 
products well enough to sell them, Mr. 
Mangus recommends the experience of 
stock room and inside selling which, as 
he admits, is traditional and so far the 
soundest approach to the acquirement of 
that knowledge that he has observed. He 
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A solid foundation in stock room 
work and inside selling is the best 
preparation for an industrial sup- 


ply salesman, says W. Gordon 
Mangus, Graves-Humphreys Hard- 
ware Co., Roanoke, Va. 


recalled an instance where he called on a 
superintendent of a construction joh and 
learned the latter was going to order 
some hoist chain from someone else. The 
superintendent said he had inquired at 
Mr. Mangus’ place for the chain but 
had been teld they did not have it. Mr. 
Mangus apolized for the error and has- 
tened to assure the superintendent that 
his firm did carry the item. As it hap- 
pened, the chain was an industrial supply 
item rarely called for in hardware deal- 
ing. Mr. Mangus’ familiarity with his 
stock, assured him of a sale where a lack 
of familiarity would have caused him to 
accept the word of a clerk and pass up 
the sale. 

Mr. Mangus is 37 years old, attended 
Hampden-Sydney and was graduated 
from William and Mary College. 


Believes In Showing 
Sample For Attention 


David Wallace, a salesman for the Cut- 
ter, Wood & Sanderson Co., Cambridge, 
Mass., distributors, believes that a sales- 
man should carry a reason for every sales 
call right in the palm of his hand; some 





An “attention getter” to focus the 
buyer’s attention on your talk is 
recommended as a sales accessory 
by David Wallace, Cutter, Wood & 
Sanderson Co., Cambridge, Mass. 


tangible object to draw and hold the 
buyer’s attention. 

“You get a much better reception and 
you make more sales,” says Mr. Wallace, 
“if you can catch the purchasing agent’s 
distracted attention with some gadget or 
new tool, than if you make a haphazard 
approach and ask him, after the fashion 
of the vegetable man, if there is anything 
he wants today. The answer to that too 
often is ‘No’.” 

Mr. Wallace maintains that the par- 
ticular object held before the buyer’s eye 
need not necessarily be the item the sales- 
man is interested in selling at the moment 
—so long as it is something that will in- 
terest him. The real purpose of the 
maneuver is to arouse the purchaser’s 
curiosity and start him thinking and talk- 
ing along lines which usually reveal other 
real needs. It is all to the better, of 
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“She was with the Wacs—stationed somewhere in the So. Pacific” 


course, if the salesman is selling the item 
in his hand, for the concentration of a 
salesman’s introductory remarks on a 
specific line or product is a sure sign to 
most purchasing agents that there is an 
earnest effort being made to perform a 
helpful service. When the buyer feels 
that the salesman wants to do something 
for him, the seller is at least assured of 
an attentive audition. 





Darrel Smit, sales engineer, Sales Service Machine Tool Co., St. Paul, 
discusses product literature with the firm’s president, S. R. Havier. 
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Side-stepping the purchasing agent or 
going over his head is, in Mr. Wallace’s 
opinion, to be religiously avoided. Reach- 
ing into another office, or attempting to 
sell directly to the shop men who actually 
use the tools, will only bring the wrath 
of the purchaser on the salesman’s head. 
Even though purchasing agents often do 
very little more than transmit the wishes 
of the factory supervisors, engineers and 
foremen into purchase orders, their posi- 
tion demands primary consideration in 
all seller-buyer relationships, in Mr. 
Wallace’s opinion, 


No Substitute 
For Experience 


“I have operated my supply business 
with the highest caliber, experienced 
sales engineers that can be obtained,” 
said S. R. Havier, president of the Sales 
Service Machine Tool Co., St. Paul. 

“The highest paid man is the cheapest 
man, provided he can do the job well. 
During the six year life of this supply 
(Continued on page 245) 
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firms and groups held parties in which good fellowship and 
cheer ruled. Here are pictures taken during several parties. 
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IN THE HOLIDAY SPIRIT 


Marking the first peace time Christmas in five years, many 


rer cre 





Two turkeys and a ham were the doorprizes at the New 


York Hardware Trade Association’s Christmas meeting. 
Those who “brought home the bacon” as prizewinners were, 


left to right, J. ©. Hansen (Hansen & Yorke), John Dawe 
(Billings & Spencer), W. H. Carle (H. W. Mills). The 1946 


Decker). 


Carl Meister, 


and (seated, 
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Checking in the guests at the Key- 
stoner’s Christmas party were Fred 
Holdsworth (Star Expansion Bolt), 
Ralph Herrick (Black & Decker), Joe 
DeJure, president of the Keystoners, 
and Eric Federschmidt (Black & 


Past presidents of the Keystoners 
gathered around the incumbent, Joe 
DeJure (right, seated) at the Christ- 
mas party. They are, left to right, 
Jack McCann, Dave 
Moffat, Bob- Brown, Marty Hayden, 
left) Mike Jackson. 


officers (above right) are J. S. Stites, vice-president, (Cleve- 
land Twist Drill), Arthur Yorke, vice-president, (Hansen & 
Yorke), H. L. Usher, vice-president, (Oliver Iron), E. W. 
Dugan, president, (Thos. W. Kiley), C. D. Merritt, chairman, 
(Reed Mfg.), E. S. Norvell, secretary-treasurer (E. C. Atkins). 
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Santa Claus, in the person of W. B. “Bernie” Da Silva (U.S. 
Electric Tool), distributed gifts at the New York Power 
Transmission Council Christmas meeting. Several members 
acted out a short skit comparing shoddy salesmanship to 
the right sales approach. Transmission Council members 
from other cities (above right) attended the meeting. Left 


Five new members joined the Twen- 
ty-Five Year Club, Hansen & Yorke 


Co., Inc., during the supply firm’s an- 
nual party at the Astor Hotel, New 
York. They are: Frank Schorr, 
Conrad Breiby, Joe Helburg, Al Bun- 
ning and Eddie Murphy. 


to right, C. T. Allen (Carolina Belting), former Shrevesport 
member; Alex Rennie, Jr., (Page Belting), Boston member; 
Hank Watson (Alexander Bros.), former president, Chicago 
club; G. G. Sauer (Page Belting), Boston member; P. E. 
Thring (Beardmore & Co.), first president, Toronto club; 
and Clyde Shingle (Shingle & Gibbs), Chicago club member. 


The girls of the Barrett-Christie Co., 
Chicago distributing firm, turned out 
in force for their annual Christmas 
party despite zero weather. The 
Santa who ventured this crowd of 
femininity was Jack LeVoise, a Bar- 
rett-Christie salesman. Professional 
entertainers furnished the music. 











. BOYLAN 
HONORED ON RETIREMENT | 








Served W. M. Pattison Co., 
for 48 years; Gordon 
Vaughan, with firm 22 years, 
is appointed sales manager. 


supply industry’s best known figures, 
has retired as sales manager of the 
W. M. Pattison Supply Co., Cleveland, 
after 48 years service. He has been suc- 
ceeded by Gordon Vaughan, an employee 
of the company for the last 22 years. 
Employed continuously by the company 
since its start in November 1897, Mr. 
Boylan was honored by about 50 of the 
company’s executives and members of the 
sales force at a luncheon in the Cleveland 
Athletic Club. The event was held on 
Nov. 17 which was Mr. Boylan’s 68th 
birthday anniversary. 
Among those who attended the lunch- 
eon was A. C. Vaughan, treasurer and 


Piss O. BoyLan, one of the industrial 





PETER O. BOYLAN 


only surviving member of the founders. 
Others in attendance included Mr. Boy- 
lan’s successor; C. V. Pattison, president; 
T. W. Ramsey, vice-president; R. C. Mc- 
Combs, secretary, and P. B. Nau, director. 

In appreciation of Mr. Boylan’s long 





GORDON VAUGHAN 


period of service, the company presented 
him with a gold watch. Members of the 
sales and office forces gave him a travel- 
ing bag which Mr. Boylan said he intends 
to use on a long anticipated holiday in 


Florida. 





While The Iron is Red— 





JACK DALE 





Dattas is being aggressive about recon- 
version, and one of those helping supply 
the “push” is Jack Dale, president of the 
industrial supply firm, the Briggs-Weaver 
Machinery Co. Last month the Dallas 
Manufacturers & Wholesalers Associa- 
tion, of which Mr. Dale is head, showed 
their consumers what the territory was 
capable of producing in metal prod- 
ucts. The exposition was but one of a 
series designed to run through 1946, each 
concerned with a single industry. 

“Metal Dallas”, the forerunner of the 
other industrial exhibits, and termed “an 
exposition of the progress and future of 
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Dallas manufacturers in metal”, repre- 
sented the conversion this branch of local 
industry had made from war to peace time 
production. It was designed to show con- 
sumers the products now being made for 
public consumption. The metal fabricat- 
ing industries in the area, only recently 
producing for the armed forces, exhibited 
their new tanks, tools and appliances for 
the oil fields, new cotton gin machinery, 
pre-fabricated steel buildings, modern 
fans and furnaces, heavy-duty construc- 
tion machinery, kitchen ventilating equip- 
ment, and many new uses for metal in 
domestic appliances. 
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KEEPING 






THE PERSONAL TOUCH 


In small companies, Toledo 
distributor advises, it is 
wise to maintain a perpetual 
inventory but make it simple 
enough to keep it from oper- 
ating the business 


HiLE WALLACE CorNeELL, head of 
W the Cornell Supply Co., Toledo, O., 

believe implicitly in maintaining an 
accurate perpetual inventory system, he 
has made sure that his system is kept 
shorn of all details that would, in any 
way, tend to remove his personal touch 
from the business. Mr. Cornell does not 
attempt, nor want to, perform all of the 
work in his industrial supply firm but 





As proof that the Cornell inven- 
tory system is easy to operate 
and not too time absorbing, Mr. 
Cornell points out that when 
Loretta Rothenbuhler is on vaca- 
tion he keeps the system up to 
date himself. 





- 





Having filled an order, E. G. Tal- 
bert, stock clerk, routes the slip 
to Wallace Cornell. Those orders 
calling for stock which Mr. Tal- 
bert believes needs to be replaced, 
he marks with a capital S. 


he is insistent upon knowing how and 
why everything is done. 

The Cornell perpetual inventory sys- 
tem consists of simple 4x 6-in. cards 
which provide space for listing the dates 
on which goods are ordered, the dates on 
which they are received, dates on which 
goods are sold and the balance on hand 
at that time. There also are spaces for 
listing the location of the goods in stock 
and maximum and minimum amounts to 
be kept in stock but Mr. Cornell does not 
use them. 

He contends that with larger firms 
the pre-setting of preferred maximums 
and minimums probably is advantageous 
but with small companies, like his, it is 
far better to base decisions on ordering 
new stock on the judgment of the com- 
pany head, who, of course, is in close 
touch with the field. 

Mr. Cornell’s system for utilizing his 
knowledge of the field is as simplified as 
his inventory cards. When orders are 
filled in the stock room, the clerk can’t 
help but noting whether stock is low. If, 
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Scanning each order serves the dual 
purpose of keeping Mr. Cornell ac- 
quainted with where business is be- 
ing obtained and of permitting him 
to exercise his judgment as_ to 
when to order stock replacements. 


in his opinion, he thinks the time is ap- 
proaching to order replacements, he 
marks the order sheet with an S. All 
orders are routed over Mr. Cornell’s desk 
and as he skims through them he lays 
aside those bearing the signal of an im- 
pending shortage. Then he checks the 
inventory cards, notes the activity in the 
line and determines whether an order 
should be placed, Probably in most cases, 
he said, the stock clerk’s judgment is 
correct but in some cases the fact that 
there are only a few of a particular item 
in stock does not warrant an immediate 
order. The item in question, he con- 
tinued, may be a slow moving one and 
consequently the stock on hand might be 
enough for some time to come; the item 
might be a special one and, especially in 
these days of reconversion, the principal 
customer for the item may no longer have 
use for it. 

It is all a matter of judgment, he con- 
cluded, and when you are operating a 
small company, the owner should be in 
the best position to make decisions. 
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Practical applications of industrial 
supplies to pass on to customers 
for solving their production problems. 





TUBE FLARING TOOL INCREASES 
OUTPUT 35%—Carbide lathe center 
inserts, used at Douglas Aircraft Co., 
Inc., Santa Monica, for flaring alumi- 
num tubing, multiplied tool life ten 
times over that obtained with conven- 
tional flaring tools made of steel, and 
increased hourly production 35 per 
cent due to elimination of down time 
for tool changes, the Carboloy Co., 
reported. This precision flaring ma- 
chine, operated near the high limit of 
its 350 to 1,000-+rpm. speed range for 
best results, was equipped with a steel 
shank tapered to fit, onto which was 
brazed a stock lathe center tip of solid 
cemented carbide. By using a 9/16-in. 
O. D. lathe center insert for flaring 
ends of aluminum tubing in sizes from 
4-in. to %-in. I. D., all the work abra- 
sion is taken by the carbide and none by 
the less-wear-resistant steel shank. The 
new tools flare at least 1000 tubes as 
against 100 for those previously used. 





CARBIDE LENGTHENS WIRE NIPPER LIFE— ~ 
Rapid production cutting of springs made of piano 
wire, ranging from 0.004 in. to 1/16 in. diam. at the 
Bridgeport plant of the Underwood Corp., wore away 
hand nipper jaws so rapidly that they required re- 
sharpening after an average of 27,000 cuts. As a 
skilled operator on this job can easily make about 
1,500 cuts per hour, this meant servicing the nippers 
every other day. To solve this costly maintenance 
problem, four Carboloy cemented carbide inserts 
were set into the plier jaws, each jaw having a middle 
section of steel. The two steel sections extended be- 
yond the carbide so that there was a 0.0015-in. clear- 
ance between opposing carbide inserts when the nip- 
pers were closed, thereby preventing damage to the 
sharp carbide edges. Performance records revealed 
that over 2,000,000 cuts were made with the im- 
proved nippers before it was decided that there was | | 
no point in keeping records any longer. They have 
required no sharpening to compensate for wear. 
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COMBINATION FIXTURE FOR SAW- 
ING UNUSUAL SHAPES—The cutting 
of various special shapes without em- 
ploying a separate saw table set-up for 
each is possible with this combination 
saw table fixture developed by Northrop 
Aircraft, Inc. It consists of a steel base 
rolling on ball bearings, guided across 
the saw by bars attached to the steel base 
and riding in saw table slots. Many 
types of fixtures for holding work to be 
cut can be mounted on top of 
the base, and where right- and left- 
hand parts are to he cut, locating 
holes can be drilled symmetrically 
on each side of the saw lot. Jigs to hold special shapes 
or groups of similar forms can be screwed or bolted to the 
base plate, and a cam or toggle clamp may be used to grip 
the work in place while being sawed. 





LIGHTWEIGHT STAND FOR HAND DRILL ACCURACY— 
A hand drill becomes, in effect, a miniature radial drill when 
used in this stand, developed by the Douglas Aircraft Co., 
Inc., Chieago. It permits the drill to slide vertically without 
wobble, without binding, and without friction or twisting 
tendency. The collar fitted to the drill motor has two bush- 
ings bored for the twin columns, and the springs slightly 
over-counter-balance the drill’s weight, thus returning it 
after each cut without operator effort. A stirrup, with link 
and lever, has been added to give high mechanical advantage 
for heavy drilling jobs. 
























































A\ 6 


Me 
a" 
on 


























MILL SUPPLIES 


BALL BEARING ROLLERS SIMPLIFY BAR STOCK 
HANDLING—Continued use of ordinary laying-out and 
burning tables for heavy round bar stock, usually made of 
steel plate and angles, produces annoying surface irregu- 
larities due to slag spots and burns which present serious 
difficulties whenever a bar is to be turned. The Marinship 
Corp., Sausalito, Calif., overcame this by welding ball bear- 
ings from a ball table inside large angles, the upstanding 
legs of which are burned out in a half circle to act as a 
retainer for the heavy bar and to clear the bar when it is on 
the roller. The angle carrying the ball bearings may be hung 
at various positions on the table angles by means of two 
brackets welded to its back. Two men took four hours to 
do the laying-out and an overhead crane was required to 
handle the heavy bar before installation of these rollers. 
Now, one man can do the work in three hours, and a great 
personal hazard inherent in handling has been eliminated. 
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Storage and display methods for product literature, pipe, V-belts and 
wire rope improve handling, while threading department speeds deliveries 















































Attractive Display 
Pushes Literature 


Believing a neat, up-to-date presenta- 
tion of manufacturers’ literature makes 
customers and visitors look and learn, the 
Providence Mill Supply Co., Providence, 
R. I., has placed in a prominent posi- 
tion in their main lobby a compact dis- 
play rack. The literature gives. compre- 
hensive coverage of the company’s major 
lines, and a current buyer’s guide is also 
presented for ready reference. 





te moms 


Located in the lobby of the Provi- 
dence Mill Supply Co., Providence, 
R. |., this display rack for manu- 
facturer’s literature has eye-ap- 
peal. 





Cleated Boards 
Tier Pipe 


The warehouse of the Federal Pipe 
& Supply Co., San Francisco, contains 
piles of iron pipe from 12 to 14-ft. high, 
and frequently in tiers no more than 2-ft. 
wide. Yet, there are no posts or separat- 
ing standards. This is accomplished by 
laying pieces of 34-in. board, cleated at 
both ends, across each layer of pipe as 
it is placed. The cleats prevent the 
material from rolling sidewise, and the 
tier can be built up to almost any height. 
The stacking method, however, applies 
only to pipe storage served by a crane, . 
where the pipe can be lifted and lowered 
vertically. Pulling pipes from the tiers 
would disturb the uniformity of pres- 
sure and might cause collapse. 





























This stack of iron pipe is built 
on and held together by %-in 
wooden boards with cleats nailed 
to the ends. By using them as 
foundations for each layer of pipe, 
tiers 12 and 14-ft. high can *%e 
built. 
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“ Hooked Rack 
e For V-Belts 
e 
. To make sure that V-belts are sold 
ite . . . . 
i in the order in which they are received 
: by the J. T. Wing Co., Detroit, Chris 
4 Gross designed a suspending rack which 
* allows for putting newly received belts 
“i on the back of the rack while the older 


ones slide forward. This assures that 
the old belts will be taken off the rack 
first when sold. 


ce ee ee 


Chris Gross, J. T. Wing Co., De- 
troit, demonstrates how easy it is 
to remove belts from the hooked 
rack he designed. Older belts slide 
forward as the newly received 
ones are put on the back of the 
rack, 
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Threading Department 
Speeds Deliveries 


During the war, when deliveries were 
slow, the Hayden Supply Co., Grand 
Rapids, sought some way to keep its 
large pipe, valve and fittings business 
from getting snarled up. As a service to » 
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(Continued ) 


its customers, the distributing firm set 
up in the warehouse basement a thread- 
ing and cutting department capable of 
handling almost anything needed in odd 
and special lengths and unlisted nipple 
The department operates 
three pipe and nipple machines, two 


sizes. now 
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1. T. Clasen, above, operates a cut- 
ting machine at Hayden Supply 
Co., Grand Rapids, while Elnora 
Larabel and Jennie Huckleberry 
are busy at a double headed pipe 
threader. 


threading and three cut off machines. 
Company officials say that there is no 
intention of competing with nipple manu- 
facturers, but that the department will 
continue to operate in special sizes and 
lengths of the sort not generally found in 
regular stock. 


Measuring Wire Rope 
With Aid of Jacks 


Jacks are employed at the C. L. 
Gransden Co., Detroit, to hold reels of 
wire rope while the rope is being meas- 
ured off. A piece of pipe is placed 
through the center of the reel, a jack 
supporting each end. By operating the 
jacks so that the reel is raised enough 
to clear the floor, one man is able to 
measure off the required lengths of rope 
regardless of the weight or size of the 
reel, 


George Rath, warehouseman for 
the C. L. Gransden Co., Detroit, 
uses a piece of pipe and two jacks 
to make a one-man job of measur- 
ing wire rope. 
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i... Master Wheels, Monitors, Disc Center Sections have been 

Or. and outstanding performers for industry all over this country 
and the world. To this notable list of power brushes has now been added a 
new one—the SITUFT. 

The Situft is a power brush developed by Osborn engineers in the last 
days of the war. You’ve never seen a brush like it. It’s built on an entirely new 
principle of wire suspension. It can do jobs no other brush (in some cases, 
no other tool) could ever do before. Its cost is almost unbelievably low— 
17¢ per brush—yet it has saved thousands of dollars in production costs— 
cleaning, deburring and surface finishing internal, hard-to-get-at places. A 
complete tool crib kit containing one each of all 12 sizes (%" to 1%") and 
2 holders costs $2.85. You ought to have one. Kits and open stock available 
from your local Osborn distributor. 


JHE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
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WORLD'S LARGEST MANUFACTURER 
OF BRUSHES FOR INDUSTRY 
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Orders Orders 
per per 
Sales Sales- Volume Size of Work- 
Indi- man per Average ing 
Area cator perDay Salesman Order Day 


North Oct. 258.0 15 $13,100 $30.60 88 
Atlantic Nov. 251.5 18 12,400 26.35 93 


South- Oct. 257.0 17 $16,500 $28.45 94 
ern Nov. 262.5 19 16,740 29.33 113 


North Oct. 251.0 19 $13,280 $25.73 105 
Central Nov. 205.8 19 11,670 25.30 95 





Western Oct. 289.0 13 $11,000 $40.30 91 
Nov. 284.0 13 11,300 43.20 90 THE SALES INDICATOR for November dropped 
m slightly to 245, standing about 30 points lower than 
Pacific Oct. 304.0 13 $9,340 $23.55 102 for the same month a year ago. The average order 
Nov. 263.6 10 9,830 23.25 42 amounted to $27.50, and 98 orders were received 
each day. The salesman’s volume for the month was 

$13,690, and he averaged 18 orders per day. 











THE SALES INDICAT O RG 
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DOLLAR VALUE, AVERAGE ORDER 















































































































(Separation shows average for year) 
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No, 422 "Power Vise Stand" con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 








No. 502 “Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 








No. 562 "Tom Thumb," another 
Oster portable power pipe machine 
| designed for speed and accuracy. 






_ 


No. 53! "Tom Thumb," rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 





y 


No, 572 "‘Rapiduction Junior" . . 

= floor type power pipe machine 

equipped with revolving die-head 
and open type vise. 





Oster "Rapiduction" floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes. 


re 


This advertisement (with different copy, of course) is 
appearing in current issues of leading industrial publica- 










































mothines designed for maintenance tions which reach many of your customers and prospects. 
and production threading. Two sizes. 
| z The sole objective of that advertising to users is to help 
| _ "bridge over" the present gap of unavoidable conditions 
*" delaying deliveries by keeping the OSTER line of power 
| | fring, machines with reveling threading machines fresh in the minds of men to whom our 

Three sizes, 7°" °°" Distributors’ Salesmen will look for future business. We 
trust that this frank and open explanation of why we con- 
tinue to advertise under present difficult delivery conditions 
No. 542 "Ropiduction Junior" with will indicate to you that we have faith in the future when 
vite, Handles wide variety of normal operating and delivery schedules can be maintained. 
: threading work. 

e 
for faster, better threadingaa@ 

sal THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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Workers Favor 
Veteran Preference 


JOB PREFERENCE for veterans and the 
40-hr., 5-day week are favored by most 
factory workers, according to an article 
“What the Factory Worker Really 
Thinks,” in the December issue of Factory 
Management and Maintenance. The ar- 
ticle embodies a report based on a nation- 
wide personal-interview poll of workers 
throughout the manufacturing industries 
conducted by the Opinion Research Corp., 
of Princeton, N. J. 

Hope is held for success of labor-man- 
agement conferences and workers believe 
that the number of strikes would be re- 
duced if management would cooperate 
with labor and get closer to the workers. 
However, workers think there will be 
more strikes during the next year or two. 
chiefly over wages. 

The report also revealed: (1) Most 
workers never heard of the guaranteed 
annual wage, though most of them favor 
it once it is explained to them, provided it 
coes not mean lower wages. (2) Only 
about half have ever heard of the Mur- 
ray “Full Employment” Bill. (3) Ninety- 
five percent want to see veterans rein- 
stated in their former jobs and 61 percent 
endorse “superseniority,” providing rein- 
statement of veterans even if it means dis- 
placement of civilians holding greater 
seniorities. (4) Workers did not expect 
wage rates to rise following the end of 
the war and most workers would accept 
less money if jobs are scarce which they 
believe will be the case when demobiliza- 
tion is complete. 
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Stabilized Employment 
Held Good Business 


THE ECONOMY of steady employment 
and steady operation should be the ob- 
jectives of management in these times ac- 
cording to Richard R. Deupree, president 
of The Proctor & Gamble Co., in an ad- 
dress delivered at a conference on general 
management conducted by the American 
Management , Association. Pointing out 
that steady employment is socially im- 
portant, Mr. Deupree also emphasized 
that business “must” produce to a con- 
sumption line rather than a buying line. 

Starting on the assumption that 85 per 
cent of the goods used in this country are 
consumed evenly, Mr. Deupree points out 
that the goods are not bought evenly, 
creating most of our difficulties. Mr. 
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Deupree says that the manufacturers of 
basic products have no control over their 
production but manufacturers using their 
produets do have and, if this control were 
applied toward even purchasing it would 
help manufacturers of basic products 
toward even production. 


Termination Claims 
Filing Speed Urged 

Asout 70 PER CENT of cancelled war 
contracts were scheduled to be settled by 
Jan. 1, Office of Contract Settlement re- 
ported. OCS said the percentage of com- 
mitment values paid is much lower than 
the 70 percent for cancellation settlements 
because it takes considerable time to clear 
the books of the larger contractors. Off- 
cials say that there still appears to be 
too much delay in filing claims on the 
part of some contractors. They hint that 
proven cases of “undue delay” may add 
to the complications of getting settle- 
ments on tardy claims. 


Machinery Aids 
Production Gains 


A SUBSTANTIAL increase in shipments 
of coal mining machinery in the fourth 
quarter of 1945 adds another product to 
the gradually increasing list of critically 
short items that are now showing substan- 
tial production gains, according to CPA. 
Other materials and products recently re- 
ported as registering visable production 
increases are brick, gypsum, cast iron 
soil pipe and clay soil pipe. Coal cutting 
machines of the short wall U. S. type 
registered the greatest gain in its group. 








OW YOU CAN SIMPLIFY YOUR 


1946 STEEL VALVE 
PROCUREMENT PROBLEMS 





An Annual Report 
to Steel Valve 
Users 











HROUGHOUT the war, steel 
valves were among the most critical 
of all common components and 
though the industry's capacity was ex- 
panded substantially, many types of steel 
valves are, and will continue for some 
months to be, very tight. 

The time lag on deliveries depends 
upon size and type of valves. Production 
of large, cast steel valves is running be- 
hind schedule because of uncertain foun- 
dry production and labor conditions. Too, 
there is a substantial pent-up demand in 
certain civilian industries which were un- 
able, during wartime, to obtain the high 
priorities which were always required for 
steel valves. 


HELP YOURSELF 


You can simplify your 1946 steel valve 
procurement in several ways: 


1 Avoid spe- 

* cial designs. 

Standard valves 

are in continual 

production, 

whereas ‘‘spe- 

cials’’ usually re- 

quire engincering 

department time, 

extra pattern or 

die work, and 

special handling in the forge shop or 
foundry. 


2 Anticipate your requirements and 
* place orders early. While we are able 
tosupply many sizes and types of standard 
valves out of stock shipment now, de- 
mands are still so heavy that single orders 
may nearly wipe out the stock in one 
size or pressure class. 


ORDER 
CURRENT DESIGNS 


You can also simplify your purchasing 
problem if you order from the most recent 
catalogs. During the past year, we have 
issued three new catalog sections which 
should be in your Edward catalog file. 
We suggest that you write us for copies 
if you have not already received these 
catalogs: 


Catalog 12-B 
Edward 
Non-Return 
Valves 


Dimensions, cross- 
section illustra- 
tions and descrip- 
tions for cast and 
forged steel non- 
return valves in 


Won-relun 


300 to 2500 lb sp classes. Maintenance 
hints, pressure drop data, pressure-tem- 
perature tables and other useful data 
are included. 


Catalog 12-D 
Edward 
Blow-Off 
Valves 

Design detail for 
Edward blow-off 
valves with instal- 
lation and operat- 
ing suggestions. 


Catalog 12-E 
Edward 

Gate Valves 
Cast steel, for serv- 
so ice from 150 to 3600 
6? Ib. Description 
chard and tbe of 
Cate likes the new, basically 
different Edward 

gate valve line. 


NEW VALVE 
DEVELOPMENT 

During the past year, Edward has con- 
tinued its program of design improve- 
ments. Among the dozens of new develop- 
ments introduced during the year, were 
these: 

Redesigned bodies for further lowering 
the already remarkably low pressure 
drop through Edward non-return and 
stop valves. 

The new Intex Univalve, a patented 
welded bonnet 
valve with an 
integral hard- 
faced seat, a 
hard-faced disk, 
bolted gland, 
bronze yoke 
bushing, one- 
piece bonnet and 
exceptionally 
low pressure 
drop. 

Redesign of forged steel bodies of the 
Edward inclined stem type to reduce pres- 
sure drop through small globe valves to 
the point where it is comparable to flow 
through gate valves. 


vere 





Be 





A new type of 
throttling valve, 
especially built for 
excessively severe 
service. 
Pressure sealed 
bonnet connections 
for high tempera- 
ture, high pressure 
valves. 
We will be glad 
to give you detailed 
information on any 
of these developments which are of partic- 
ular interest to you if you will drop usa line. 


FUTURE PROJECTS 

Edward laboratories and engineering 
departments have the largest backlog of 
new development projects in the com- 
pany’s history. In metals, we are working 
—with considerable success to date—on 
materials for extremely high and ex- 
tremely low temperatures, so that we will 
be ready with valves for the several new 
technological processes coming which will 
require very high or very low operating 
conditions. We are continuing our ex- 
tensive work in flow and pressure drop 
testing, incorporating our discoveries in 
modified designs as fast as they are 
proved. We are conducting research in 
high temperature bolting, new types of 
hard facing, new welding techniques, and 
so on. To simply list current projects 
takes several pages of close typing. 


A NEW NAME 

January 1, 1946 is a significant date in 
the history of this Company. On that 
date, The Edward Valve & Manufactur- 
ing Company, Inc., becomes, simply, 
Edward Valves, Inc. The old name has 
been recognized for the pioneering work 
the Company has done in steel valves,- 
dating back to the turn of the century 
when the first Edward valves were built. 
The new name, we feel, is in keeping with 
the Edward product and policies, de- 
veloped through the years—functional, 
simple, direct, up-to-date. 

So, from now on, we sign ourselves as, 


Edward Valves, Inc. 
GLE Cold 
President 
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War’s ENp and the consequent decelera- 
tion of war production are, of course. 
responsible for the rapid falling off of the 
three indexes since the first quarter of 
1945 and, as in similar past periods of 
economic adjustment, the durable manu- 
factures index has shown the most violent 
reaction. Despite the combination of fac- 
tors which are responsible for this dowa- 
ward trend, however, the indexes are still 
well above the level of activity in the pre- 
war period. 

It has been stated, and with good rea- 
son, that business is entering a primary 
post war depression, even though there 
are many evidences of material prosper- 
ity. Unemployment is increasing, produc- 
tion is declining, and national income is 
falling. But, these conditions are re- 
garded as not presently alarming, being 
the natural result of reconversion compli- 
cations. 

The first evidence of the reversal of 
the temporary downward movement of 
industrial activity will be reflected in the 
indexes as they turn upward. The two 
factors which in combination can do most 
to postpone the upturn in industrial activ- 





With this issue of MILL SUPPLIES a new department, “industrial 
production Indexes,” is inaugurated. It wili appear in each subsequent 
issue of MILL SUPPLIES. As pointed out in “Topic of the Month,” 
changes in distributor sales in the past have evidenced a definite rela- 
tionship to changes in production activity, either in durable or non- 
durable manufacturing industries. This is understandable since the 
indexes reflect the changes in the physical output of the customers of 
industrial distributors. It is believed that this current picture of total 
production, durable and non-durable manufactures, as reflected in 
Federal Reserve Board indexes, will prove very helpful to distributors 
in evaluating their sales performance. 











ity are labor strikes and price control. 
They determine the “can” and “will” for 
manufacturers, none of whom can pro- 
duce without labor, and none of whom 
will produce to sell at an unfavorable 
price. 

~ On the assumption that there will be no 
drastic change in the price structure, it is 
generally believed that the country is in 
for a boom, once the wage-price problem 
has been solved, and the strike picture 
brightens. Theye exists a great accumu- 
lated shortage of almost everything ex- 
cept money. We had about $60 billion of 


actual and potential purchasing power in 
1929, our most prosperous pre-war year. 
We now have about four times that 
amount. 

A reliable forecast places the 1946 
average index of total production in the 
neighborhood of 160 as compared with 
202 for 1945. 

If this forecast materializes, and if dis- 
tributor sales continue to parallel pro- 
duction figures in the new year, the 1946 
dollar volume of distributor business, on 
the whole, should closely approximate 
that for the year 1941. 





1935-39100 





1929°30 °3) °32 °33 °34 °35 "36 °37’ 


"39°40 'Al °42 43 44°45 


JFMAMJJASOND JS FMAMJJASOND 


1944 1945 








MILL SUPPLIES * JANUARY, 1946 





RINDING “KNOW-HOW” FROM 73 PLANTS 


WAR PRODUCTION EXPERIENCE CAN NOW BE TOLD 





GETIT! READ IT! SHOW IT! 


@ Here’s a powerful new sales aid to help you sell tools—a new 
grinding application book — Here’s How’! Seventy-five fully illus- 
trated case studies to sell your toughest customers. Read it — talk 
about it—show it to the man who buys tools. It’s a short cut to 
increased sales! Page after page of facts prove the advantages of 





Dumore Grinders. Here’s How shows—how costs were cut...short 


WHAT IT CONTAINS cuts made in production and maintenance .. . difficult operations 


1. INTRODUCTION. : ‘ , 
2. LISTING of 73 companies where new markets. Don’t fail to send for your copy of Here’s How! The 
studies were made. Dumore Company, Tool Division, Dept. TA31, Racine, Wisconsin. 
3. PRODUCTION Grinding Applica- 
tions, Pages 10-39. 
4. TOOLROOM Grinding Applications, 
‘Pages 40-58. 
5. MAINTENANCE Grinding Applica- 
tions, Pages 59-65. 
6. DESCRIPTION of the complete Du- 
moreline of Precision and Hand Grinders, 
Pages 6 to 9 and 66-69. 

N 
7. CROSS INDEX by: Operations. Set- PREC! $10 
ups. Special Purpose Machines. Special HAND GRi 
Fixtures. Wet Grinding Operations. 
Materials. Indicating Devices. Protective 
Devices. Dressing Arrangements. 


simplified ... a wide range of unusual applications . . . a variety of 


AND 
NDERS 





SOLD BY AUTHORIZED INDUSTRIAL DISTRIBUTOR 
IN ALL PRINCIPAL CITIES 
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CRUDE tYPE 
OF EMERY WHEEL, 
MADE BY MIXING POWDERED 
EMERY WITH SHELLAC OR OTHER 





OLD-TIME INDIA, oa 





~ 


SIMILAR SUBSTANCES, IS SAID TO HAVE 
BEEN USED BY THE GEM CUTTERS OF 


My 3 


ANCIENT ROME, CRAFTSMEN LISED 
EMERY TO POLISH MARBLE STATUES 





BLACKSMITHS OF THAT PERIOD 
aay §=6SEEM ALSO TO HAVE USED EMERY 
my TO "FILE" DOWN METAL OBJECTS. 
Ww CHIEF SOURCE OF EMERY WAS 

NAXOS, IN "THE GRECIAN ARCHIPELAGO. 


AND TO BURNISH PRECIOUS GEMS. 



















Fit Ee 
EY a 


>| DENTIST 





Pl a 0/ ORs THE EARLY 1800's, 
WHEELS MADE OF NATURAL STONE, RUN AT 
HIGH SPEED, OFTEN BURST THE COMMERCIAL 
APPLICATION OF THE EMERY WHEEL REALLY 
DATES FROM THE 1870'S WHEN IT WAS DIs- | 
COVERED HOW To BIND THE GRAINS TOGETHER 
WITH A SUITABLE MEDIUM AND COMPRES 
THEM UNDER HIGH PRESSURE INTO MOULD. 





EARLY USED TINY 
EMERY WHEELS FOR 
SHAPING HARD PORCELAIN TEETH. EMERY 
WAS ARST DISCOVERED IN AMERICA ABOUT 1830, 
WHEN WORKMEN, MAKING A CUT NEAR CHES- 
TER, MASSACHUSETTS, FORA NEW RAILROAD, 
CHANCED LIPON A DEPOSIT FOR A LONG TIME 
THIS DEPOSIT WAS MISTAKEN FOR HRON ° 
>? 
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DISTRIBUTORS: Here’s what we're tell- 
ing your prospects this month 

Complete stocks of Standard Carboloy Cemented Carbides—a classification which 
will fill 60-80% of ALL your carbide tool needs—are available through Carboloy 
| Company and leading mill supply distributors in 45 cities, coast-to-coast. Servicing 
the major production centers, this coverage brings fast deliveries on more than 
300 sizes and styles of standards. 


Now more than ever, you can get the RIGHT tool for the job at the RIGHT 
time with these plus values: increased production, improved finish, longer tool 
life, lowered machining costs and reduced tool inventory. For turning, boring or 
facing steels, other ferrous or non-ferrous metals or the non-metallics, these are 
the carbides to buy! 


4vOR/s CARBOLOY COMPANY, INC. SEND FOR 
© % 11131 E. 8 MILE BLVD., DETROIT 32, MICHIGAN FREE 
BOLOY CHICAGO - CLEVELAND - HOUSTON - LOS ANGELES - MILWAUKEE - PHILADELPHIA - PITTSBURGH - THOMASTON CATALOG 
“N re AUTHORIZED DISTRIBUTOR LIST 
Riau Dallas, Texas... .Mach. Sales & Supply Muskegon, Mich. South Bend, Ind... .South Bend Supply 


Muskegon Hardware & Supply Co. 


Denver, Col. Mine & Smelter Supply Syracuse, N.Y...Syracuse Supply Co. 
A - 4 {Sterling Supply Co. New Orleans, La. 
*Detroit, Mich. | Chas. A. Strelinger Co. Murray-Baker-Frederic, Inc. Tampa, Fla. Cameron & Barkley Co. 


Albany, N.Y.. .Sager-Spuck Supply Co. 
Baltimore, Md....The L. A. Benson Co. 
Birmingham, Ala.....Quinn & Quinn 


Toledo, O.. . Mill & Factory Supply Co. 
Tulsa, Okla... .Marshall Sup. & Equip. 


El Paso, Tex. .El Paso Saw & Bitg. Sup. *Newark, N. J.....General CarbidesjCo. 


Honolulu, Hawaii. .W. A. Ramsay, Ltd. Norfolk, Va....Empire Mach. & Supply 
Waterbury, Conn... .White Supply Co. 











DR TIS é icdan vi ceece vase Oklahoma City, Okla. 
Brooklyn, N.Y.....A. N. Nelson, Inc. 5 Marshall Supply & Equipment Co. Waterville, Me... . .Harold W. Kimball 
Jacksonville, Fla... .Cameron & Barkley pee ; 
Buffalo, N.Y......R.C. Neal Co., Inc. K City, M Omaha, Nebr... .Fuchs Mach. & Supply Wichita, Kan.,White Star Mach. & Sup. 
an: , Mo. 

= Charleston, S. C....Cameron & Barkley ee lifeiat Machinery & Supply Co. Pittsburgh, Pa... Harris Pump & Supply Williamsport, Pa... .Lowry Electric Co. 
sind : {Samuel Harris & Co. Knoxville, Tenn.....W. S. Murrian Co. Portland, Ore...J. E. Haseltine & Co. Winston-Salem, N.C...... Atlas Supply 

Chicago, Tl-\Screw Machine Suppiy Co. - St. Louis, Mo...Sligo Iron Store Co 

— * 4 2 ese - 
Cc ti, O....The EB. A. Ki Co. Los Angeles, Calif...... Garrett Supply STOCKS ALSO MAINTAINED AT FOLLOWING 


Memphis, Tenn... J. E. Dilworth Co, Salt Lake City. Mine & Smelter Supply BRANCH OFFICES OF CARBOLOY COMPANY. INC. 


Miami, Fla.....Cameron & Barkley Co, Savannah, Ga...... Cameron & Barkley Detroit, Mich. ¢ Houston, Texas ¢ Los 


Cleveland, Ohio 
Strong, Carlisle & Hammond 
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NEWS 





Miss Sanders Marks 
40 Years In Industry 





Still going strong after 40 years 
in industrial supply work, Maude 


Sanders is shown checking on 
inventory at the Chattanooga, 
Tenn., branch of Hajoca Corp. 


Forty years in the industrial supply 
business is a long time for any man but 
to Maude Sanders, bookkeeper and office 
trouble-shooter for the Chattanooga, 
Tenn., branch of Hajoca Corp., it doesn’t 
seem like much. She figures that she 
has been kept busy and says of the busi- 
ness, “I like it more each day.” 

Miss Sanders was introduced to indus- 
trial supplies in 1906 when she joined the 
office force of the James Supply Co., as a 
girl. C. W. Shackleford, dean of supply 
salesmen in the area who was retired by 
Hajoca on Sept. 1, 1945, at the age of 79. 
was then a veteran of 16 years selling for 
the James Supply Co. 

Since that Miss had 
learned all there is to know about the 
supply business and its individual traits. 
She has 
and still does. James Supply was taken 
over by Hajoca on Jan. 1, 1945, and 
J. G.. Gilliam, sales manager, became 
branch manager. Among the most valu- 
able employees was Miss Sanders who 
still puts in a full day each working 
day with enthusiasm. Whenever there is 
trouble in the routine of the office due to 
some difficulties requiring experience to 
overcome, the call is for “Miss Sanders.” 


time, Sanders 


trained numerous newcomers 
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Health Forces 
Motter Retirement 


WILLIAM S. MOTTER 


William S. Motter, vice-president and 
former president of George F. Motter’s 
Sons, York, Pa., has been forced to retire 
because of ill health. Mr. Motter, for- 
merly active in the R.O.T.C. and a major 
in the Army from 1941 to 1944, has been 
in poor health since being retired from 
the service due to physical disability. 

Except for a ten year period when he 
was associated with another firm, Mr. 
Motter has been connected with the Mot- 
He has 


served in various capacities throughout 


ter supply firm for 35 years. 


the organization from office boy to presi- 
dent, and was instrumental in establish- 
ing the Motter mill supply division. 

In addition to his business activities, 
Mr. Motter found time for many civic 
He was on the board of directors 
Y.M.C.A.; 
was active in the Manufacturers’ Associa- 
tion and the Chamber of Commerce; and 
served in other community ventures. 

Mr. Motter has moved to Summerville, 
S. C., in an effort to regain his health in 


affairs. 


and _ educational ‘ committee, 


a warmer climate, and away from the 
worry and bother of the industrial world. 


Eugene Mill Supply 
Has New Quarters 


The Eugene Mill Supply Co.. Eugene, 
Ore. distributors of mill, logging. and 
industrial supplies has occupied new 
Fourth and Lincoln Sts. 
which, according to their announcement, 
make it possible for them to maintain 
24-hour service for out-of-town customers, 
furnish logging and mill supplies by the 
carload, and keep a larger and more 
complete stock of parts and supplies. 


quarters at 
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Bovaird Reelects Heads, 
Votes Worker Bonus 


The Bovaird Supply Co., Tulsa, now 
celebrating its 75th year in the oil field 
and industrial supply business, has re- 
elected the following officers: W. M. Bov- 
aird, president; F. D. Bovaird, vice-presi- 
dent; D. D. Bovaird, vice-president and 
M. McMahan, secretary 
and assistant treasurer; D. M. Bradley, 
vice-president; G. V. Douglass, assistant 
secretary. 

During the same board meeting, the 
firm voted substantial bonuses to all em- 
ployees who had been with the company 
for a year or more. 


treasurer; R. 


Chain Saw Demonstrated 
By Chamberlain 


Griffith Park, Los Angeles, was re- 
cently the scene of a chain saw demon- 
stration promoted by the Chamberlain 
Co., Los Angeles distributors. Some 50 
invited guests watched the Disston prod- 
uct cut down and buck a centuries-old oak 
six feet in diameter. 

Gordon F. Sondraker, vice-president 
and general manager of the Chamberlain 
Co., gave a short talk calling attention 
to the economies in time and man power 
afforded by the chain saw. During the 
demonstration, Mr. Sondraker, Ted Cain, 
the distributing firm’s sales manager. and 
Harold local 
for Henry Disston & Sons, Inc., answered 
questions about the equipment, and Percy 
Foss of the Disston organization bossed 
the falling job and handled the power 


Spurgeon, representative 


end of the saw. 





Before cutting down the big oak 
in the background, the chain saw 


demonstrators for the Chamber- 
lain Co., Los Angeles, cut off sev- 
eral limbs and sawed them into 
sections. 











A 





DAY OR SIGUE 






YOU CAN COUNT ON 
_ YOUR INDUSTRIAL 
SUPPLY SPECIALIST 






















i 
re- 
non- 
lain 
> 50 
rod- HATEVER your need . . . when- 
oak ever you need it, your Indus- 
; trial Supply Specialist will bring 
you the products and materials you 
dent require to keep production rolling. 
lain When power transmission is your 
tion problem, your Industrial Supply 
wer Specialist will recommend Hewitt 
the Transmission Belting. All types 
ok have been Job-Engineered in a full 
an range of plies and sizes required to 
and keep the machinery of production 
itive turning. Three famous brands, Mon- 
-red arch, Ajax and Conservo, supply 
ercy every need. Your Industrial Supply 
send Specialist will show you how Hewitt 
. j Job-Engineered Transmission Belt- 
wer ; ing can decrease maintenance costs 






and increase power transmission. 
o 

Specify Hewitt for quality industrial 
rubber products. Phone the Hewitt dis- 
tributor listed in the Classified Section 
of your telephone directory ... or write 
to the Hewitt Rubber Corporation, 240 
Kensington Avenue, Buffalo 5, N. Y. 











Quality Rubber Products 
for Industry for 86 Years 












HEWITT RUBBER 


of Buffalo 
Job-Engineered Industrial Hose. Belts. Molded Goods 


lo 
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Metal Cutting 


MASTERS 


THAT BRING YOU PROFITS 
‘LENOX’ uNBREAKABLE 








Reg. U.S. Pat. Off. 





THE SAFETY HAND BLADE SENSATION 


The back of the hand Blade is annealed so as to make it un- 
breakable, and the tooth edge is hardened for durability. May 
be used under all awkward sawing conditions, or by inexperi- 
enced men, with complete satisfaction and fast cutting speed. 
Sharp twists and kinks, which are the main reason for saw 
breakage, are absorbed without damaging this Blade. 


They are particularly designed for fast precision work on all con- 
tour sawing, die-cutting and similar operations and are adaptable 
for Do-All and all other die and band saw machines. 
PACKAGED IN THE 


LENOX SAFE-T-BOX 


No Metal to Cut the Hand 


Packaged in 100 foot coils in 
safety box—any length material 
can be drawn out, cut off and un- 
used portion rolled back, no end 
left hanging out or no metal cor- 
ners to be scratched or cut on. 
This safety feature is important. 
Window shows unused portion of 
coil. 





Roll out length desired 
Roll back unused portion 


FOR SAFETY, SERVICE and SATISFACTION SELL LENOX 
“THE BLADES IN THE PLAID BOX" 


AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. 
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Robert T. Crawford, branch man- 


ager of the Roanoke, Va., unit 
of Hajoca Corp., talks over a few 
office subjects with Charlies A. 
Aaron, sales representative, be- 
fore leaving to make a call on a 
customer. 





Five Service Men 
Return To Minder Chain 


W. P. Bassett, Henry Rado, Luke 
Gilles, Neil Littlejohn and Ralph Posey 
have returned from service in the Army 
and Navy and rejoined the J. W. Minder 
Chain & Gear Co., Los Angeles. 

Mr. Bassett, formerly overseas with the 
Navy, is now working out of the Minder 
Portland office as a salesman. Mr. Rado, 
lately a lieutenant in the Army, is in 
charge of the Los Angeles shipping de- 
partment, where he is assisted by Messrs. 
Gilles, Littlejohn and Posey, all former 
Navy personnel. 


C. T. Wettlaufer Heads 
H. D. Taylor Company 


C. Taylor Wettlaufer, who recently re- 
turned from the Army Air Forces with 
the rank of major after three and a half 
years in service, has been elected presi- 
dent of the distributing firm of H. D. Tay- 
lor Co., Buffalo. He succeeds his father, 
Conrad E. Wettlaufer, who has been 
named treasurer and chairman of the 
board. 


Munn Now With 
H. W. Mills 


Wilfred B. Munn has joined the sales 
staff of the Newark branch, H. W. Mills 
& Co., Paterson, N. J. Formerly with the 
Schultz & Anderson Co., Newark, he will 
cover southern New Jersey for the supply 
firm. 
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The Need for 











“Show us how to do it faster... at lower cost!” is the plea 
of your customers today. And, you can “show *em how” 
when it comes to assembly operations if you sell Thor 
electric screw drivers and nut setters. With Thor’s com- 
plete line of power units and attachments you can meet 
speed, power, and torque requirements exactly. Using 
standard equipment, you can provide tools that are vir- 
tually “tailored to the job” to speed unit operations, 
increase fabrication range and reduce assembly costs. 


With Thor, you'll never miss a sale. 





ONLY THOR DISTRIBUTORS SELL TOOLS 
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FASTER ASSEMB 









makes 


PORTABLE ELECTRIC SCREWDRIVERS 
and NUT SETTERS 


Your “Top-Volume” 
Tools today! 







You’ll Never Miss a 
Sale with Thor— 


the Only Complete Line 


THOR MAKES IT SIMPLE TO CHOOSE THE RIGHT TOOL, TOO 


Only Thor gives distributors such a wide range of assembly 


tools to sell . . . and makes it simple to sell then! Whatever 


your customer’s requirements, Thor engineers who in- 
vented the first power screwdriver can specify and furnish 
from a line of hundreds of attachments exactly the tool 


for the job. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


BIRMINGHAM BOSTON BUFFALO CLEVELAND oEeTROIT LOS ANGELES MILWAUKEE NEW YORK 


PHILADELPHIA PITTSBURGH ST LOUIS SALT LAKE CITY SAN FRANCISCO TORONTO, CANADA LONDON, ENGLAND 


PORTABLE POWER 


1COLS 


FOR EVERY CUSTOMER'S EVERY JOB 
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Satterlee Builds 
Long-Term Sales Force 


W. A. Scheller, left, and Gunnar 
Nelson have joined the sales staff 
of the Satterlee Co., Minneapolis 
distributing firm. Both men were 
formerly with the A. O. Smith 


Corp., Milwaukee, manufacturers 
of automotive parts. 


R. H. Leyh, vice-president and sales 
manager, the Satterlee Co., Minneapolis, 
has set about reorganizing and training 
the sales staff on a long-term basis. He 
is not moving fast in hiring: has no 
desire to puff up the organization with 
mere manpower, but is content to search 
out men for his force. The recent addi- 
tion of two salesmen, W. A. Scheller and 
Gunnar Nelson, brought the supply firm’s 
outside sales staff to seven, but this is 
still short of the desired goal. 

Hand in hand with the rebuilding of 
personnel, Mr. Leyh is accumulating a 
selected list of 15.000 accounts for the 
salesmen to call on. The list is made up 
from direct mail 
If 
at least half are duds, as he expects 
them to be, he will still have a good list 
of 7.500 accounts. or the equivalent of 
This is about as 
much as Mr. Leyh believes a distributor 
salesman can handle and still do justice 
to all. Another phase of the Satterlee 


government records, 


lists, and hjs own company’s files. 


75 for each salesman. 


program is an intensive sales training 
plan revolving around a close manufac- 
turer tie-in. From week to week, manu- 
facturers’ men work with Satterlee sales- 
men in conjunction with an indoctrina- 
tion course in all main lines. 


Ross-Willoughby 
Advances Voelker 


Howard W. Voelker, formerly assistant 
sales manager of Ross-Willoughby Co., 
Mr. 
Voelker, who has been in the mill supply 
business 45 years and with Ross-Wil- 
loughby since 1925, succeeds R. W. Mar- 
tin. who bas resigned. 


has been appointed sales manager. 
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LUBRIPLATE 





There is o LUBRIPLATE Deoler neor you 
++. at the other end of your local tele- 
phone. He stands ready to prescribe the 
LUBRIPLATE Lubricant thot will make your 
machinery last longer, run smoother and 
Produce more product at less cost. He 
has a complete stock on hand to give 
you prompt delivery. Give him a ring. 





| LUBRIPLATE 
efinitely reduce fric- 
inimum. 
i d wear to o minimu 
They cee ‘power costs and od 
long the life of eave UeRt- 
infinitely grecter jegree. 
PLATE arrests progressive weor 


LUBRIPLATE 


ants protect mochine gp 
against the maraningge nae wot 
rust and corrosion. es on . 
alone puts LUBRIPLATE at a 

front of conventional lvbri 


LUBRIPLATE 


Lubricants ore amen — 

ical for reason i / 
me very long life and _ 
put” properties. A little LUBRI- 


PLATE goes a long way. 


Lubricants d 


Lubric 
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Ob aLers From Coast TO cons 
Osu, " 
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MACHINERY 
COSTS MORE 


THAN OIL OR 
GREASE 


Plant managers dread costly ma- 
chine replacements not to mention 
production losses incurred by ma- 
chine stoppages 


Plant managers know that each piece 
of machinery is only of value to them so 
long as its bearings, gears, chains and 
other moving parts withstand the heavier 
loads and increased speeds imposed by 
modern industrial demands. Above all. 
they realized that proper lubrication is 
the chief requisite of efficient and continu- 
ous machine operation. It is understand- 
able that they were unwilling to continue 
to spend dollar after dollar for replace- 
ments of scored bearings, chipped gears. 
and broken chains whose loss could be 
avoided by proper lubrication from the 
start. 

The increased speeds and heavier loads 
of modern operation further accentuated 
the need for better lubrication. So ag- 
gravated did the situation become that 
unless proper lubricants were developed, 
many of the advantages that improved de- 
sign and tougher metals imparted to ma- 
chinery. would be lost. Scientific investi- 
gation of the problem by Fiske research 
engineers brought out two facts. The 
first was that no one oil or grease would 
suffice for all industrial applications but 
a line was required to meet the several 
conditions. The second was that all 
lubricants must have in common, greater 
film strength, better lubricating qualities. 
and.offer protection against rust and cor- 
As the result of this research the 
LUBRIPLATE line of lubricants was 
developed. 

LUBRIPLATE does reduce friction 
and wear to a minimum. It is waterproof 
so prevents rust and corrosion. The “stay 
put” quality of LUBRIPLATE is excep- 
tional. It offers greater film strength 
without causing “drag.” Unsolicited let- 
ters from Plant Managers and Mainte- 
nance Men the country over relate how 
LUBRIPLATE Lubricants cut replace- 
ment costs, reduce machine stoppage. 
save on power consumption, and permit 
heavier bearing loads and increased ma- 
chine speeds. 

In the LUBRIPLATE line there is a 
sufficient variety of densities and con- 
sistencies - - - oil and grease type - - - 
to satisfy all lubrication needs. LUBRI- 
PLATE distributors the nation over are 
in a position to make prompt delivery 
of your LUBRIPLATE requirements. 
LUBRIPLATE Service Engineers wel- 
come the opportunity to help you with 
your lubrication problems. A_ comple- 
mentary copy of the “LUBRIPLATE 
SERVICE HANDBOOK” containing 
valuable information on the subject of 
lubrication will be sent you upon request. 
Write for it today. 
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HALLOWELL 
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NEW! VERSATILE! BITS TO DRIVE ANY TYPE SCREW 


Something new, something different . . . designed originally to materially simplify and improve the use of the 





Keys for driving our “Unbrako” socket set, and cap screws. It proved so handy, efficient and convenient, that 


we re-designed it for all commercial use. 


The “Hallowell” “Unbrako” Speed Tool Key Kit is so small, it will fit into the palm of your hand. A hollow, 
indestructible, black plastic handle holds an assortment of bits that enable you to drive any type of screw. The 
swivel chuck at the end of the handle permits either the direct drive of a straight-handle screw driver, as shown, 
or you can snap the chuck to an angle or ell position (see small cut below), so you can drive screws that would 
otherwise be most difficult to reach. All bits are made of the finest alloy steel, scientifically heat treated to 


: provide a rugged product that will give you long service. 


The “Hallowell” “Unbrako” Speed Tool Key Kit 
is made in two sizes: 


No. 25: contains seven hex, two Phillips, one 
slotted screw bit. 


No. 50: contains six hex, two Phillips, one 
slotted screw bit. 





“Some territory still open for reliable distributors. 
Write today for our attractive proposition.” 






Illustration shows dif- Easily managed, fits 
ferent positions to comfortably in hand. 
which swivel chuck Bits are placed in hol- 
permits bit to be low plastic handle. 







swung. 






OVER 40 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA, BOXER} - 8RANCHES: BOSTON + CHICAGO ~ DETROIT + INDIANAPOLIS « ST. LOUIS « SAN FRANCISCO 
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® Shaft Hangers 

* Bicycle Type Sheaves 
* V-Belt Drives 

* Cast Iron Pulleys 

* Steel Rim Pulleys 

* Ring Oiling Bearings 
° Wick Oiling Bearings 
® Belt Tighteners 


* Set Collars 


* Shatiting 


® Sprockets 


* Chain Drives 


* Hercules Pulleys 
® Wood Pulleys 


® Friction Clutches 


® Pattern Work 


ISTANCE 


TO THE ANSWER ON POWER 
TRANSMISSION PROBLEMS 
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® Rigid Shaft Couplings 

* Flexible Shaft Couplings 
@ Universal Shaft Couplings 
* Medart-Timken-Bearings 

* Iron & Semi-Steel Castings 
e Wire Rope Sheaves 

* Cut Tooth Gearing 

® Molded Tooth Gearing 
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Three members of the Wisconsin 
Foundry & Machine Co., Madison, 
are pictured in the supply firm’s 
warehouse. They are, left to right: 
N. J. Motelet, salesman; Al Radi, 
foreman of the supply depart- 
ment; and Howard Erickson, pur- 
chasing agent. 





Connolly Made Executive 
Of Shapleigh Hardware 


Burton F. Connolly has been made 
secretary of the Shapleigh Hardware Co., 
St. Louis. Mr. Connolly joined the dis- 
tributing firm in 1910 and, except for a 
period during the first World War when 
he was overseas, has been associated with 
the company ever since. He started as 
price clerk, became manager of the bill- 
ing department in 1919, and later served 
as an industrial engineer. He has been 
on the board of directors since 1931. 





A proud father, M. G. Mulhearn, 
was accompanied to the Trans- 
mission Council Christmas party 
by son James A., just back from 
overseas. Mr. Mulhearn heads the 
Mulhearn Belting Co., New York. 

















INCENTIVES FURNISH 
THE DRIVE 





COMING YEAR, 1946, and the years to 

follow can bring unprecedented prosperity 

to the people of the United States if the in- 
centives to secure it are provided. 

We have the advantage of starting with an 
economy which has demonstrated a capacity for 
expansion unequalled in any other country in the 
world. Our economy has demonstrated, also, one 
grave weakness—a recurring interruption of the 
upward trend of production and living standards 
by wasteful and paralyzing periods of recession. 
Recovery from each depression always has car- 
ried us to new heights of economic welfare, but 
the toll of the years of blight has been harmful 
to everyone. 

The job ahead of us is a dual one. We must 
maintain the vitality of an economy which, over 
the years, has yielded an enormous increase in 
the American standard of living, and we also 
must improve its stability. 


The Dynamics of American Production 


In the last prewar year, 1940, the population 
of the United States was 314 times as large as 
it was in 1870. But the national production, meas- 
ured in dollars of constant purchasing power, 
was 10 times as large at the end of the period, 
and industrial output had increased 20-fold. 

In the meantime, the average number of hours 
of factory workers had been reduced from about 
63 per week in 1870 to less than 40 in 1940, while 
average hourly earnings had more than trebled 
in dollars of constant purchasing power. Thus 
“real” weekly or annual wages in manufactur- 
ing had doubled over the 70-year period, even 
though the work-week was cut by 35 per cent. 
This was made possible chiefly by a tremendous 
increase in the quantity and quality of the me- 
chanical facilities which were provided in Ameri- 
can manufacturing industry. Manufacturing 
capital investment per worker was multiplied 
by 6 times over the period in question. But the 


return per dollar invested, while it has fluctuated 
widely between good years and bad, showed no 
general upward trend over that portion of the 
period for which measurement is practicable. 


Incentives in American Manufacturing 


There has been, historically, a remarkably con- 
sistent pattern in the division of the realized in- 
come from the expanding manufacturing output 
of America. Reliable statistics are not available 
for as far back as 1870, but from 1899 through 
1939 the average share of wages and salaries has 
been 8214 per cent against 171% per cent as the 
share to investors (including dividends, intcrest, 
rents, royalties, and non-corporate profits). There 
have been, from year to year, relatively minor 
divergences from this pattern of distribution, but 
there is no discernible trend during the period 
away from the averages cited. 

It is suggested that the persistence of the aver- 
age 171% per cent share of realized income from 
manufacturing that was maintained for the 40 
years preceding World War II may represent the 
proportion that is needed to produce the divi- 
dends, interest, rents, royalties, and non-corpo- 
rate return that will provide for the continuing 
investment upon which an expanding produc- 
tivity such as we have had in the past depends. 
At any rate, it would seem reckless to depart too 
radically from such an established pattern at a 
time when unprecedentedly large private capital 
investment is counted on to make up for the 
drastic curtailment of such investment during 
the war years, and to carry us to the new high 
levels of civilian production set as our postwar 
goals. 


The Distribution of Manufacturing Income — 
in War 


At the beginning of the war, the Government 
adopted controls and a tax program designed to 
prevent wartime activity from resulting in un- 





duly swollen private returns. Due primarily to 
huge volumes, the profits before taxes of manu- 
facturing industry were very high, but through- 
out the war its profits after taxes averaged returns 
no larger than they had been in good prewar 
years. Relative to volume, they were consider- 
ably lower than in prosperous years in the past. 
Again, there can be no complaint at results that 
generally were in accord with a national war- 
time policy. 

But it is fair to note that the wages of manu- 
facturing labor were allowed to increase sub- 
stantially during the war. Between January 1, 
1941 and April, 1945, average weekly earnings 
per worker increased by 77 per cent. This was, 
in considerable part, a result of increased work- 
ing hours and a shift from low- to high-paid in- 
dustries, but straight-time hourly earnings on the 
same jobs increased about 40 per cent against a 
cost-of-living rise of about 30 per cent. 

The net result was to alter drastically the 40- 
year relationship of the 1712-82% per cent divi- 
sion of Realized Income from Manufacturing. The 
share of wages and salaries increased to over 90 
per cent, and the investment share shrunk to less 
than 10 per cent. 


Its Postwar Distribution 


This wartime shift in the proportion of ‘dis- 
tributive shares has an important bearing upon 
current wage controveries. With union demands 
for wage increases ranging up to 30 per cent, and 
the economists of the Office of War Mobilization 
and Reconversion asserting that an average in- 
crease of 24 per cent is feasible without raising 
prices, it is pertinent to inquire how such 
increases would affect the prewar ratios that 
governed realized income distribution in manu- 
facturing. 

Forecasting is always hazardous, but if we 
assume (1) that in 1946 we shall reach the $160 
billion level of national output which the Gov- 
ernment proponents of general wage increases 
expect, and (2) that there will be little increase 
in productivity because of the continuing process 
of reconversion, and (3) that the Government 
will succeed in carrying its announced purpose 


to maintain present price ceilings, it appears that 
a 24 per cent general wage increase would re- 
duce the share going to capital from 17% per 
cent to 11 per cent even allowing for its increased 
return resulting from the repeal of the excess 
profits tax. The prewar ratios would be about 
maintained if wages remained at present levels, 


Conclusion 


Since the maintenance of these prewar ratios 
was accompanied by an unparalleled rise in the 
“real wage” of American workers, there is a 
powerful prima facie case for not tinkering with 
them. It should be noted, however, that some 
economists think that the size of the investment 
share of manufacturing income tends to provide 
more capital than can be absorbed by a mature 
economy, and thus contributes to those breaks 
in the expansion of the economy which, as stated 
at the outset, have been its principal blight. 

Regardless of what may ultimately prove to 
be the validity of this view, no one can respon- 
sibly contend that at this early but crucial stage 
in the reconversion process is the time to test it. 
Now, no one knows whether, or what dimension 
of, additional wage increases can be supported 
without forcing up prices or reducing profits to 
a point that will discourage vitally needed pri- 
vate capital investment. 

We want high and increasing wages in Ameri- 
can manufacturing. We need them to provide an 
active incentive to workers to support expand- 
ing productivity, as well as to continue the trend 
of rising living standards in America. Equally, 
we need a continuing profit incentive of suff- 
cient attractiveness to call forth the new in- 
vestment upon which expanding productivity 
depends. 

We can never attain our dual objective if we 
push one of these aims so far and so fast that 
it defeats the other. 


President, McGraw-Hill Publishing Co., Inc. 
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Yale Midget King Elec- BY, 

tric Hoist provides acom- & 
act, strong, economical 

ight-duty power hoist 

for speedy handling of 

numerous production, 

repair, and maintenance 


tasks. Hook and trolley rie | 
types. Capacities up to 
2 tons. 


@ Pictured here is a job that could be a time-stealing 
“back breaker” for the worker and a costly production 
“headache” for management. But it’s done in a hurry 
time after time by a Yale Midget King Electric Hoist, 
mounted on a jib crane. A twist of the wrist on the one- 
hand bar grip control raises the heavy casting from the 
floor. Light pressure from the worker’s free hand guides 
the load. No muscle strain, no waste of time. Instead, 
more lifts per day ... greater productivity at less cost. 

Let your customers and prospects know how easily the 
fast-acting Midget King lifts, lowers, and spots loads; 
how it cuts “muscle money” off the payrolls, gives the 
worker more time to concentrate on production; how it 
saves time and effort in lifting and shifting materials, 

Offer this sure cure for worker “back ache” and man- 
agement “headache,” and you hold a winning hand that 
boosts your earnings. Yale performance will prove the 
truth of your every claim—and the Midget King will 
prove a real money-maker for you. 


The Yale & Towne Manufacturing Company 


4530 Tacony Street Philadelphia 24, Pa. 


Yale Cable King Electric Wire 
Rope Hoists, available in 
types to meet all needs, are 
sturdily-built, power-operat- 
ed production lifting ma- 
chines. Exclusive air-cooling 
assures perfect operation on a 
heavier duty cycle. Exclusive 
one point lubrication. Capaci- 
ties up to 12 tons, 








YaleSpur-Geared Chain Hoists 
—"from hook to hook a line 
of steel’”’—permit quick and 
safe lifting and spotting with 
little effort, but maximum 
efficiency. Supplied with trol- 
leys for use on overhead track. 
Capacities up to 40 tons. 











Yale Pul-Lift—the tool 
of a thousand uses—cuts 
handling costs, safely 
and efficiently performs 
innumerable hoisting 
and pulling jobs both in 
production and mainte- 
nance operations. Capac 
ities up to 6 tons. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 


HOISTS—HAND AND ELECTRIC TRUCKS—HAND LIFT AND ELECTRIC KRON INDUSTRIAL SCALES 
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TOPIC OF THE MONTH 











Guide to Sales 


Sales of industrial equipment and supplies closely related to nation's industrial activity 


THE PROBLEM of finding a standard or 
guide against which individual firm 
sales can be measured is a continuing 
quest on the part of the industrial dis- 
tributor and his salesmen—or for that 
matter, all alert businessmen whether 
in distribution or manufacturing. The 
difficulty lies in finding some “par” that 
has logical meaning and which can be 
used in comparing the sales perform- 
ance of any concern. 
’ For a number of years Mitt Supp.ies 
has regularly compiled, through the 
cooperation of a large number of dis- 
tributors, a monthly index of supply 
sales. An individual house, by using 
this index, can compare its own sales 
performance with the average for the 
industry. A distributor salesman can 
also use it for comparing his sales, month 
by month, with sales trends in the in- 
dustry as a whole. This service has 
proven to be an invaluable guide. The 
search, however, continues for some 
national independent measure against 
which the distributor can check his 
performance. He needs a measure from 
outside his trade that he can use as a 
guide in setting potentials or goals. 
On purely logical grounds we know 


as industrial activity rises or falls, dis- 
tributor sales also rise or fall. Thus 
a guide that would reflect changes in 
the activity of the customers of dis- 
tributors would be valuable. But there 
are a number of generally accepted in- 
dexes or aggregates that measure more 
or less directly the changes in indus- 
trial activity. The most comprehensive 
of which are the gross national product 
and national income figures of the De- 
partment of Commerce. There are also 
the statistics on the number of employees 
currently working in manufacturing’ 
plants. As activity in plants increases. 
the number of workers employed goes 
up and vice versa. The close correla- 
tion between employees on the payroll 
and industrial activity has long been 
known. Then there are indexes, com- 
piled by the Board of Governors of the 
Federal Reserve System, that measure 
directly the changes in industrial ac- 
tivity. These indexes supply a compre- 
hensive picture of changes in total in- 
dustrial production as well as a break- 
down of changes in activity in durable 
goods manufactures, non-durable goods 
manufactures and in mining, to mention 
only the major subdivisions. The prob- 


lem then is to find the outside measure 
of industrial activity—the activity of 
the customers of industrial distributors— 
that most closely correlates with the 
sales of distributors. 

To get the answer to this question, 
the editors of Mitt Suppuies got the 
actual sales figures, in index form, from 
six industrial distributors operating in 
widely separated geographic areas and 
serving diverse industries. The’ actual 
sales experience of these distributors was 
compared with the various measures of 
overall industrial activity to determine 
the series which showed the closest re- 
lation over the years 1929 through 
1944. Analysis revealed that indexes of 
industrial activity prepared by the Board 
of Governors of the Federal Reserve Sys- 
tem apparently were best suited to serve 
as a guide to distributor sales. 

Starting with this issue, MILL SuppLies 
will carry as an added monthly feature 
the Federal Reserve Boards’ indexes of 
industrial production in a special sec- 
tion “Industrial Production Indexes.” 
These indexes will give the distributor 
an overall picture of the changes in 
the level of activity of his customers 
from month to month. By plotting his 
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own sales figures against these national 
measures, he can see if he is getting a 
proportionate gain in sales as national 
industrial activity rises or conversely are 
his sales dropping more than a decline 
in his customers’ business would indicate. 


INDUSTRIAL PRODUCTION INDEX: 
A word about the Federal Reserve 
Board index of industrial production is 
in order. The index was developed dur- 
ing the 20’s in response to nationwide 
demand on the part of business for a 
comprehensive measure of the physical 
volume of industrial production. Since 
its inception, it has rather generally 
been regarded as one of the most re- 
liable guides to industrial activity. The 
index provides a continuous measure of 
the physical output of our mines and 
factories from 1919 to the present date. 
It has been revised and improved on 
numerous occasions, the weights have 
been changed, and the base period has 
been moved from the average 1923-25 to 
its present base of 1935-39. 

The accompanying chart, “Industrial 
Production 1919-1945”, (page 132) gives 
the historical picture of the course of in- 


dustrial activity from 1919 to the present 
time. In addition to the total index, the 
three major components are also shown. 
For the 1935-39 period, durable goods 
manufactures accounted for 37.93 per 
cent of the total index, non-durable manu- 
factures accounted for 46.87 per cent and 
the mineral industries accounted for 
15.20 per cent. Roughly, these are the 
weights used to measure the significance 
of each of these segments of industrial 
activity in the total picture of the phy- 
sical output of mines and factories. 


The major industries included in the 
durable goods index and their propor- 
tionate contribution to the total index 
are as follows: 


Percentage 
of the 

Durable Manufactures : Total Index 
Iron and steel 
Machinery 
Transportation equipment .. 
Non-ferrous metal products. 
Lumber and products...... 
Stone, clay and glass products 


2:81 
4.39 
3.00 


Total 


And for the industries included in the 
non-durable manufactures segment of 


Relation of Distributor Sales To Industrial Production 
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the index and their proportional con- 
tribution to the total, the industries are 
as follows: 


Percentage 
of the 
Total Index 
11.22 
2.28 
10.92 
1.84 
1,24 
3.13 
6.44 
2.14 
6.27 


1.39 
46.87 


Non-durable Manufactures : 
Textiles and products 
Leather and products 
Manufactured food products 
Alcoholic beverages 
Tobacco products 
Paper and paper products.. 
Printing and publishing .... 
Petroleum and coal products 
Chemical products 
Rubber products 


Wires cusuke ewes aceon 


The major elements in the mineral 
component are crude petroleum (8.70 
per cent) and bituminous coal (4.31 per 
cent). Production of other minerals 
makes up the balance of the index. 

An inspection of the chart will indi- 
cate widely varying movements over the 
years in the three components that go to 
make up the total index. In the depres- 
sion of the early 30’s and again in 1938 
the durable goods industries suffered by 
far the greatest drop. The non-durable 
goods curve slipped downward on a 
much more limited scale while mineral 
production, in contrast, has maintained a 
relatively even level of activity through- 
out the years. The question now arises 
which curves most closely parallels the 
fluctuations in distributor sales? 


DISTRIBUTOR SALES AND INDUS- 
TRIAL PRODUCTION: In the chart 
“Relation of Distributor Sales to In- 
dustrial Production” we have plotted on 
an annual basis the average sales curve 
of the six distributors whose sales in- 
dexes we obtained for the period 1929 
through 1944 against the curves of (1) 
total industrial production, (2) non- 
durable goods manufactures and (3) 
durable goods manufactures. 

On this chart the three production 
indexes, as well as the composite sales 
index of the six distributors, are plotted 
on the same base; namely, the average 
for the years 1935-39 was taken to equal 
100 per cent. This composite index of 
the sales of six distributors, of course, 
is not intended to reflect distributor sales 
generally. The actual sales figures have 
been averaged in this index only to in- 
dicate the approach or method used in 
determining the production curve with 
which distributor sales might best cor- 
relate. Another caution is in order. The 
industrial production curves measure 
changes in physical volume, while the 


(Continued on page 138) 














Boavep with profitable sales opportunities for the mill-supply man, 
here’s another notable addition to the line of Nicholson Rotary Files. 


With a hardness close to that of the diamond, Nicholson Cemented 
Carbide Burs have up to fifty times the wearing qualities of high- 
speed tool steel. 


Being precision ground (not hand ground), the flutings of these 
burs are absolutely uniform; radii and circumferences are faultless. 


Nicholson Cemented Carbide Burs cut all types of metal. They 
can be operated at very high tool speeds. This, with their precision 
action, enables faster, more accurate and more efficient cutting — 
under pressure so light that chipping or breakage is rare. 

Nicholson Cemented Carbide Burs are “precious” tools, but 
relatively low in cost when based on their extraordinary work capacity 
and long life. Get into the fast-opening field for this advanced new 
line of industrial tools. ... Send for PRICE LIST. 


NICHOLSON FILE CO. © 91 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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NINE STANDARD SHAPES 
ranging from two fo six sizes 
and %" to 1” stock diameters. 


Sreps Down Cosrs 
oTePs Up SALES, 


Sell This Tool for Many Kinds of 
Grinding, Wire Brushing, Buffing 


Black & Decker Electric Portable Grinders are quick 
profit-producers—in your own selling—in speeding up 
your customer’s production, particularly on jobs where 
the tool must be carried to the work. 


You can sell Portable Grinders and attachments for all 
such work as preparing surfaces for welding . . . smoothing 
welds ... snagging and grinding castings . . . cutting off 
rivets, bolts, studs . . . removing rust, scale, oxidation, old 
paint ... cleaning tanks and structural metal . . . spark 
testing . . . grinding, cleaning, burnishing and buffing 
frames, cabinets and countless other types of assemblies. 
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And don’t overlook this: Every sale of a Black & 
Decker Electric Portable Grinder brings repeat business in 
grinding wheels, wire wheel brushes, buffing wheels and 
other attachments. Put in a word for Portable Grinders 
on every call—and you’ll put plenty of orders in your 
book. The Black & Decker Mfg. Co., 617 Pennsylvania 
Avenue, Towson 4, Maryland. 
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distributor sales figures are in dollar 
terms and as such are influenced by 
price changes. In a period of sharp or 
excessive price changes, the divergent 
movements reflected by the two indexes 
(production and sales) would cease to 
have any logical meaning for purposes 
of comparison. For example in a period 
of wild inflation such as took place in 
Germany and France after World War 
I prices might increase three, four or 
five fold in a period of weeks or months. 
This might cause a corresponding in- 
crease in the sales index without any 
logical correlative change in the index 
of physical output. With the exception 
of these very freak periods, however, 
the relation between changes in manu- 
facturing production and 
sales has meaning. 

An inspection of the chart reveals a 
very close relation between changes in 
the volume of durable goods production 
and sales of distributors. This relation 
is especially close in the period from 
1929 through 1941 but the subsequent 
war years do not show such a close 
relation. There are a number of reasons 
for this: (1) it was a period of rapid 
change in the nature of manufacturing 
output; (2) production of munitions, 


distributor 


ships and planes appeared in new in- 
dustrial areas and, (3) the index of 
sales of the six distributors is not repre- 
sentative (it couldn’t be with such a 
small sample). The significant thing, 
however, is the strikingly close rela- 
tion between production and sales dur- 
ing the more normal pre-war period, 
1929-41. 

The fact that sales of distributors, as 
reflected by the sales of six firms, cer- 
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relates so closely with durable goods 
production can perhaps be explained by 
the nature of the lines handled by sup- 
ply firms. A large part of the lines sold 
are bought by concerns in the metal- 
working industries. To be sure, the in- 
dustrial distributor serves all industries, 
but a very substantial part of his volume 
is in lines going to the industries which 
are included in the durable goods in- 
dex. Then too, this particular segment 
of business is more volatile and the broad 
movements in this important area shape 
the whole sales picture into a similar 
pattern. 


SALES OF SIX FIRMS: In the chart, 
“Relation of Sales By Six Distributors to 
Durable Goods Manufactures,” we have 
plotted the actual sales indexes of six 
distributors against the durable goods 
index of the Federal Reserve Board. All 
curves are on the same base: namely, 
the average for 1935-39 is taken to rep- 
resent 100 per cent. 

The striking point revealed by this 
chart is the very close relation between 
sales and production between the years 
1929-41. The peaks and troughs occur in 
the same years and in many cases the 
sales curves of the six firms are practi- 
cally super-imposed on each other. 
From 1941 on, however, the sales per- 
formance of the six houses vary widely. 
Sales in house D, for example, expanded 
seven fold from the average for 1935-39 
to 1943. The wartime gain shown by 
house B, on the other hand, was only 
about two fold. This may be accounted 
for by the relative differences in the 
changes in industrial activity in the two 
regions in which D and B operate. From 
the point of view of B, however, the 
lack of proportionate sales expansion 
in line with the growth of durable goods 
manufacture generally should be the sub- 
ject of analysis. Are there local reasons 
which account for the showing? For 
instance, it might happen that the stimu- 
lus of wartime production was little felt 
in B’s area. It is important that B 
should know this. The increase in sales 
showed by B would normally be con- 
sidered very good, but he fell short of 
the potential as indicated by the in- 
crease in the durable goods index. 

House D, on the other hand, might 
have been located in an area that experi- 
enced an unusual and more than average 
wartime boom. Or again, he might have 
done an exceptional job of capturing new 
business. The point is, by relating the 

(Continued on page 247) 
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Chattanooga Firm 
To Add Salesmen 


Thad L. Dorsey, president of the 
Industrial Supply Co., Chat- 
tanooga, Tenn. 


The Industrial Supply Co., Chatta- 
nooga, Tenn., expects to add several 
. } a OF ." more salesmen to its staff of five repre- 

* Tt, Wau) ud) j sentatives in the next six months, accord- 
at 3 Ue ing to Thad L. Dorsey, president. The 
£ present staff includes James McPherson 
p Hi U 7 Po T | 5 ig t T dg and Robert Benner, Jr., working out of 

» the main office; Phil A. Fitts and Richard 
Young at the Nashville, Tenn. branch 


and James Clark in Knoxville. 
Started in 1937 under sole ownership 
7 of Mr. Dorsey, the firm specializes in 


industrial safety and protection with 


, P goggles, face and eye shields, respirators, 
£0 4 gloves, shoes, protective clothing and fire 
— extinguishers. Starting with Mr. Dorsey 


as sales manager, J. L. McGaughy has 

Crosby Clips are being advertised in trade publications ss eal ee aya 

that reach most clip users. Result: still greater percent- tres Piette hie igs eeacr resumen 
“i sila saatittadiah idli-dihiniameet allen alt brass, bronze, copper and aluminum cast- 

ages © hese eee y ~ ings, rods, sheets, tubes, solder, babbitt 

Crosby Clips, are specifying the brand name to their and welding supplies. 

suppliers. Crosby Clip dealers are enjoying increased 

volume on this profitable shelf item. American Hoist 


af“ Derrick Co., manufacturers, St. Paul 1, Minn. New Vice-President 


For Philco 
David B. Smith, director of the Philco 


research division since 1941, and an 
authority on radio, radar and television, 
has: been made vice-president in charge 


of engineering of Philco Corp. 

. Mr. Smith joined Philco in 1934, after 
receiving the regrees of B.S. and M.S. in 
electrical engineering from M.I.T. He has 
served as patent engineer, supervisor of 


special research study groups, and tech- 
Af x it : ale nical consultant to the vice-president in 
, charge of engineering for the company. 
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| Your Industrial Buyers| 


/ Are always on the lookout for ways to increase jf 
output without cutting quality. They are reading 
this advertisement in lebding trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 


No Worezz-Worrzzes™ 


with Corbin-Phillips Screws 


steel driving bit is held firmly in the Phillips 

Recessed Head, surrounded and centered in a 

firm grip that insures straight-line driving. Pro- 

the work. Wobble Worries sloy i duction increases, fatigue decreases . . . profits 
cause fatigue and irritation. show up. 

Add Corbin uniformity, and you have one 

answer to higher wages with lower selling prices. 


w DIVISION 
3 ? RBIN SE ee ae coat 
NEW BRITAIN CONNECT | 


Warehouses: Chicago 
Mew York . 


New Britsin = 
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PRODUCES 


... cutters that can be depended 
upon even under the toughest dress- 
ing operation conditions. Because 
Vincent cutters are made of a special 
analysis steel, and because they are 
heat treated by the exclusive Vin- 
cent Process in our own plant— 
one of the country’s largest and 
most complete heat treating shops— 
they always have the exact degree 
of hardness required for this type of tool. 


Work was forgotten for a bit 
when Sgt. Bob Carrs, inside sales- 
man, turned up at Chandler & 
Farquhar Co., Boston. With him 
are John L. Ketchum, Tom O’Mal- 
ley (Aro Equipment), W. J. 
Hucksam, office manager; J. F. 
Donahue, general manager; and 
Walter E. Currier, sales manager. 





Reed Is Appointed | 
District Manager 


Neil C. Reed was appointed manager 
of District Operations of the Elevator Di- 
vision of the Westinghouse Electric Corp., 
Jersey City, N. J. Mr. Reed, a veteran of 
World War I and manager of the Air- 
craft Application Department of the West- 
inghouse Small Motor Division during 
World War II will be responsible for the 
elevator installation and sales activities 
throughout the United States. 

After receiving his degree in electrical 
engineering at Syracuse University, Mr. 
Reed joined Westinghouse as a graduate 


student and transferred to the elevator 
division in 1927. He has represented the 
firm in Pittsburgh and Chicago, and was 


Regularity in dressing and trueing grinding 
wheels saves not only the wheels but produc- 
tion time as well. When you sell Vincent- 
Huntington wma Pose meee — manager of the Buffalo district. He is a 
pec aoe oR othe wgemnerhmctinr ee by tee member of the Ordnance Association and 
efficiency. Information on the complete line the National Electrical Manufacturer’s 
is yours for the asking. Association. 


Anderson, Neilson 
Join Aro Equipment 


M. J. Anderson has been made sales 
and service engineer at the Bryan, Ohio 
plant of The Aro Equipment Co., after 
release from the Army Air Forces with 
the rank of Captain. Mr. Anderson is a 
graduate of the University of Pittsburgh, 
and his Army record includes about ten 
months as B-17 pilot, as well as test 
piloting at Wright Field. 

D. J. Nelson has joined the sales or- 
ganization of F. W. Busch, Aro’s New 
York State. representative, and will sell 
pneumatic tools in that territory. 


. re -" Sins, - 5 oe 
ETROIT 7, MICHIGS 














One of a series of advertisements ex- 
plaining how Kennedy gives careful 
attention to the details of valve design, 
construction and workmanship that pro- 
vide maximum effectiveness, convenience, 
and length of service. 


WHEN THIS STUFFING BOX 
IS TO BE PACKED 


J UST show your customers all the conveniences 
at the stuffing box of this Kennedy Standard O. S. & Y. Iron 
Body Wedge Gate Valve. 


Swing bolts drop out of the way for repacking, the slotted 
gland frees the bolts after the nuts have been loosened, the 
washer type nuts eliminate loss of washers, the shelves on 
the yoke hold the gland out of the way, bronze bushings 
are at gland and bonnet where the stem passes through, 
and the stuffing box is generously deep. The bolts and 
nuts are rust-proofed, too, so they will not corrode. 


i 


RSE ERI Andee 


No wonder all previous repacking annoyances and troubles 
are eliminated when these valves are installed. These 
many conveniences are typical of the careful attention to 
detail in all Kennedy valves ... a type and size for all 
standard bronze and iron body valve requirements of your 
customers. 


Ot al ES RAED A SER EOE BETS 


THE KENNEDY VALVE MFG. CO., ELMIRA, NEW YORK 


évira Value” in CVAL VES 
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©@M} MAY be a funny-looking guy but I’m 
proud of my physique . . . my head is 
SPURRED for efficiency ... my body is ELECTRI- 
FIED with strength and energy .. . my arms and 
legs are POWERFUL and UNTIRING and I can 
do all your LIFTING and PULLING jobs with 
an ease that is astounding . . . now that I’ve 
finished the job for Uncle Sam I’m ready to work 
for you . .. Ask my boss about the thousand and 
one jobs I can do for you and what a help I'll be 
in the post-war period.” 








you'd like our 
latest _ bulle- 
tins we'd be 

glad to send 
‘ them to you. 





COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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Warner Hardware 
Expands Territory 


With the recent opening of its whole- 
sale annex, the Warner Hardware Co., 
Minneapolis, set into motion a plan to 
blanket the state and expand its sales in 
all industrial lines. The outside sales 
force of six men will be added to as 
stocks and sales increase, and the firm 
has taken on more than a dozen new 
lines in the past few months. 

The Warner wholesale establishment is 
equipped with department-store type dis- 
play windows which the firm hopes to use 
to good advantage in pushing its lines, 
and fluorescent lighting considerably over 
minimum requirements make the win- 
dows and counters objects for attention. 
No stock, other than that displayed in 
the windows and on the demonstration 
floor, is stored on the first floor, but 
stocks are put in the basement, and sec- 
ond and third floors. Fast moving mate- 
rials take up the second floor, bulky 
items are on the third, and the basement 
receives the heavy material and equip- 
ment. 

The new building also affords econ- 
omies in handling. On the ground floor, 
rear, trucks may drive into the building 
and unload either on docks or directly 
on the freight elevator. The establish- 
ment can accommodate a conveyor and 
studies are now being made to determine 
the feasibility of installing one. 








Major Theodore C. Ohart, veteran 
of almost five years in Army Ord- 
nance, has returned to General 
Electric Lamp Dept., as district 
engineer for the Empire sales dis- 
trict with headquarters in Buffalo. 

















CUTTING BITS, DRILLS 
REAMERS will be | 


*OLn rHROUGH DISTRIBUTORg 


THE name "“Celfor” is known and respected 
throughout industry. Celfor Drills and Reamers were the 
firs! products of Clark—first made in 1904 when this 
company was established; the first high speed drills to 
be made by the process of forging tungsten steel to shape 
and twisting while hot; tools recognized for 42 years of 
the nation’s industrial growth as good products by able 
craftsmen, using the finest tool materials to be had. 


Today the Celfor family is increased by addition of 
Ds CARBIDE CUTTING TOOLS 


These new items complete the Celfor Line— 
completeness in keeping with its unsurpassed 
Sy, quality that is a Celfor characteristic. 


A 





yt * * * * 


As a good business man, always on the alert for ways to 
build and strengthen your business, you may see a stirring 
opportunity in the union of two sound reputations—your 
own and Celfor's, If this idea appeals to you, we'd like 
very much to hear from you. 


CELFOR DRILL DIVISION 


CLARK EQUIPMENT COMPANY 


BUCHANAN, MICHIGAN 
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. tagged for the big jobs! 


HEXACON 
ELECTRIC 
SOLDERING 









Douglas 
Aircraft 
















Important news to 


HEXACON soldering irons ore a profitable line 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and on aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%” to 1%". All are designed for long life and rapid 
economical production. ; 


HEXACON ELECTRIC CO. 


138 W. CLAY AVENUE, ROSELLE PARK, N. J. 


This production 
iron provides oa 
large reserve of 
heat at the right 
temperature 
for sustained 
Production. 


vVivVl 
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G. V. Biades, one of the founders 
of the Camm-Blades Machinery 
Co., Milwaukee distributing firm, 
died following a heart attack on 
Oct. 8 Prior to establishing the 
supply firm in 1927, he was a rep- 
resentative of the Nelson Ma- 
chinery Co., Green Bay. 





Fiftieth Anniversary 
For American Pulley 


On November 12, 1945, the American 
Pulley Co., Philadelphia, celebrated its 
fiftieth anniversary. Its beginning in 
1895 at Eighteenth and Hamilton Sts., 
where the personnel comprised fifty per- 
sons, executive, office and shop employ- 
ees, was inspired by the invention of a 
split steel belt pulley by Thomas Cors- 
caden of New Britain, Conn. 

Additions of new lines of manufacture 
over the years have accounted for steady 
expansion of the company’s activities. 
Some of the more important lines are: 
pressed metal stampings, spools and 
reels; car axle lighting pulleys; hangers 


and bearings; hand trucks; V-belt 


| sheaves; conveyor pulleys; variable-speed 
| traiismission units; paint agitators. 


| Strand General Manager 





Names Successor 


Clyde W. Blakeslee has retired from 
the general managership of N. A. Strand 
& Co., Chicago, manufacturers of flexible 
shafting and machinery. Mr. Blakeslee 
was associated with the company for 
25 years, and has been in machinery and 
supply industri¢s for more than 50 years. 

Wilburn H. Swanson has been made 
general manager in accordance with his 
predecessor’s wishes. 











Prompt Delivery on BOTH Types 


ARMSTRONG-BRAY 


woe? 


Have not only regular card which pro- 
tect fingers from sharp points, but with 
extra double (patented) blue aligning 
cards that hold hooks securely, prevent 
hook loss either from handling or in 
short end waste — every hook can be 
used. 6 sizes. Wiregrip is applied with 
a wiregrip lacer or any other standard 
make lacer or lacing machine. 


ARMSTRONG-BRAY 


STEELGRIP 


BELT LACING 


applied with a hammer in a few min- 
utes. STEELGRIP penetrates all types 
of belting easily, clinches down flatly, 
gives a smooth "humpless” joint. It is 
especially recommended for fabric and 
rubber belts because it compresses and 
protects belt ends and prevents fray- 
(above) Note how pat- ing. Comes in I! sizes, with double 
ented double aligning "hinge" rocker pins that take up weér 
card holds each WIRE- and increase flexibility. Packaged in 
GRIP BELT Hook at 5 standard boxes and handy packages for 
points. convenient display. 


The Most Complete Line of Gear Wheel and Bearing 
Pullers—Both Standard and Universal 


STEELGRIP—Standard Rigid Arm Pullers (both 2-arm and 3-arm) 


with forged heat treated arms and special steel screws. Safely de- WIREGRIP LACERS 
signed—the greater the pull the surer the grip on the work. 16 types 


and sizes. STEELGRIP SPECIAL Pullers include Fan Propeller Puller, 
Battery and Electric Terminal Puller, and Pitman Steering Arm Pullers. 


The Wiregrip Lacing Machine ap- 
plies all standard make belt hooks. 
The Vise Lacer is operated by any 


ordinary bench vise. Parts of the 
CHAINGRIP—Universal Pullers (3 ton and 12 ton capaci- #3 Lacer are interchangeable with 
ties). Pull spoked wheels, solid gears, pinions or sheaves similar parts of other standard lac- 
either close to or at considerable distance from the end of ing machines. 
the shaft. Proof tested chains with chain hook on one end For Round 
and on the other end special hooks for motor pulleys, bush- FLEXGRI Belting 


ing, etc. 


ROUND BI 
erry FL LEXGRIP 
a Couplings and 


a SUREGRIP 
re : 


Hooks are pro- 


BneGRI® vided for 


Round Belting, 
oe Prompt 
| ( ») Delivery on 
Both Types 
With double and redoubled manufactur- 
ing capacity ARMSTRONG-BRAY & CO. 


continues to give prompt delivery on all 





of your belt lacing needs . . . not only on 
one but one both standard types of belt 


Write for lacing. 


Catalog Sheets ARMSTRONG - BRAY & CO. 


"The Belt Lacing People"’ 
5356 Northwest Highway, Chicago 30, U.S.A. 
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Nance Supply 
Buys Building 


TAR 





E. T. Nance, owner of the Nance 
Supply Co., Winston-Salem, N. C., 
at his desk in the recently reno- 
vated building just taken over by 
the firm. 


E. T. Nance, owner of Nance Supply 
Co., Winston-Salem, N. C., has purchased 
a seven-section building in the 200 block 
of South Liberty St., for expansion and 
for future investment. The firm also oc- 
cupies quarters at 121 So. Main St. 

Mr. Nance has moved the offices and 
sales rooms to the purchased building 
which has been “renovated and redeco- 
rated. It is occupied by five other firms 
also. Two stories of the building front 
130 ft. on South Liberty St. while three- 
story portion extends through to South 
Liberty St. annex. Extensive remodeling 
was effected and present office space con- 
tains all innovations in equipment, in- 
cluding air-conditioning and fluorescent 
lighting. 

The building, constructed of brick and 
concrete, was formerly owned by a stor- 
age firm. It contains four electric ele- 
The HOW and WHY of METAL CUTTING vators and a sprinkler system. A double 
This handy, pocket-size booklet for the man railroad siding is one of the main fea- 


who uses hack saws, gives practical infor- tures. 


mation on the selection, use and care of 


aiela Mkteh vm olicle(-melate) 
frames sy Knight Resigns 
siahess: From Allis-Chalmers 


# The resignation of William H. Knight 
CLEMSON AN from his position of manager of the Allis- 
Chalmers Duluth branch sales office has 

CLEMSON BROS. Inc., Middletown, N.Y i 
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been announced by J. L. Singleton, mana- 
ger of district offices. Mr. Knight will be 
succeeded by John G. Barta of the Mil- 
waukee district office. 















AT YOUR 


Wer 1.800 Brushes 


Hor INDUSTRY and FINE ARTS 


This catalogue illustrates and describes 
the most complete line of brushes offered 
today. Copies available for Purchasing 
Agents, Executives, Superintendents, etc. 


Write for copy on your company letterhead. 


q#é SOLO- HORTON BRUSH CO.,INC. 


333 WEST 19TH + Dept. A-4 + NEW YORK ciTyY if 
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cham DRIVES 





erat 


Morse Selling 
Points 


1 Sizes and capacities for 
every requirement — 3/16” 
to 3” fractional to 3000 h.p. 


2 Exclusive “Rocker Joint” 
means longer life 


Vp = Z | sy 3 — pe igh Pen 
. Peer) MM nsmission. High efficien- 
we Pte 


4 Operates on long or short 
centers . 


Great Dr ives to Sell 5 Chain drive flexibility ab- 


sorbs shocks, load strains, 
protects machines 


ae ss : G Not affected by difficult 
for reconditioning and modernizing present plant equipment, sales conditions of heat or cold, 


‘Plenty of sales for the men who sell Morse Silent Chain Drives. Sales 


for new power transmission drives on equipment flowing into recon- moisture or aridity 
version . . . Morse Silent Chain Drives are proven, efficient, trouble- 7 Requires minimum main- 
free producers in every industry and on all types of machines. Sell tenance 

them as hard as you like and be confident that they will deliver 


economically and dependably. Your customers — and you — will be 


8 Drives up to 50 h.p. in stock 





happy with Morse Silent Chain Drives. 





a G0) ee ORCL AGE LER. CLUTCHES 





MORS E Rol lent CHAI NS 


MORSE CHAIN COMPANY e ITHACA, N.Y. e DETROIT 8, MICH. ¢ A BORG-WARNER INDUSTRY 
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In THEIR travels up and down the vast fields of indus- 
try, Nicholson service engineers are constantly run- 
ning across instances where the advantages of using 
The right file for the job are clearly apparent in 
better work, faster production, or lower file costs. 
But they also find many instances where the wrong 
file for the job is incurring excessive costs— especially 
on mass-production work. 

Nicholson has always gone beyond just making 
good files. Here the study of industry's filing prob- 








ess a gw , esign 
sive action of hard chromium and nickel content of stainless steel. 
Be sure your orders for these files specify ‘‘for Stainless Steel."’ 
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Case history No.: 204 


O The job was a tough one on files which 
were used to remove sharp edges from 
a bomber gun-port ring as it was spun 
in a bench lathe. 
showed extreme wear. 


On one of his calls, a Nicholson 
service engineer quickly solved the problem, 
both as to finishing results and from the 

O standpoint of file-replacement costs. 





Ordinary files quickly 


A 10" Nicholson 
file for Stainless 
Steel,* in the Bastard 
cut, was tested on the 
job. It cut extremely 
well, and showed only a 
fraction of the wear 
of the files previously 
used. 








lems is a never-ending one. New metals, new prod- 
ucts, new production methods are constantly being 
put under the light of filing research and experiment. 
There’s a reason for the existence of every one of 
the more than 3000 kinds, cuts and sizes of Nicholson 
and Black Diamond files. 
. 
MILL SUPPLY MEN — What hard-to-solve problems do you 


run across in your sales contacts? Tell us... maybe we can 
supply the right answer—to help you help the customer. 


NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


ed to resist abra- 
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GOOD PUMP BUSINESS 

LOWER PUMPING COSTS 
SUSTAINED PUMPING CAPACITY 
PUMP DEPENDABILITY 


Write for Catalog 106 


Planned for distributors, it sim- 
plifies selection of the RIGHT 
PUMP for every job. 

It also explains why the “Bucket 
Design” (swinging vane prin- 
ciple) maintains pumping ca- 
pacity by automatically compen- 
sating for wear and how the 
buckets, when finally worn out, 
are easily replaced and the 
pump restored to its normal ca- 
pacity. 


A DISTRIBUTOR'S LINE OF ROTARY PUMPS 


BLACKMER PUMP COMPANY 


1810 Century Avenue Grand Rapids 9, ‘Michigan 


POWER PUMPS - HAND DUMDS 
- EZY-KLEEN STRAINERS - 
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Wisconsin Distributor 
Adds To Sales Force 


With the addition of four salesmen to 
its force, the Wisconsin Foundry & Ma- 
chine Co., Madison, has doubled its com- 
plement of representatives and re-vital- 
ized its sales program. 

The new men are: N. J. Motelet, for- 
merly purchasing agent; T. M. Brewer, 
who returned to outside sales from the 
company’s foundry where he worked dur- 
ing the war; Paul Knabe, a graduate 
engineer and a tool and die maker; and 
Fred Winterbotham, previously in the 
Grisholt Machine Co. service department. 

Howard Erickson, who was office man- 
ager in charge of pricing, has filled the 
position of purchasing agent. 


Disston Honored . 
By Philadelphia Chamber 


At a recent luncheon, the first of its 
kind since the end of the war, the Phila- 
delphia Chamber of Commerce and 
Board of Trade awarded certificates to 
Philadelphia business firms which had 
been in business 100 years or more. 

Symbolic in character, the presentation 
was made by the Honorable Owen J. 
Roberts, retired Associate Justice of the 
U. S. Supreme Court, to William D. Dis- 
ston, vice-president of Henry Disston & 
Sons, Inc., who accepted on behalf of his 
company and the other eligible Phila- 
delphia firms. 


Purchasers’ Convention 
At Chicago 


The annual convention of the Na- 
tional Association of Purchasing Agents 
will be held in the Stevens Hotel, Chi- 
cago, on May 27, 28 and 29. The meet- 
ing was not held last year because of 
travel limitations, but the 1946 gathering 
will see the full resumption of all activi- 
ties, including the Informashow. 


Allegheny Ludlum 
Appoints King 


Charles W. King has been appointed 
executive assistant, according to Hiland 
G. Batcheller, president of the Allegheny 
Ludlum Steel Corp., Brackenridge, Pa. 





























































Currous CUSTOMERS are eager to learn why U. S. Gauges are 
so famous for accuracy and long life. But they needn’t pry off 
bright new dials or peer up sturdy sockets to get the inside story. 
It’s no secret to original equipment manufacturers (over 6 out of 
10 install U. S. Pressure and Vacuum Gauges on their products) 
that basic movement design, accuracy of assembly, and exercise - 
of manufacturing control at every step, are jointly responsible for 
standout U. S. G. performance in every industry. 

The gauge industry's biggest industrial advertising campaign 
presents these facts dramatically to thousands of prospects 
monthly—opening up a vast new market for the world’s most 

uth | F complete gauge line—giving you the key to easily-won sales and 





profits. Remember that every plant needs gauges and is a poten- 
tial customer. If you’re not a U. S. G. distributor, find out today 
whether a valuable U. S. G. franchise is stiil available for your 
territory! 


UNITED STATES GAUGE, SELLERSVILLE, PA. 


a 
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DeE-STA-CO 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 


“De-Sra-Co Shim STOCK 


Steel or Brass «+ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120”, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
damage to stock. 








(A) Sheets 6” x 12” 


(B) Rolls 6” x 120” 























De-Sta-Co 


A PRECISION PRODUCT _ 
Essential for close tolerance work. 
Used for fitting piston, valve tappet 
clearance, spark plug gaps, for 

and production work 
where accuracy is vital. 

12” lengths + 2” wide 

Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
phane oes 12 pieces of a 
thickness to a box. ay carton 
containing ten boxes of most pop- 
ular thicknesses now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 


in clear plastic case. ss ae 
De-Sta-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from ¥_" to 4” 


~ Detroit STAMPING Co. 


Finished Products Division 


An old-established institution with a record 
of more thun 30 years’ continvous operation 


332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 














SHIMS 


For Gears, Bearings, etc. 
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The Arizona Hardware Co., a di- 
vision of the O. S. Stapley Co., 
Phoenix, has experienced such a 
jump in the demand for industrial 
supplies that officials plan a spe- 
cial department to handle them. 





Metropolitan Offers 
Office Layout Plans 


Material that can assist management in 
the arrangement or rearrangement of 
office space to provide for a bright, well- 
organized office is contained in the re- 
port, “Office Planning and Layout,” re- 
cently issued by the Policyholders Serv- 
ice Bureau, Metropolitan Life Insurance 
Co., New York. Beginning with a review 
of the factors affecting office layout, the’ 
study covers the steps to be considered 
in the preparation of a finished layout. 
A copy of this report is available to ex- 
ecutives who request it on their business 
stationary. 


Hammer Joins 
Harrison & Gould 


Fred G. Hammer, who retired from Sar- 
gent & Co., New Haven, early in 1944, 
has joined Harrison & Gould, Inc., Mil- 
ford, Conn., hardware manufacturers, as 
assistant to Charles W. Harrison, presi- 
dent of the concern. Mr. Hammer is a 
former chairman of the educational com- 
mittee, American Society of Architectural 
Hardware Consultants. 


Westinghouse Names Smith 
Purchasing Agent 


Edward L. Smith, associated with 
Westinghouse Electric Corp. since 1927, 
has been named purchasing agent of the 
company’s Electric Appliance Division 
at Mansfield, Ohio. He succeeds J. A. 
Schultz, who has been transferred to 
Pittsburgh. 
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S OF ALOYCO STAINLESS STEEL VALVES — Processing temperatures 


In all cases Aloyco Valves have proved satisfactory’ 


LONG VALVE LIFE 
Without Statu 


AT BOTANY WORSTED MILLS 
LANOLIN PLANT 


Lanolin, ingredient of beauty aids, must be free of 
metallic contamination. Its processing, however, involves 
the use of such corrosives as caustic soda, alcohol and 
hot acids. To prevent stain, Botany adopted corrosion 
resistant Aloyco Valves—and reduced valve repairs and 
replacements. You, too, can insure product saleability 
and diminish maintenance costs by installing Aloyco 
Stainless Steel Valves. Write for data book. 


HL Nt 


Sitamless STee/ 


VAL VES and FITTINGS 
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A 
"WAR VETERAN’ 


With a 
Distinguished 
Service Record 


Distributors are discovering the 
pleasant profits to be found in sell- 
ing Dremel Moto-Tools and Acces- 
sories. Respected long before Pearl 
Harbor in tool rooms, machine 
shops and production lines, MOTO- 
TOOLS by the thousands were put 
to work when American industry 
swung its full weight into war pro- 
duction and our armed forces 
established far flung assembly and 
repair bases. Operators of Moto- 
Tools are ever discovering new 
jobs... new ways to save time and 
cut costs ... with these pocket-size 
machine shops. Girls quickly be- 
come proficient with them because 
a Moto-Tool weighs but 13 ounces, 
is shaped to fit the hand, has a bal- 
anced armature to prevent vibra- 
tion. Moto-Tools helped make the 
atomic bomb ...were used to 
establish production records in 
plants such as General Electric, 
Westinghouse, Remington Arms, 
Ford, Nash-Kelvinator, Consoli- 
dated Aircraft, Northrup, Douglas, 
and many others. 


Model 2 Moto-Tool, 


DREMEL 
MOTO 
TOOL 


A 


FEW OF THE 


MANY JOBS THAT CAN 
BE DONE BETTER AND 
FASTER with MOTO-TOOL 


Burring 
Grinding 
Polishing 


Cleaning 
Finishing 
Cutting 
Sanding 
Drilling 
Mortising 
Engraving 


Inlaying 
Sawing 
Scoring 


Burnishing 


Sharpening 
Routing 
Touching-U 
Rasping 
Carving 
Brushing 
Dressing 


A Model 2 Moto-Tool develops 


27,000 rpm.... 


speed for, clean, 


the proper 
smooth, accu- 


rate work, and long life from 
points and cutters. It is sturdily 
built throughout and has a 
shock-proof bakelite housing 


and oil-less (oil 
ings. 
DC current. 


sealed) bear- 


Uses 110-120 volt AC or 


DISTRIBUTORS! 
Add this busy “war vet- 


eran” to YOUR line. 


he needs is 


All 
an invitation. 


Write today for catalog 
and distributor prices on 


Dremel 


complete with 23 acces- 


sories, in felt-lined hard 
wood case... $23.50. 
Model 2 Moto-Tool only, 
with one emery wheel 
point... $16.50. 


the 
tives shown 


MOTO - TOOLS, 
Moto-Tool Kits and Acces- 
sories, or contact any of 
Dremel 


representa- 
below. 


DREMEL MANUFACTURING CO., Dept. T436-A, 
Racine, Wis. 


Federated Sales 
2437 W. Valley 
Alhambra, Calif. 


Mill Factor Products 


156 


w 


F. 5 ler 
137 Fedotal 
Boston 
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A 40-seat deluxe air transport, designed 
to fly at over 400 mph. and altitude of 
about 40,000 ft., will have four 3,000-hp. 
engines, each of which will be increased 
200 hp. through jet exhaust boosters. 
Pressurized cabins will also be sound- 
proof. 


Navy power-station buildings, erected 
from all-purpose Quonset hut structures, 
outwardly resemble barns, and one dis- 
tributing organization is offering them to 
farmers and other civilian users in two 
basic sizes—20x48 ft. and 40x100 ft. to 
retail at about $900 and $3,000 respec- 
tively. 


Cost of radar apparatus today prevents 
its application to private automobiles and 
small boats, but there seem to be no 
fundamental obstacles to eventual devel- 
opment of low-cost apparatus. 


Claimed to be the longest single-span 
military bridge in existence is the 420-ft. 
suspension unit across the Shiveli River 
on the Stillwell Highway near the China- 
Burma: border. Assembled entirely of 
5x10-ft. Bailey bridge panels, plus a few 
special parts, the bridge can support 40 
tons. 


Laid under concrete, steam coils of 
wrought iron pipe provide radiant heat- 
ing to prevent formation of snow and ice 
on truck loading strips and inter-building 
walkways. Other predicted uses are at 
service stations, supermarkets and term- 
minals. 


Two cuts in recent months have brought 
air-travel rates close to 4% per mile, 
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CUSHIONS: THE ABRASIVE- 


Brightboy{ 


Made in 


WHEELS, STICKS, RODS and BLOCKS 


in 3 Textures: 


BRIGHTBOY TUFF-TEX 


Tougher texture, for finishing 
hard metals. The tougher 
binder accents the abrasive 
action, yet retains the soft rub- 
ber cushion, finishing and pre- 
polishing in one operation. 


BRIGHTBOY FINE-TEX 
Smoother, finer texture for 
work on softer metals, produc- 
ing special finishes and for ap- 
plications where the coarser 
wheel might not be suitable. 


BRIGHTBOY STANDARD 
Favorite for burring, finishing 
and polishing on the widest 
variety of metals and metal 
parts. 





You Sell VERSATILITY 


When You Sell Brightboy 


Brightboy leads the way to improved and faster finishing. 
In one operation it bridges the gap between the grind and 
the buff; combines burring, finishing and polishing; en- 
ables your customers to cut production costs and beat com- 
petition. Brightboy’s rubber-cushioning of the abrasive 


simultaneously gives 


CONTROLLED PRECISION FINISHING 
plus CLEANING AND POLISHING 


Brightboy’s extensive adaptability and wide reputation 
make this pioneer rubber-bonded abrasive a “must” item 
in your stock. Brightboy recognition and demand among 
your customers assure profitable, volume sales for you. 
WRITE for the attractive Brightboy franchise proposition, 
which includes territorial sales-promotion and support, 
backed by extensive publication advertising. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., Newark 7, N. J. 
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HERE’S YOUR 
BEST SELLER 


rts than any other hoist 


) Precision-made ball bearings 
“@ Ball-sealed oil ducts 


@ Drop-forged, heat-treated hook 
which gives visual warning of over- 
load 


@ Automatic load-brake prevents 
slipping 


ITIES @ Hook assemblies permit rocking 


40 TONS and swiveling 


@ Load chain is high-carbon, heat- 


treated steel 








Ford Triblocs are easy to sell—for a lot 
of reasons. Tell your prospects that many 
ly other hoists have some of Ford's features, 
but no other has all of them. Ford Tribloc 
is a quality spur-gear, ball-bearing hoist 
for endurance and economy at low cost. 


—_ 
~—— 


Remember—if you need help on some special 
PB problem a skilled Ford engineer 
Sp will help you. 








co York, Pa., Philadelphia, Chicago, San Francisco, 
Denver, Los Angeles, Portland, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN: & CABLE 








In Business for Your Safety 
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making it less expensive to travel by air 
than by first-class railroad. 


Electric soil heating cable in roof gutters, 
valleys and leader pipes prevents ice from 
blocking the drainage of melting snow 
and causing interior damage from 
backed-up water. 


Blind workers can check the diameter of 
bearing races accurately and rapidly with 
an electronic gage. “Oversize”, “under- 
size” and “normal” are indicated audibly 
by an af oscillator which produces three 
different tones from a loudspeaker on the 
back of the operator’s chair. 


The helium-shielded arc has been found 
so satisfactory in welding thin gages or 
sections of stainless steel that this process 
is being used almost exclusively in some 
plants. Weld quality is higher, costs 
are lower and production greater. 


Subtilin, an antibiotic extraction, has 
proved deadly in test-tube experiments to 
the tubercle bacillus and effective against 
streptococcus, staphlycoccus, pneumococ- 
cus and gonococcus. 


Some German textile machines use belts 
made from polyvinyl alcohol. They are 
spliced by immersing the ends in water 
and pressing together. 


Several manufacturers are working out 
methods for dismantling and packaging 
Army tanks and special machine tools for 
storage. The general plan is to use @ 
welded airtight aluminum box, with in- 
side air replaced by nitrogen or helium, 
and a silica-gel cartridge to absorb any 
possible inside moisture. 


Alkyl esters of vanillic acid have proved 
to be potent agents against molds and 
heat-resistant, spore-forming bacteria, 
and are thus efficient in preserving such 
foods as salt fish, fresh fruit juices, vege- 
table juices, cheese spreads and bread. 


A clock with a movement very close to 
perpetual motion will soon be marketed. 
The clock’s spring is wound by a bel- 
lows actuated by change of temperature, 
and one degree change in temperature 
will wind the clock enough to insure 120 
hours of operation. 


If a rocket could be given a velocity 
about three times that of the Nazi V-2, 
it could escape from the earth’s gravita- 


. tional pull and would circle the earth for- 


ever as a satellite. If equipped with 
(Continued on page 162) 










































GE (ling ELECTRODES 


CUT PRODUCTION TIME 











Economy in production welding is a matter of 
"know-how." In addition to our selected distributors, 
capable Page Service Engineers are constantly 

in the field, helping out on specific welding problems. 
Specializing in stainless steel, Page offers a 
complete range of electrodes and gas welding rods—— 
PLUS the benefit of engineering knowledge 

based on years of experience. 

Get in touch with your PAGE distributor. 


Monessen, Pa., Atlanta, Chicago, Detroit, Denver, Los Angeles, New York, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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THE TOUGHER THE JOB-THE MORE 


REASON To "BUY AMERICAN’ 


Notwithstanding the current great demand for American loading 
chains, sling chains, coil chains, conveyor chains, logging chains, 
railroad chains, machine chains — in fact, all types of welded and 
weldless chains — we will take no short cuts in manufacturing, 
inspection, or testing ... We will not compromise with American 
Chain quality, for that is something which our customers have 
depended on for many, many years, and we want them to continue 
depending on it for many years tp come. Any chain made by American 
Chain must be safe, must be dependable ... We are making all we can, 
as fast as we can, under these principles. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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More than 2500 Shapes, Cuts and Good Products 
Sizes 


Cuts Nos. 00, 0, 1, 2, 3, 4 and 6 


Hand 
Pillar (Regular) 
Pillar (Narrow) 
Pillar (Extra Narrow) 
Half Round 

Stim Half Round 
Half Round Ring 
Crossing 

Knife 

Warding 

Equaling 

Barrette 





Cant 
Pippin 
rochet 


Slitting 
Checkering 
Parallel Round 
Coil or Point 

Half Round (Coarse Cut) 
Flat (Coarse Cut) 
Mill 

Mill (2 Round Edges) 
Finishing 

aper Saw 

Slim Taper Saw 
Found Edge Joint 
Square Edge Joint 
Die Sinkers 


Needle 

Escapement 
Machine 

Die Sinkers’ Riflers 
Silversmiths’ Rifflers 

















for handling these 
foremost Swiss-Pattern Files 


“American Swiss” Swiss-Pattern Files of Precision are made 
of the best quality file steel (not tool steel), by long experi- 
enced and highly skilled specialists, with every heat treating 
process controlled within close limits of temperature and every 
manufacturing operation held to extreme accuracy. 


Satisfied Customers 


“American Swiss” Swiss-Pattern File users report that these 
files last longer than others and enable them to do better work 
in less time. You are sure of repeat business when you 
handle American Swiss Files. 


Manufacturer's Co-operation 


American Swiss co-operation is complete and thorough. Our 
“missionary” men back up your salesmen’s efforts by con- 
tinuous calls on users and prospects. Our extensive and 
consistent advertising campaign refers all inquiries to our dis- 
tributors. We stand squarely back of our product, with full 
guarantees. 


100% Distributor Policy 


American Swiss distributors are fully-protected on every sale. 
It has been our consistent sales policy throughout more than 
40 years of business. 








American Swiss File & Tool Co., Elizabeth 2, N. J. 


Cmerican Sais ie 


SWISS PATTERN FILES 
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IN YOUR HANDS 
2 Laughlin Sales Clinchers 






































Customers quickly get the idea when you show how the action of Laughlin 
“Fist-Grip” Safety Clips on wire rope is like the natural closing of your 
fist — how the identical saddles and flat sides hold the rope firmly with 


even pressure everywhere, in contrast to the uneven, crushing grip of 
ordinary U-bolts. And when you explain that Laughlin ‘‘Fist-Grip”’ Clips 
go on faster, can’t be put on backwards and that 3 of them do the work of 
4 U-bolts — you’ve got unbeatable sales arguments. 


Your hand, too, can give a graphic picture of how Laughlin Safety Hooks 
operate. Your thumb is the safety feature — the easy-action stainless steel 
spring latch that allows a 25%-40% wider throat opening, and Jocks the 
load. The latch also acts as a warning signal: if it doesn’t snap back it 
means overcrowding; if it opens outside the hook it means the overloaded 
hook has started to spread. Greatly reduced risk is an unequalled sales- 
getter, and to this you can add Laughlin’s rugged, drop-forged, heat- 
* treated-steel construction. 


Exclusive features like these give you the edge over competition. You’ll 
find plenty of them in the whole fast-moving Laughlin line. The Thomas 
Laughlin Company, Portland 6, Maine. 


Laughlin Protects the Distributor 


AUGHLIN ® 


LA MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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meterological instruments, it might be 
used to report weather data back to the 
earth automatically. 


Pulp manufacturing costs can be cut 15 
to 20% by new methods of hydraulic log 
barking. The bark can be removed with 
pressures of 650 to 1,400 psi. and quanti- 
ties of water ranging from 400 to 1,000 
gpm. Pump hp. is 350 to 1,000. 


By heating the back of rotating work 
with arc, oxyacetylene flame or induc- 
tion coil, steel turning rates may be ac- 
celerated. The steel is softened so that 
it cuts more easily, with crumbling chips. 
However, applications are limited. 


Designed especially for heavy off-the-road 
tracking, a new wire-cord tire is said to 
be practically blow-out proof and to in- 
crease tire mileage 25%. Thinner walls 
—result of fewer plies—help cool run- 
ning. The.cord is fine, high-strength wire. 


Newly developed overnight railroad 
coaches will have improved washrooms, 
a vanity room with individual tables and 
concealed washbasins, folding armtrays 
and individually controlled lighting at 
each seat, and automatic doors. Stainless 
steel reflectors throw light onto the under- 
side of baggage racks, which serve as 
diffusing reflectors. 


Transparent, flexible thermoplastic tape, 
recently introduced, facilitates inspection 
and servicing of equipment on which it is 
used. The tape is heat-sealing, flame- 
resistant to acids, alkalies, moisture, oil, 
grease and fumes. 


New finishing effects, such as simulated 
hammer finishes and spatter effects, are 
possible in one operation with a new gun 
which sprays two colors of special bak- 
ing enamels simultaneously. It differs 
principally from one-color guns in hav- 
ing two inlet hose connections. 


Developed for electrical control boards on 
Navy ships, fiberglass bound in melamine 
resin produces flame-smothering nitrogen 
when heated. 


A survey of military and commercial 
backlogs of major aircraft manufacturing 
companies shows that more than $1,000,- 
000.000 in orders are on hand. 


There is good reason to believe that next 
year’s machine tool shipments will total 
about $250,000,000, considerably more 
than any prewar year. The business is ex- 
pected to come from plant expansions, 
equipment requirements for new prod- 
ucts, modernization to reduce manufac- 











t—————. Look Ahead with €> —_—— 


: Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 


Plants: Cleveland, Columbia City, Iad., Los Angeles 
Canada — St. Thomas, Ontario 














QRANCH OFFICES: NEW VYoRK . PHILADELPHIA 








INDUSTRIAL HOSE LINES 
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New uses are being found daily for the application of our 
improved industrial hose lines on machinery of all kinds. 
We manufacture hose assemblies of all types to withstand 
pressures up to 10,000 P.S.I. They can be equipped with 
either permanent crimped ends or with re-usable, quick- 
attachable hose ends. For information or literature write 
or phone any Weatherhead branch office. 


DETROIT * cuisace = =e ST. Louis * LOS ANGELES 























LEL- L/L 
EVUSINESS 


is the sure way 





THIS BOOK WILL HELP YOU SELL 


Satisfied users order again and again. This is the kind of business 
that means faster sales— greater PROFITS. Satisfied customers — 
convinced of the igh quality, fast-cutting and time-saving 
service of VICTOR blades—can double, yes triple, your blade 


sales and profits. 










The VICTOR No. 43-V Catalog and Sales Manual gives 
you many practical suggestiotis on how to increase sales. 
“Metal Cutting’’—the abbreviated textbook on metal cut- 
ting problems—will aid you in building good will among 
customers. Both these VICTOR SALES BOOSTERS are 
free for the asking. 


Victor SAW WORKS, INC. 
MIDDLETOWN, N. Y 
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turing costs, and export business. The 
automotive, electrical and farm imple- 
ment industries are preparing to spend 
hundreds of millions of dollars in the 
next two or three years fer production 
equipment. : 


To vulcanize tires and other rubber prod- 
ucts, an electronic device has been devel- 
oped that generates heat rapidly and uni- 
formly in every molecule of rubber. 


Much to the chagrin of movie theater 
operators and sidewalk cleaners, there 
has been invented a high speed machine 
which can wrap enough chewing gun in 
eight hours to give one package each to 
100,000 persons. 


To add to the pleasure of life at home and 
abroad, electrically heated rugs are ex- 
pected soon, and fluorescent lighting ap- 
paratus for subway trains, street cars, 
trolley buses and other transit vehicles 
are in the offing. 


The television industry, having already 
spent more than $20,000,000 on research, 
is ready to provide more than 350,000 
jobs which never previously existed. 


With a simple plug-in electro-plater, 
home handymen can now silver plate 
worn plumbing fixtures, dinner ware, and 
other metal fittings. 


A new skin protector against cutting oils, 
petroleum products, fish oils, acids 
alkalies, and other aqueous solutions, is 
also supposed to protect membranes of 
the nose against fumes, dust and other 
irritants. 


The housewife’s shopping list will soon 
contain an item like this: “One-pound 
slab of orange sluice”. Just as she buys 
frozen peas to dodge shelling, she can 
buy frozen juice and dodge the squeezing. 


The versatile, tough plastic, polythene, is 
slated for extensive use in such applica- 
tions as: covering for electric.wiring and 
cable; gaskets and battery parts; water- 
proof and chemically resistant coatings ; 
adhesives and collapsible tubes for food 
and cosmetics. 


Based on synthetic oils, a new group of 
lubricants is said to eliminate most 
sludge formation and to be superior to 
ordinary oils in many respects. They 
will make cold weather starting easier, 
and can be made in any viscosity with 
pour points ranging from minus 30 to 
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Need for 
Everything Your Costomer® imperial offers one of te 
ey seit tubing, ee St gesingr—004 the 
t 

Frac caly « ob for robe selling here i tae eenans v0.0 Sat 
eee firtings 10 render» well extra business for 
— rial can help YOu gicings #94 

where Impe ‘in S208" 

rounded cubing- 

cubing of connect TUBE CUTTERS 





Exceptionally easy to assemble. Excellent where vibration is 
encountered. Extensively used on machinery, tractors, trucks, 
power units, general purpose work, etc. 


a a 








FLEX FITTINGS 
Ideal for applications where there is considerable vibration, 
minor tube move t, or possibility of mechanical shock. 


Can be used in place of flexible lines in many instances. 


= eo 


Widely used for connecting gasoline, grease, oil, vacuum 
and air lines because of their efficiency and simplicity. 


FLARE FITTINGS 
Make joints that will withstand high pressures. Joints stand 
up under severe tensile pull. Pioneered by Imperial. 


ae. 


Used for automotive and general purpose work—low, me- 
dium and high pressure. 








THE IMPERIAL BRASS MFG, CO., 511 South Racine Avenue, Chicago 7, Illinois 
MILL SUPPLIES 






















Make quick, clean, right- 
angle cuts without flattening 
tubing. Also sawing vises for 
larger sizes. 


FLARING TOOLS 


Make perfect flares quickly 
on soft copper, brass or 
aluminum tubing to make up 
S.A.E. flare joints. Also tools 
for double-flaring. 





TUBE BENDERS 


Form neat, accurate bends 
to a short radius. Spring-type 
benders and coil makers also 
available. 











SOLDERING OUTFITS 


Handle light, medium and 
heavy soldering and brazing. 
Burns acetylene, produces 
very hot fiame. 





SWEDGING TOOL 


Enlarges one piece of tubing 
to fit over another—both 
are soldered to make a joint 
without the use of a fitting. 









Pioneers in Tube Fittings 
and Tube Working Tools 
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BRONZES 


MONEL 


STAINLESS 





in spite of the elements 


Harper Everlasting Fastenings, at first glance, may 
seem remote from the Rock of Gibraltar, but the 
comparison is closer than you might suppose. 
The “Rock” has withstood the elements of wind and 
wave and'time for centuries. To all intents and 
purposes it is Everlasting. Harper fastenings, 
made exclusively from non-ferrous metals or stainless 
steel, also resist the elements, rust and corrosion 
so stubbornly that they are considered Everlasting 
compared with common steel—or the products 
in which they are used. 


everlasting fastenings 


Harper Everlasting Fastenings may be ordered 
from a stock of over 5000 items including 
bolts, nuts, screws, washers, rivets, nails 

and special fastenings. Other special fastenings 

are made to order quickly from large stocks 
of raw material. Write for 104 page catalog. 


THE H. M. HARPER COMPANY 
2622 Fletcher Street . Chicago 18, Illinois 


BRANCH OFFICES: New York City + Philadelphia + Los Angeles 
Mitwevkee « Cincinnati + Hovusten 


Representatives in Principal Cities 


HARPER 
Chicago 


COPPER 
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minus 80 deg. F. and flash points of 300 
deg. F. and upward. 


A self-contained power driven tool unit 
has been devised for cutting, scraping, or 
polishing the inside of straight or curved 
pipe, and for cleaning water-tube boilers, 
flues, and other process plant piping. 


Quartz crystals in the oscillator stage of ° 
a superheterodyne f-m receiver provide 
hitherto unrealized stability, making tun- 
ing independent of listener skill. The 
crystals eliminate drift as the set warms 
up. permit pushbutton tuning and sim- 
plify alignment. 


Powered by a radial engine developing 
3,650 hp. or more in combat, the Navy’s 
newest Corsair F2G fighter is reported 
to climb 50% faster than the latest jet 
plane. Its rated speed at 16,500 ft. is 450 
mph. with water injection and it has a 
2,500-mi. range. 


Transformer, carbon tip and other equip- 
ment used for resistance soldering can 
also surface-harden high-carbon and tool 
steels quickly and easily. One terminal 
is clipped to the work-holder and the 
carbon electrode rubbed lightly over the 
area. 


An electronic medical probe has been de- 
veloped to indicate irregularities of bone 
and organs under the skin and determine 
the size and placement of large body 
organs when the patient cannot be moved 
to X-ray or fluoroscope installations. By 
attaching a crayon to the probe, it is pos- 
sible to draw an outline of the heart on 
paper placed against the chest. 


To overcome the 50-mi. radius limit to 
present f-m and television broadcasts 
from the highest practical ground towers, 
the Stratovision system will employ air- 
planes at 30,000-ft. altitude equipped 
with antennae and transmitters. This 
will increase the radius to 21] mi., or a 
103,000-sq. mi. area, be practically free 
from interference and distortion caused 
by reflected ground waves, and require 
less power. 


American Brake Shoe 
Promotes Terbell 


Joseph B. Terbell, affiliated with vari- 
ous divisions of the American Brake 
Shoe Co. in sales and executive capacities 
since 1928, has been appointed executive 
vice-president of the American Manga- 
nese Steel Div. 





NAME TO REMEMBER WHEN YOU THINK OF BETTER LATHES 


Yew LOGAN TURRET LATHE 


Precision Built For Sustained Accuracy, 
Speed, Versatility and Convenience 


fixe all Logan Turret Lathes, the new No. 845-2 turns 

out a volume and variety of accurate work at high 
speed and low cost. -In addition, it is mounted on a com- 
pact, all steel, 4-drawer eabinet that provides convenient 
tool storage. Note the three-point base on which this 
cabinet stands, an exclusive Logan feature that gives 
firm footing on any floor. 


The new No. 845-2 has all the Logan advanced design 
features that assure accurate work, versatility, and low 
cost maintenance through the years. The spindle turns on 
ball bearings. Self-lubricating bronze bearings are at 40 
SPECIFICATIONS COMMON TO ALL LOGAN LATHES 


+ + « Grum type reversing motor switch and cord . . 


MILL SUPPLIES 


. « « Swing over bed, 10%". . 
spindle nose diameter and threads, per inch, 11/4''-8 . . . twelve spindle speeds, 30 to 1450 rpm. . 
+ precision ground ways, 2 V-ways, 2 flat ways. 


LOGAN ENGINEERING CO. 


other vital points. The friction feed automatic apron 
travels on bed ways which are precision ground to within 
.0005” of parallelism. The heavy, pilot operated, hexa- 
gonal turret provides smoothness and accuracy on heavy 
cuts, and lengthens tool life as well. The underneath 
motor drive is completely. enclosed in the left side of the 
steel cabinet. A standard Logan compound rest assembly 
and tailstock assembly are practical accessories to order 
with the lathe. They are interchangeable with the cross 
slide and turret, quickly converting the No. 845-2 into 


a screw cutting lathe. 


. bed length, 43%" . . . size of hole through spindle, 25/32"... 


. motor, ', Wp, 1750 rpm . . . ball bearing spindle mounting 
H-4 
CHICAGO 30, ILLINOIS 
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‘ Do Your Customers’ 


Belts Need 
a “Shot in 
the Arm”? 


When belts need a little “pepping pacote ‘ aie tithe 
o nthony J. corso, Delaware 

up. CANTOL BELT WAX IS THE Hardware Co., Wilmington, seems 

ANSWER. CANTOL is a belt particularly pleased with the new 

treatment that will increase pow- compressor on the distributing 

firm’s show floor. 

er, production and profit. It is a 

belt preservative that produces 

smooth, steady operation. 








If a belt is slipping, a “shot in the | E. W. LaPlant Dies, 
arm” in the form of a bit of CAN- Co-Founder Of Firm 


TOL, applied while belting is in E. W. LaPlant, co-founder of the La- 
motion. is what it needs. Plant-Choate Mfg Co., Inc., Cedar 
Rapids, Iowa, died on Dec. 4 after a long 
illness. He was 75 years old. 
Let us tell you more about it. Starting in the housemoving business 
No obligation. as a young man, Mr. LaPlant developed 
equipment and techniques enabling him 
‘ to move blocks of dwellings and even 
Cantol Belt Wax is a product of entire towns. Graduating into the design 
and manufacture of house-moving trucks 
f2°8 CANTOL WAX COMPANY _and other equipment, Mr. LaPlant en- 
Si, Bloomington Indiana gaged his nephew, Roy E. Choate, as a 
partner in 1912 and in 1927 the partner- 
ship became a corporation. Although 
he had been inactive in the business since 
1927, Mr. LaPlant continued as a director 
CANTOL BELT WAX is sold only of the corporation until 1944. He is sur- 
through distributors and dealers in every state vived by three daughters and five grand- 
children. 





Master Rule 
Reorganizes Sales 


W. H. Meiners, Barney Whited and C. 
R. Haggard have been moved in a recent 
reorganization of the sales organization, 
Master Rule Mfg. Co., New York. Mr. 
Meiners has been promoted to district 
manager of the midwest district, with 
headquarters in Chicago. Under his man- 
agement will be Mr. Whited and Mr. 
Haggard, the former a recent representa- 
tive of the Iron Fireman Mfg. Co., the 
latter a former pilot with the Army Air 
Corps. 














Ss 
BELT WAX 
FROM OLD MEXICO 
comes Candelilla Wax. Properly 
combined and rightly blended with 
other ingredients, Candelilla be- 
comes the secret of CANTOL su- 
periority. 
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FAUT 


<s about 


TWIST 
DRILLS 












— 








Many drills differ in design from the standard twist 
drill. Because of their wide applications some types have become 
semi-standard, and are carried in stock in certain sizes. Among 


in every sion wav the best-known are deep hole fast spiral drills, plastics drills, 
Leading ane . of me are cotter pin drills, and screw machine or brass drills. 
—_ wae Sage wit “a Whether your twist drill requirements are standard or special, 
factory tree grb tor cutting 1° you will find it to your advantage to specify NATIONAL tools — 


the National choice. 





NATIONAL 


NATIONAL 


TWIST DRILL AND TOOL COMPANY 
ROCHESTER, MICH., U.S.A. 
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GRINDING WHEELS 
MOUNTED WHEELS — 


Millions of whirling abrasive wheels, trained 
in war's tough school of precision finishing, 
each doing a prime job in laboratory, tool 
room, aboard ship, on production line. And 
—they're all set and eager to tackle civilian 
goods, now that peace machinery is singing 
again. 





















Whether it's removing burrs, smoothing edges, squaring surfaces 
so accurately that the finish can be measured in micro inches, or 
cut-off work—there's a Chicago ready to do a top-ranking job 
for you. 

VITRIFIED GRINDING WHEELS with 2 50-year pedigree. Up to 3” 


in diameter in various abrasives and bonds including the famous FV Bond. 


MOUNTED WHEELS. The largest assortment made with a shape and 


abrasive to take care of every internal and external finishing job. 


CUT-OFF WHEELS. All types and sizes. Now-offered with the sensa- 


tional new special-formula RT Bond (rubber or resinoid). 


— DISTRIBUTORS — 


This advertisement is appearing in leading industrial publications. Write 
for Catalog and Engineering Survey Forms helpful in solving your cus- 


tomer's grinding problems. 
Send coupon for lilustrated Catalog 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


* Holf a century of jalization has established our reputation as 
the Small Wheel People of the Industry. _ 





Send Catalog. Interested in [] Grinding Wheels [] Mounted Wheels 
] Cut-off Wheels [] Send Test Wheel. See 





Name 





NE SEG a Fy cp ambed Reds aaa IRE wha widh envied nadoans Oa .... MB 











MILL SUPPLIES * JANUARY, 1946 


A. E. Reasoner, head of the 
Reasoner Tool & Supply Co., Bos- 
ton, abjures guesswork in figur- 
ing the amount of business done 
by his company. He checks sales 
entries each month and thus can 
determine trends. 








international Lighting 
Exposition Scheduled 


April 25-30 is the time set for the In- 
ternational Lighting Exposition to be 
held at the Stevens Hotel, Chicago. A 
timely adjunct to the exposition will be 
a series of lighting conferences devoted 
to technical discussions and demonstra- 
tions of lighting techniques to put light- 
ing men of the utilities, electrical whole- 
salers and contractors, architects and 
others abreast of the fast moving devel- 
opments of the industry. 

A printed program folder is being pre- 
pared, and copies may be obtained by 
writing International Lighting Exposi- 


tion, 111 W. Jackson Blvd., Chicago, Tl. 


New Plant Wing 
For Great Neck Saw 


The Great Neck Saw Mfrs., Inc., 
Mineola, N. Y. has completed a new wing 
to its present building to be devoted to 
the manufacturing of every type of hand 
saw. The new structure is made of glass 
brick and is completely modern, accord- 
ing to company officials. 


Mautner Heads 
Industrial Relations 

M. M. Mautner is the new vice presi- 
dent in charge of industrial relations for 


the Plomb Tool Co. He has been with 


Plomb for seven years. 











~~ VS « 


+ 2S 














THE TRADE MARK 


WRENCHES. 


MILLIONS OF WRENCH USERS : THE RIGHT HAND 
OF INDUSTRY . . . 


Distributors handling Billings 
know this to be true. Indeed, 
they helped make it so. Their 
volume, substantial and regular, 
proves that Billings Wrenches are 
“the Right Hand of Industry.” 


a 
THE BILLINGS & SPENCER CO. 


HARTFORD 6, CONN., U.S.A. 
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ARE YOU PREPARED 
ror Competitive selling? 


As selling resumes its pre-war importance, there 
are many sales problems. 

*% The need to sell instead of take orders 

* Shifting markets 

* New products 


* New salesmen and returning Gls to be trained 
* Changes in customer personnel 


To help meet these problems there is one thoroughly tested sales 
aid: A Donnelley-compiled catalog to comb markets and invite 
orders in terms of civilian needs. 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET CHICAGO 16, ILLINOIS 
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Credit Manager 
Stresses Cooperation 


Kenneth McLemore, credit, col- 
lection and office manager of the 
Chattanooga, Tenn., branch of 
Hajoca Corp. 


Kenneth McLemore, credit, collection 
and office manager of Hajoca Corp., 
Chattanooga, Tenn., has a_ three-point 
philosophy which he has found success- 
ful in counteracting prejudice against 
credit men. His objectives on the job 
are: (1) Make it possible for the cus- 
tomer to create business; (2) help the 
salesman to sell; (3) get the salesman 
to cooperate in making collections. That, 
he advises, means a wise use of credit 
and prompt collections. 


Goodrich To Build 
Near Marietta 


A 66 acre tract near Marietta, Ohio, 
will soon be broken for a plant for the 
processing of plastics by the B. F. Good- 
rich Co., Akron. The new plant will con- 
sist of a main building having floor space 
ot 112,000 sq. ft., and auxiliary and serv- 
ice buildings adding 48,000 additional 
sq. ft., the firm states. Cost of the proj- 
ect will be almost $4,000,000. 


Lewis Foundry & Machine 
Names New President 


Frank FE. Walling has been promoted 
to the presidency and general manager- 
ship of the Lewis Foundry & Machine 
Division of Blaw-Knox Co., Pittsburgh, 
Pa. Mr. Walling has been with the 
division since 1941 and was acting man- 
ager before his promotion. 

























































ai 
“HERES THE TOOL FOR COST-CUTTING 
on 
De, 
nt 
st 
rb 
is- 
he 
in 
it, 
lit 
“ 
d- 
n- 
r 
- 
In minimum spoilage, faster cutting and longer life between 
sharpenings, Morse Tools help cut production costs with the 
same efficiency they cut away metal. 






TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 


le 


h, 





ORSHB 


NEW YORK STORE; 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. *© SAN FRANCISCO STORE: 1180 FOLSOM ST 
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BUD ARE AGT tS 


LEFT — Buda Ball 
Bearing Journal Jacks 
for lifting loads up to 
50 tons. Compact, easy 
to carry and use. For 
aye lifting, journal 

ox servicing, and 
bridge work. 


Buda Two- 


e Right 
Speed Hydraulic 
Jacks for fost, easy 
handling of loads up 


to 25 tons. Special 
Buda hycraulic fea- 
tures insure long life, 
perfect control] cf lift- 
ing and lowering op- 
erations. 





e Left—Buda Auto- 
matic Lowering All- 
Purpose Ratchet Jacks. 
Simple, tough con. 
struction and ease of 
operation make them 
shop favorites for 
most lifts up to 15 
tons. 





CAKE? - 


Fast, sate lifting is done on this milling 
machine moved with two Buda Type 2215-5 
Automatic Lowering Ratchet Jacks. Either 
high or low lifts are equally easy with 
Typé 2215-S. 


Whatever -your lifting jobs 
may be—and whatever type of 
jack you prefer —there is the 
right Buda Jack, with 35 years 
of jack-building experience be- 
hind it, ready to go to work 
for you. 


In addition to a complete line 
of standard jacks, Buda builds 
many special types for unusual 
lifting applications. Over 170 
individual models are in pro- 
duction! 


Write for complete informa- 
tion on safe, economical Buda 
Jacks to make your lifting jobs 
easier. 





15412 Commercial Avenue 
HARVEY (Chicago Suburb) ILLINOIS 
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Inside service staff of the C. W. 


Farmer Co., Macon, Ga. From 
left to right: P. J. Dean, sales- 
man; W. P. Odom, warehouse 
superintendent, and G. |. Dozier, 
salesman. 





Growing Old 
Before One's Time 


It’s getting so that everyone around the 
plant is avoiding Charlie Mitchell. Char- 
lie Mitchell isn’t his name. He’s one o! 
the most conscientious and valued mem- 
bers in the organization—and is rapidly 
becoming one of the most inefficient. He 
has an idea that not a thing can be done 
without his checking it. Knowing this. 
his subordinates aren’t as careful as they 
would be if the responsibility 
entirely theirs. They know that if there 
is a slip or a mistake that Charlie will 
check it. Often a well-done job has to be 
done over again because every move in 
doing it wasn’t exactly “Charlie’s way.” 
He is stifling the initiative and the en- 
thusiasm of everybody under him. 


were 


The other department heads keep away 
from him. They no longer like to go to 





lunch with him. He carries all his prob- 
lems with him wherever he goes and his 
friends are getting sick of hearing about 
his work, his problems and fhe short- 
comings of his personnel. 

He hasn’t developed a man in his de- 
partment to step in and take his place. 


| although several of them could measure 
| up to it if they were given half a chance. 


Some day he is going to crack—blow up 
because he has the idea that he is in- 
cispensable. 

Is Charlie conscientious? 
fully so. 


Yes, pain- 
Is he loyal to the company? 
There is absolutely no question about 
this. Is he a good executive? No, be- 
cause he isn’t willing to delegate re- 
sponsibility nor to share authority.— 
Trained Men. 
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GRIPPING 
POINTS 


PROPER 
BALANCE 


WORKS IN 
TIGHT PLACES 


o>) 44 mal 
F GRIP 


STRONG 
N" Bur 


NNT / 
THIN 


Here is Plomb’s answer to the demand 
for better wrenches to use in all types 
of tubing work—automotive, aviation, 
air conditioning. Scientifically designed 
with constant-strength section around 
box end, they are fully guaranteed to 
take the torque on any flare nut job. 

Other Exclusive features give these 
wrenches far greater utility and life 
than ordinary ones. Extra deep heads 
increase gripping surface on nuts, pre- 


MILL SUPPLIES 


NON-SLIP 
HANDLE 


9 SIZES 
i/2 1O.1.1/8° 


PLVMB 


‘Hace Nut 
WRENCHES 


vent wrenches from slipping off or 
chewing soft metal. Generous size 
openings make insertion over tubing 
easy. NINE POINTS insure positive grip. 
Strong but thin walls provide maximum 
clearance. 

Almost every mechanic needs this se- 
ries of wrenches. Order your supply now, 
or write for information on the complete 
Plomb line. Plomb Tool Co.,2215D Santa 
Fe Ave., Los Angeles 54, Calif. 


- A 
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ORINNGA 


AND YOUR SKINNER ~ 











































HE IS NEAR YOU — 
HE IS READY, WILLING 
AND ABLE TO HELP 

YOU 








He's just finished a great job; he's dug up chucks that didn't exist; 
he’s improvised, cussed, worked nights and Sundays. He started the 
war with a background that proved valuable to every manufacturer 
who had to double and triple production overnight. He is now more 
valuable to you than ever because of these wartime experiences. 

if you have any chucking problems that need an expert's answer, 
then call in your Skinner Dealer. There is a Skinner man near you — 
ready, willing and able to help you. 

Here at Skinner, we're still working overtime to build up dealers’ 
stocks, so that soon you will be able to get immediate delivery on all 
popular sizes and types of Skinner Chucks and Vises. 























THE SKINNER CHUCK COMPANY 
345 Church Street, New Britain, Connecticut 
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Joseph “Van” VanArsdale, vice- 
president of the Schwartz Belting 
Co., New York, retired from busi- 
ness life and from active partici- 
pation in the affairs of the New 
York chapter, Power Transmis- 
sion ‘Council, in December. Here 
he receives a warm handshake 
from Norman C. Good, Clipper 
Belt Lacer Co., who presented 
him with the cuff-links in the 
name of the Council membership. 





Diesel Association . 
Officers Elected 


At the annual meeting of the Diesel 
Engine Manufacturers Association, held 
December 11 in Chicago, E. J. Schwan- 
hausser, vice-president of Worthington 
Pump & Machinery Corp., was elected 
president. Gordon Lefebvre, president of 
Cooper-Bessemer Corp., and J. E. Peter- 
son, vice-president of General Machinery 
Corp., were elected vice-presidents of the 
association. 

Robert H. Morse, Jr., vice-president 
and general sales manager of Fairbanks, 
Morse & Co., was reelected treasurer, 
and Harvey T. Hill was likewise re- 
elected to executive directorship. 


Ordnance Award 
To Yale-Towne Division 


The third U. S. Naval Ordnance De- 
velopment Award to be given has been 
awarded to the Automatic Transportation 
Co., Chicago division of the Yale & 
Towne Mfg. Co., Stamford. The award 
honored the firm and its personnel for 
the development of explosion-proof ma- 
terial handling equipment for the Navy’s 
use in moving and storing munitions. 





—and Accuracy means 
Rapid and Economical 
Manufacture 


The choice of Brown & Sharpe 
Tools by over three generations 
of skilled users attests their high 
accuracy and fine qualities. 
Such advantages, expressed in 
results, mean good work, ac- 
curately sized and produced 
fast. 

Brown & Sharpe Mfg. Co., 
Providence 1, R. |., U.S. A. 


— 









BROWN & SHARPE 
Keke) Bs 


“Sure, we save plenty of hours on in- 
stallations with our GREENLEE Hy- 
draulic Bender, but there are several 
other mighty important reasons, too, 
for using a GREENLEE,” says Charles 
Barnard, Shop Foreman of John 
O'Donnell Electrical Contractor, Mo- 
bile, Alabama. 

“Cost for many couplings and their 
threading is eliminated. And we can 
pull wires through the smoothly bent 
conduit with far greater ease . . . fric- 
tion is reduced to a minimum! On 
top of the time and material savings 
we get this operating ‘plus’, too. ... 


GREENLEE 
BENDER 


For a timesaving 
clean installation 


” 


a much better looking, cleaner job 

Tell your customers about these big 
advantages of the one-man-operated 
GREENLEE Bender . . . for quickly 
making bends in pipe up to 4%", 
rigid and ¢thin-wall conduit, tubing, 
bus-bars. 

Get complete facts on GREENLEE 
Benders and other timesaving tools 
for contractors and indus- 
try. Write for free Catalog 
33. Greenlee Tool Co., 
Division of Greenlee Bros. 
& Co., 1921 Herbert Ave., 
Rockford, Illinois. 


GREENLEE 


, 


YOUR SALES OPPORTUNITIES WITH THE 


Hydraulic Conduit, Pipe and Bus-Bar Benders * 
Pipe Pushers «¢ 


Cable Pullers «* Spiral Screw Drivers « 


Knockout Punches and Cutters 


Automatic Push Drills « 


GREENLEE LINE 
Steel and Copper Tube Benders * Hydraulic 
¢ Radio Chassis Punches ¢ Joist Borers 


Auger Bits «¢ Expansive 


Bits « Bit Extensions * Draw Knives « Chisels and Gouges * And Many More. 
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A. L. Pavel and B. R. Miller, stock 
room employees, Anderson Ma- 
chine Tool Co., St. Paul, examine 
the cutting tool stock kept in the 
supply firm’s metal lined drawers. 





Mounce With 
International Nickel 


W. S. Mounce, formerly senior metal- 
lurgist, Hamilton Standard Propellers 
division, United Aircraft Corp., East 
Hartford, has joined the development 
and research division. International 
Nickel Co., Inc.. New York. He will 
make Hartford his headquarters. 








Ernest G. Brown, general manager 
of mechanical goods, general prod- 
ucts, and “Lastex” yarn and rub- 
ber thread divisions, U. S. Rubber 
Co., has been elected a vice-presi- 
dent of the company. He will re- 
tain his title of general manager 
and continue his division man- 
agerial duties. 














; 


AUSHIN Many uses 
for VAN DORN Electric Sanders 


Van Dorn Portable Electric Sanders give 
you a fast-moving tool that’s loaded with 
repeat business on a wide variety of attach- 
ments. Their power and speed are put to 
work in so many surfacing and clean-up 
jobs that virtually every call you make is a 
potential user. 


Abrasive discs in 19 different grains, sand 
and finish any surface. Wire cup brushes 
take off old paint, rust and scale. . . clean 
castings, tanks, boilers, vats, sheet metal 
and soldered joints. Saucer or cup-type 


FOR POWER SPECIFY 


Mean many prospects 


grinding wheels remove metal . . . smooth 
welds and casting ridges . . . grind off 
rivets, studs, bolts . . . sharpen stationary 
machine blades. Rotary gouging and plan- 
ing heads shape and semi-finish lumber. 


Remember: You can sell Van Dorn Sanders 
in four models, from the 7” Junior at $39.50 
to the 9” Heavy-Duty at $78.00. And every 
Sander you sell keeps attachment orders 
rolling in long after the original sale. Start 
them rolling now. Van Dorn Electric Tool 
Co., 717 Joppa Road, Towson 4, Md. 


(DIV. OF BLACK & DECKER MFG. CO. , 


PORTABLE ELECTRIC TOOLS 
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SHE 


180 


|nort 


Heavy bronze 
bearings 


1" Collet capacity 
11 Y4-inch swing 
Double-walled apron 


Lerge hardened and 
ground spindle 


Extreme accuracy 


Convenient controls 


Underneath V-belt 
motor drive 


All Steel Bench 








[DON ...... 


The S-56 has proven a profitable item 
for Industrial Distributors 


Because it is just right for so many markets, has 
the accuracy for tool room use, the stamina for the 
production line, the versatility required for main- 
tenance and garage work, the SHELDON S-56 has 
proven a profitable item for Industrial Distributors.* 
Selected by the Army, Navy, Marine Corps and 
Maritime Commission, it is not only today's most 
outstanding 10-in lathe but is rapidly becoming 
the best known one. Coming fully assembled on 
a modern steel bench with built-in 4-speed, V-belt 
Underneath Motor Drive, “ready-to-plug-in", it is 
as easy to sell as package goods. 

Order your floor sample today. It will prove a 
money-maker for you as it has for other Industrial 
Distributors. 


* Sold Through Selected Industrial and Machinery 
Distributors. 


SHELDON MACHINE CO., INC. 


4232 N. Knox Avenue Chicago 41, U.S. A. 


Builders of Good Lathes 
since 1919 
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Return of Veterans 
Aides Belting Firm 


The return of two servicemen to their 
former jobs has .eased the manpower 
shortage at the Chattanooga Belting & 
Supply Co., Chattanooga, Tenn. W. J. 
Anderson, firm president, hopes for the 
return of three more staff members soon 
as all can be used to advantage in the 
service department. 

The returned veterans are Archie Dale, 
who was inside man for six years before 
joining the Seabees two and a half years 
ago; and Bobby Doss, son of E. W. Doss, 
the firm’s buyer. Young Doss was in the 
Navy three years and had worked in the 
shipping department for one year. 

The veterans expected back soon are 
Gordon Hatfield of the stock room, Reese 
Lawson of the delivery service, and Ottis 
Penny, stenographer, Mr. Hatfield was 
five years with the firm before going into 
the Army three years ago. Mr. Lawson 
has been in the Navy two and a half 
years, having seen most of the important 
action in the Pacific. He had been with 
the firm a year. Mr. Penny has been four 
years with the company and four years 
in the Navy. 








Alfred Padbury has 


returned, 
after four years in the service, 
to his former position as sales- 
man for Henry Disston & Son, 
Inc., Philadelphia, with whom he 
has been associated since 1932. 
He will cover Virginia, West Vir- 


ginia, Maryland, Washington, 
D. C., and southern Pennsylvania 
for the company. 








UMI 


—Key to Progress in Many American (ndustries 








INCE 1880, Thermoid has contributed to the *THE THERMOID LINE INCLUDES: Transmission Belting 
progress of American Industry. In many fields of * F.H.P. and Multiple V-Belts and Drives * Conveyor 
business Thermoid Products play an indispensable Belting * Elevator Belting * Wrapped and Molded Hose 
part. For instance, the George Haiss Manufacturing * Sheet Packings °* Industrial Brake Linings and Friction 


Company, manufacturers of portable conveying equip- Products * Molded Hard Rubber and Plastic Products. 
ment, chose Thermoid Conveyor Belting for the port- - 


able brick conveyor shown above. 





The Thermoid Line* is the result of 65 years of 


research and experience that not only has kept pace 
with the demands of industry, but in many cases n ermol 


anticipated industry's needs. 


With the Thermoid Line* of belting and hose for Rubber 


materials handling and power transmission, you can 
offer your customers real improvements in their proc- 
esses and reduction in their costs.—"It's Good 
Business to Do Business With Thermoid.” 


Contributor te Industrial Advancement Since 1880 
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WNL URNOVER 
Wherever Wire | ' 


Rope is 
Used 






























































SIZES 
Vs" to %" 


Hewer Shins 

FORGED AND MASTER COINED TO FIT ROPE 
The Safe-Line Clamp is made in two 
halves, with double spiral spli The 
large grooves pocket the large spiral 
strands and hold the rope from end-wise 
slippage. The small grooves pocket each 
small wire and prevent the rope from 
spiral winding out of the clamp. The two 
halves are gripped tightly on the rope 
with strong alloy steel nuts, giving a 
double locking action. Safe-Lines do not 
cut the rope, hold a tight thimble, mini- 
mize rope or sling breakage, are adjust- 
able, and can be used again and again. 








SAFE-LINE 
WIRE ROPE CLAMP 
Faster — Safer — Eliminates Splicing 






Safe-Lines are again available for sales 
distribution . . . ably backed by national 
advertising in a score of leading trade 
papers. Recently a jumbo-size broad- 
side was mailed to a quarter-million wire 
rope users, creating more repeat-sales 
and more new business. There’s a quick 
turnover market for Safe-Lines wherever 
wire rope is sold—and wherever wire 
rope is used Safe-Line Clamps are needed. 
Safe-Line advertising is consistently at 
work building business in this huge, 
profitable market for distributors who 
stock Safe-Line Wire Rope Clamps. 


Safe-Line patented features are known to 
thousands of wire rope users. Its Never- 
Slip grip outpulls the strongest wire rope 

. it eliminates splicing and serving and 


U-bolts . . . it prevents injury and mental 
hazards... it is easy to use by any work- 
man... it carries a replacement guaran- 


tee against clamp breakage and fracture. 
Safe-Lines are approved by wire rope 
manufacturers, the Civil Aeronautics Ad- 
ministration and Underwriters’ Labora- 
tories. More than a million Safe-Lines 
are in daily use. 


Safe-Line Wire Rope Clamps are a quick- 
turnover item, profitable to stock and sell. 


Distributors are invited to write for 
details of the National Distributor Plan 


NATIONAL PRODUCTION COMPANY 


4526 ST. JEAN AVENUE «+ DETROIT 13, MICHIGAN 
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25 Years Ago 


Mill supply men throughout the nation 
greet the new year with confidence. The 
magazine’s Annual Resume contains let- 
ters from E. E, Strong, Strong, Carlisle 
& Hammond Co., Cleveland; Alvin M. 
Smith, Smith-Courtney Co., Richmond; 
F. W. Swanson, Globe Machinery & Sup- 
ply Co., Des Moines, and others. 

Standard Supply & Equipment Co., 
New York and Philadelphia, has opened 
a welding and cutting department under 
the managership of George E. Temple. 
The company has branches in several 
cities, among them Trenton and Altoona. 

The devastation and economic ruin 
left in the path of the World War still 
haunts Europe, says Farnham Yardley, 
president of Jenkins Bros., New York. 
Writing about his recent trip abroad, 
Mr. Yardley says that the Germans, 
above all other warring peoples, appear 
the best fed and clothed. 

The Mill & Mine Supply Co., Akron, 
has named threg new department heads. 
W. J. White is now manager of the pipe 
department, T. E, C. Hunter of the 
plumbing and heating division, and H. L. 
Senn of the machinery department. 

As the result of the consolidation of 
the Cochran-Sargent Co., and the West- 
ern Supply Co., St. Paul, a new supply 
house has been formed to be known as 
the Manners-Moltz Co. The officers are 
O. R. Manners, E. R. Moltz and Otto 
Reichow. 

The Triple Convention will be held in 
May at the Hotel Traymore in Atlantic 
City. This fact is welcome news to those 
who have noted the beneficial results of 
the triple gatherings in the past. 

There has been an almost complete 
reversal of railroad transportation condi- 
tions} says an editorial. Whereas a few 
months ago manufacturers and distribu- 
tors were handicapped by lack of rail 
facilities, there are today more than 
enough cars to carry the goods trans- 
ported. 














— Reports 


Abboit Linen Service Co. 


Customer satisfaction counts a lot with a product. 
It builds good will and, most important, repeat 
business ! That’s the big reason why Yarway Impulse 
Steam Traps are a Mill Supply House favorite. 


Mutual Manufacturing and Supply Co., the Yarway 
distributor in Cincinnati who sold the above cus- 
tomer, knows that this testimonial is character- 
istic of Yarway trap users. Throughout the coun- 
try Yarways are known as the traps that get 
equipment hotter sooner, and keep it hot. 


Vigorous advertising and sales promotion pro- 
grams have made the Impulse Trap the leader in 
trap sales through Industrial Distributors. Already 
more than 400,000 Yarways have been sold. 


YARNALL-WARING CO. * Mermaid Place, Phila. 18, Pa. 


NOTE: For the first time in 5 years Yarway 
Traps are now available for immediate delivery, 
in all sizes, without pricrity. Order today. 





YAR WAY IMPULSE STEAM TRAP 






FLUSH 
SASTENINGS 













ALLEN FLAT HEAD 


CAP SCREWS for 


EVERY SALES AD- 
VANTAGE IN YOUR 
FIELD APPROACH 


These features strongly advertised in leading industrial publications inform- 
ing your customers; intensively demonstrated by Allen field men as well: 


(1) Flush top surface with no gap between screw head and surrounding metal. 


(2) Extreme rigidity of grip, because angle of head helps lock |screw in place by 
drawing down on a conical surface. 


(3) Firmer hold on thin plates of metal, by more binding surface under the head 
than in fillister or cheese-head screws. s 

(4) Shallower countersink — less weakening of metal — when used for fastening a 
relatively thin plate. . 

(5) Positive engagement of hex key transmits 
power for tightest of set-ups without slipping, 
reaming or side play. 

(6) Maximum strength of screw itself assured by 

“ pressur-forming” of special-analysis ALLENOY 
steel. Threaded to a high Class 3 fit. 

(7) Speed in assembly provided for by use of Allen 
hand drivers and key blades for 
power drivers. 

Your KEYS to the flush fastening business. 





Cres THE ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A 
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We hand you every advantage 
in the sphere of 
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10 years ago: 


The W. S. Wilson Corp., New York 
distributors, recently sponsored a safety 
clinic at the Hotel New Yorker. J. T. 
Neary, vice-president of the firm, was 
permanent chairman of the affair. Many 
manufacturers of safety equipment ex- 
hibited their products, and their repre- 

«sentatives gave talks on the various 
phases of shop safety during the two day 
clinic. 

The Southern Supply & Machinery 
Distributors’ Association has added the 
following firms to its membership: 
Laurel Machine &.Foundry Co., Laurel, 
Miss.; United Pipe & Supply Corp., 
Charleston, W. Va., and the Baldwin Sup- 
ply Co., Charleston, W. Va. 

V. A. Dodds has been made sales man- 
ager of the Brown-Wales Co., Boston. A 
graduate of Boston University, Mr. Dodds 
has been connected with the Boston dis- 
tributing firm since 1919. - 

The Ducommun Corp., Los Angeles, 
has changed its name to the Ducommun 
Metals & Supply Co. The firm has been 
in business since 1849. 

A new company, Mid-States Industrial 
Corp., has taken over the property and 
assets of the Swords Co., Rockford, IIL, 
according to Charles W. Litsey, president 
and general manager of the new concern. 
The activities of the older company will 
be carried on by the same management 
and personnel at the same location. 

The following firms have joined the 
National Supply & Machinery Distribu- 
tors’ Association: Squier, Schilling & 
Skiff, Newark; Silliter-Holden, Inc., Elm- 
wood, Conn.; Seither & Ellis, Inc., 
Newark; Ramsdell Industrial Supply Co., 
Worcester; Pulver Machinists Tool Co., 
Chicago; Industrial Supply Co., Salt 
Lake City, and Standard Equipment & 
Supply Co., Hammond, Ind. 


Leaves Axtell 
For F. E. Meyers 


Frederick Cunningham, former pur- 
chasing agent, Axtell & Co., Forth Worth 
distributors, has left the Texas concern 
to become Denver representative for the 
manufacturing firm of ¥. E. Meyers & 
Bro. Co., Ashland, O. Mr. Cunningham 
had been connected with Axtell for 18 
years. 

Charles C. Mitchell has taken over 
the purchasing for the supply firm. 








SELLING Jop & 


This month, next month, every month, powerful, 
sales-sparking Dayton Rubber advertisements are 
telling your customers why they should buy 
Dayton V-Belts from you. It is a continuing pre- 
selling job that means more business, more profits 
for every Dayton Distributor. 

Yet this advertising is only one of many reasons 
why being a Dayton Distributor means increased 
sales for you. Dayton has developed a complete 
program of sales helps that make selling power 
transmission engineering easier and simpler than 
ever before. 

From the strategically-located, 
Dayton warehouses that supplement your own 
stocks, to the easy-to-use “280” catalog that 
makes figuring V-Belt drive requirements fast 
and accurate, the Dayton program of sales helps 
has been planned to make V-Belt selling simpler 


well-stocked 


and more profitable. 

Take full advantage of these Dayton sales 
stimulators. Sell Power Transmission Engineering 
the profit-building Dayton way by putting these 
proven sales helps to work for you. 


THE WORLD’S LARGEST MANUFACTURER OF V-BELTS 


MILL SUPPLIES °¢ 











1. EXCLUSIVE Packaging for 5. New, Comprehensive Catalog, ac- 
Low-cost Handling claimed most complete in the fieid 
2. Warehouse Stocks to Back 6. Unsurpassed V-Belt Quality 
ms 7. Telephone Directory Advertising 
3. Complete, Simplified Engineer- Plan 
ing Data at Your Fingertips 


8. Sales Promotion Tools Created to 


4. Factory Man in YOUR Territory Fit Your Own Particular Needs 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1 + OHIO 


THE DAYTON RUBBER MFC. CO. 


Eiwlabex 


“THE MARK OF TECHNICAL EXCELLENCE IN SYNTHETIC RUBBER 
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HEIN-WERNER 


HYDRAULIC 
JACKS 


























Save TIME 
and LABOR 


Applications 


. 


4 


The rugged construction and smooth, powerful opera- 
tion built into Hein-Werner Hydraulic Jacks are prime 
reasons behind their ability to save time and labor 


. throughout industry . .. and that’s why_these modern 
jacks are being utilized in a “thousand and one” 
applications. 


Because they are built right and priced right, we still 
maintain that “today there are no better jacks made 
than those developed‘and produced by Hein-Werner.” 


When you encounter problems involving pushing, 
pulling, raising or lowering, look to H-W Jacks to pro- 
vide a time and labor-saving solution. Built in capaci- 
ties of 3-5-8-12-20-30 and 50 tons. 


Write us for details. 


HEIN-WERNER MOTOR PARTS CORP. 


Waukesha, Wisconsin 


HEIN-WERNER 
HYDRAULIC JACKS 


Are Built Right and Priced Right 
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The Richard E. Ela Co., Madison, 
Wis., distributing firm, has_ re- 
cently moved to this three-story 
brick building. There is a railroad 
siding in the rear. 





Manning Maxwell 
Shifts Personnel 


Charles L. Harris, with Manning, Max- 
well & Moore, Bridgeport, for 14 years, 
has been made manager of distributor 
sales. For the past eleven years he was 
manager of the Mid-Western district, 
headquartered in Chicago. 

Newton P. Selover succeeds Mr. Harris 
as manager of the Mid-Western district, 
immediately upon his release from the 
Navy where he served as Lieutenant 
Commander. 

William F. Loos is the new eastern dis- 
trict manager with headquarters in the 
Chrysler Building, New York. The 
Northern and Southern New England 
territories and the Middle Atlantic dis- 
trict will also be under Mr. Loos’ super- 
vision. 

Filling the position of Mid-Eastern dis- 
trict manager in Pittsburgh. left by Mr. 


Loos, is William H. Bolin. 


Abrasive Company 
Changes Name, Trademark 


The Abrasive Co., Philadelphia division 
of the Simonds Saw & Steel Co., Fitch- 
burg, Mass., has changed its corporate 
tame to the Simonds Abrasive Co., Phila- 
delphia. A new master trademark has 
been adopted which will identify all prod- 
ucts of Simonds Abrasive and Simonds 
Saw & Steel. 





Pueumatte 


DRIVER 


POWER SCREW DRIVER SPECIFICALLY BUILT FOR SMALL SCREWS/ 3 


@ Amazingly small in size—this new ARO 
Screw Driver is only the size and shape of the 
average cigar... weighs but 8 ounces... is 
47/," long and 34” in diameter. Simple to 
operate— drives screws from No.1 to No. 6 
... with fully automatic operation! Pneumatic 
powered. No manual throttle control... starts 
automatically when tool is applied to work. 
it adjusts itself to every driving condition. 
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Also available with adapter socket for nut 
setting. Simple construction for long life and 
fool-proof operation. Entire tool is chrome 
finished. Ideal to speed up assembly of radios, 
cameras, électrical appliances, electronic in- 
struments and controls, and many othet prod- 
ucts having small screws and nuts. Write 
today for more information. The Aro 
Equipment Corporation, Bryan, Qhio. 
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ALWAYS 
A DEMAND FOR 


HARTWELL Ether (mek 


Protector P j The picture cc no | carol DR l L L I N G AND TA P P N G 


but this fishing trip was claime 
Depth Gauge to a highly aed Ace cond P R 0 D U C T | 0 N B 0 0 $ T E R ) 


ermen are a group of salesmen 
from Cutter, Wood & Sanderson 
Co., Cambridge, Mass., and two KEYLESS DRILL CHUCKS 
manufacturers’ men. Left to right, 
Curtis Blood, Dave Wallace, Gus 
Carney, Harold Davidson (L. S. 
Starrett), Les Stevenson, Fred 
Paulsen, and Moe Mantz (Reed 















































Elimination of key speeds 
up drilling; saves energy, 
my; makes chucks ideal for 

women operators. Also 
Ril ends slipping and retight- 
ening. Highest quality 












Mfg. Co.). precision construction as- 
sures long, hard pe 
5 sizes for No. 0 to ¥" 
Ends drills. Also available for 
Drill portable drills. 
° — For full details 
Breakage Packaging Exposition ask for BULLETIN No. 6 





In Atlantic City 


The American Management Associa- 


TAP CHUCKS 


The Hartwell precision- Grip is visible, assuring 

















machined Peoeoctor & tion will sponsor the fifteenth Packaging proper insertion of taps 
Depth Gauge reinforces Exposition in the public auditorium, At- realy ra 5 sizes, for No. 
drills, prevents them lantic City, N. J., on April 2, 3, 4 and 5. ” oe 
from bending or break- Coincident with the exposition will be an Oe ee es P 
ing. And it serves as a AMA Packaging Conference. An attend- : 
depth gauge and stop. ance of betwéen 6,000 and 7,000 execu- TAPPING ATTACHMENTS 
The Hartwell Protector & Depth tives of package-using industries in the Make a high-speed, sensi- 
Gauge will be widely in demand wher- U. S., Canada and Latin America is an- tive tapper of any drill 
ever breast, portable, power-driven ticipated. press. Quickly mounted 
drills and home drill presses are used. se yada ae aig fr al 
Supported by advertising and mer- QUILL CLAMPS available 
chandising helps, this new item will be to assure absolute rigidity. 
a profitable addition to your stocks. For full details 
Fates ask for BULLETIN No. 2 
Available in 15 selected sizes from 
1/16 through “F”. And it is made to FOOT-OPERATED 
fit standard drill chucks. 





TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and _ sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 


For full details 
ask for BULLETIN No. 4 


HARTWELL J. §. Nicholls, Jr., has been WRITE FOR BULLETINS AND 
Engineering Company elected president of the Industrial DETAILS OF DEALER SET-UP 


Tape Corp., New Brunswick, N. J. 
Designers « Manufacturers « Distribut 
oe He succeeds George F. Smith, who 


gigas Sees has been head of Industrial Tape ETT C ¢) TO OL CO. 
since its organization in 1937. 600 Johnson Ave., Brooklyn 6,N.Y. 


Place your order with your jobber! 


rounded nose protects drilled surfaces 





Slotted shank 
Dimples locks drill 
drive drill 
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-..- year in and 
year out... you'll 
be glad you have , 
this handy tool... 





METAL CUTTING BAND SAW 


Above photo shows a Wells No. 8 equipped with the 
new Wells Wet Cutting System—an economical accessory 


thats) or) i 
bye EIS poe, 
ory ° 








Spe a Wells No. 8 on the floor in your 
shop, and from that day on, you have 
at your service one of the most useful 
cutting tools available. It cuts bar stock, 
angles, square or round tubing—all 
types of metals and every size that can 
be fitted into it. 

Use your Wells in the storeroom, tool 
room or for maintenance work. Move 
it to the job quickly and easily to save 
time and labor. Equip it with the new 
Wells Wet Cutting System for produc- 
tion work too. 

Anybody can operate an easy-to-use 


Wells. In fact, the gravity-feed and 
automatic shut-off make it possible for 
one man to operate two or more Wells 
saws at the same time. 

Thousands of Wells No. 8's are in use 
today ... ample proof of their utility 
and worth. Where can you use one? 


Specifications 


CAPACITY: Rectangular 
(Special Guides) 


8" x 16” 

5” x 24” 

- 8” Diameter 

1, H.P., A.C. or D.C. 
Selene 60, 90, 130 feet per minute 
Approximately 665 pounds 


SPEEDS: 
WEIGH 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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Wherever you call... 


YOU CAN TALK 


DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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TRADE MARK 


The most complete line of abrasives 
in existence is that which is known as 
Abrasives by CARBORUNDUM. In 
every major industry, on whomever 
you call, there’s an opportunity to talk 
“CARBORUNDUM.” The pressure of 
war production has opened the eyes of 
most production men to the large num- 
ber of applications for grinding wheels 
and coated abrasives. And the adjust- 
ments to the production of civilian 
goods provides a market as broad in 
scope as that of war time years. 


The completeness of the line of Grind- 


ing Wheels and Coated Abrasives by 
CARBORUNDUM give a sales repre- 
sentative the chance to discuss any so 
sive problem. Product quality gives you 
the added opportunity to talk about 
those problems in terms of improved 
finishes, faster time schedules, or lower 
abrasive costs. 


To further strengthen the efforts of 
CARBORUNDUM tepresentatives in 
1946, one of the hardest-hitting advertis- 
ing campaigns in CARBORUNDUM’S 
history will be directed into the indus- 
trial markets. Organized promotion of 


comparable strength will round out the 
program. 

It all adds up to a profitable proposition 
for those who put sales push behind 
Abrasives by CARBORUNDUM...an 
enormous market, the most complete 
line of quality products in the grinding 
field, forceful advertising, and promo- 
tion with a purpose. 

It will pay to make a feature of Abra- 
sives by CARBORUNDUM in your 
plans for '46. They will justify the time 
you spend. The Carborundum Company, 
Niagara Falls, New York. Pl 








Abrasives by 
CARBORUNDU 


TRADE MARK 
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\ | / / Statistics show that on the average 
[2 there is one right-angle branch pipe 
outlet on every 30 feet of piping. This 
means that there is a big market for 
branch pipe outlet fittings. 


But—chances are you are missing sales for welded 
branch pipe outlet fittings unless you have WeldOlet 
Fittings. Regardless of what line of welding fittings you 
handle, WeldOlet Branch Pipe Outlet Fittings will 
round-out your line—provide an opportunity to make a 
fitting sale for every branch pipe outlet required on the job. 


And your customers will like WeldOlet Fittings because 
they are inexpensive to buy—easy to install—provide 
improved flow conditions—and provide full, original 
pipe strength at the joint. 

Write today for full information on this 
easy-to-sell, profitable line of branch 


pipe outlet fittings. Ask for a copy of the 
WeldOlet Fittings Catalog and Distribu- 





| 
| 
| 





tor Proposition. 














Forged Fittings Division 
BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. °U" MORE BONDS 


= 


M4404 
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C. C. Webster, president and gen- 
eral manager, the Satterlee Co., 
Minneapolis, is backed up by two 
new vice-presidents of the supply 
firm. Frank J. Uhler, left, has 
charge of machine sales, and R. 
H. Leyh is sales manager. 





Gordon Fisher Dead, 
Spang, Chalfant Head 


Gordon Fisher, president of Spang, 
Chalfant & Co., Inc., Pittsburgh, from 
1927 until the firm was incorporated 
into the National Supply Co. six years 
ago, died on Dec. 14. He had been a 
patient in the Allegheny General Hospital 
since Dec. 4. Born in 1874, Mr. Fisher 
attended lower schools in the Pittsburgh 
area, was graduated from Princeton in 
1895, and attained the bar in 1897, after 
attending New York Law School. He then 
returned to Pittsburgh where he practiced 
law until 1927. 

Mr. Fisher, who was president of the 
Allegheny General Hospital at the time 
of his death, had been a director of the 
First National Bank of Etna, and several 
other corporations. He also served as 
trustee for several prominent estates. 

He is survived by his widow, Matilda 
Milligan Fisher, and two sons. Gordon 
Fisher, Jr., and John A. Fisher. 


Bauman To Sell 
For Ajax In Chicago 


R. R. Bauman has been appointed Chi- 
cago area sales representative by the 
Ajax Flexible Coupling Co., Inc., of 
Westfield, N. Y. His office is at 407 So. 
Dearborn St. 
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Coffeyville Mill Supply 
Enlarges Facilities 


The Coffeyville Mill Supply Co., Cof- 
feyville, Kansas, is preparing to occupy 
the 100 x 25-ft. storeroom adjoining 
their present quarters, which will make 
available a 50 x 100-ft. space for the dis- 
play of industrial supplies, make possible 
the handling of expanded and new lines, 
and provide a full basement for storage 





purposes. 





According to L. L. Banta, the company | 


has owned the whole building for several | 


years, but sufficient stock to justify the 
expansion was not available during the 
war period. Also, recently completed is 


a warehouse of galvanized steel construc- | 


tion for storage of pipe. 


Machine Men 
In Manufacturers Group 


| 

























Among the new state directors of the | 


National Association of Manufacturers, 


a number represented the machine tool | 


and supply industries. Among them were: | 


C. H. Stockham, Stockham Pipe Fittings 
Co., Birmingham; G. H. Garrett, Thomp- 
son Pipe & Steel Co., Denver; C. R. Ty- 
sen, John A. Roebling’s Sons Co., Tren- 
ton; C. E. Searle, Worthington Pump & 
Machinery Corp., New York; Herbert P. 
Ladds, National Screw & Mfg. Co., Cleve- 
land; W. R. Seward, American Hardware 
Co., Inc., Petersburg, Va.; T. J. Bannan, 
Western Gear Works, Seattle, and F. D. 
Williamson, Union Iron Works, Spokane. 








E. P. Simpson (left), partner in Oglesby & 
Simpson Supply Co., Louisville, looks over 
a coil of hose with Horace S. Fuller, 
representative of the Boston Woven Hose 
& Rubber Co., Boston. 
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At a grinding temperature of 1700°F. — 
almost the temperature of flame... 

PEPER STREAK Metal -Working Cloth 
Belts turn out the work with ease. The special 
Silver Streak bond stands up at extremely 
high temperatures and insulates the cloth 
backing from the intense surface heat. 
Available in grits 50 and finer. 


FREE SAMPLES gladly furnished to 
industrial users. Pick a tough job, give us 
specifications, and make a test at speeds 
that cut your finishing costs. 


MILL SUPPLIES ¢ 


John B. Crimmins, president of 
Mills & Lupton Supply Co., Chat- 
tanooga, Tenn., returns to his 
desk after attending the execu- 
tive committee meeting of the 
Southern Association at Hot 
Springs, Va. 
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Sears New Manager 
For Link-Belt 


Joseph W. Sears, heretofore district 
sales enginer at the Dallas plant of Link- 
Belt Co., has been made district sales 
manager for the company in Houston. 

Mr. Sears received his engineering 
education at Armour Institute of Tech- 
nology, Chicago Technical College, and 
Austin Evening School, Chicago, and 
entered the service of Link-Belt Co. in 
1935 in the engineering department at 
the Pershing Road plant, Chicago. He 
was later transferred to the Chicago gen- 
eral sales department, the Dallas sales 
department and, in 1943, he was ap- 
pointed district engineer. 

Stuart Penick, who also joined Link- 
Belt in 1935, and has served in several 
of the company’s plants, will succeed Mr. 
Sears as Dallas district sales engineer. 


Godfrey Back 
With Page Steel and Wire 


Captain Vincent H. Godfrey has com- 
pleted service with the Navy and is back 
with the Page Steel & Wire Div. of Amer- 
ican Chain & Cable Co., Inc., as sales 
engineer, with headquarters in Monessen, 
Penna. Mr. Godfrey is a graduate of 
Annapolis and he served in the Navy for 
21 years, having been with Page Steel & 
Wire Div. for two years before reentering 
the Naval service in 1941. 





ilence and long life are attributes of Bunting Cast 
Bronze Bearings. The oil film insulates against noise and 
wear. Bunting Bronze Bearings and Bars are available in 
hundreds of stock sizes from authorized Bunting Distrib- 
utors everywhere. Ask for Catalog. The Bunting Brass & 
Bronze Co., Toledo 9, Ohio. Branches in Principal Cities. 


ourmtineg 


BRONZE BEARINGS tr BUSHINGS tt PRECISION BRONZE BARS 
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* Today, before making definite plans 
for your new catalog, find out about 
CUNEO CATALOG SERVICE. 


This service includes the complete job. 
We are printers with a specially 
organized, equipped, and manned 
CATALOG DEPARTMENT that takes 
the entire load of preparation off your 
shoulders. You get cooperation that 
saves your time and eliminates the 
many bothersome details of compiling 
a catalog. 


Take the step now and get in touch 
with CATALOG ee 


Cermak Road at Canal ¢ Chicago 16, Illinois 
MILWAUKEE ¢ PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO) 
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William J. Burns, president and 
general manager, Wm. J. Burns, 
Inc., Providence, R. I., is well 
pleased with his bright offices lo- 
cated in the mezzanine of the 
firm’s new quarters. 











Distributors Get 
Steel Sheet Rise 


Resellers of flat galvanized steel sheets 
were authorized by the OPA to pass on 
to their customers one half of the mill 
price increase of 20 cents per 100 lbs. 
which they have been required to absorb 
since the higher mill price was estab- 
lished on May 21, 1945. The action was 
effective Nov. 30. Permission to pass on 
to customers 10 cents per 100 Ibs. of the 
20-cent mill increase is being authorized, 
OPA said, because latest data submitted 
by the industry indicate the operating ex- 
pense rate for distributors of heavy line 


| steel products now exceeds the trading 


margin provided by existing prices for 
flat galvanized sheets. 

An adjustment in the reseller’s price 
sufficient to permit him a trading margin 
equal to the operating expense rate is re- 
quired under OPA’s “product standard” 
basis of adjusting prices. The increase in 
resellers’ prices for flat galvanized sheets, 
OPA said, will enable warehouses and 
jobbers to obtain a trading margin over 
cost of 22.5 percent, compared with ap- 
proximately 20.5 percent previously. 

OPA also announced that as the re- 


| sult of a reexamination of warehouse and 


jobber operating data submitted to OPA, 
a trading margin of 22.5 percent for 
heavy line products will hereafter be used 
in calculating the amount of relief 
granted resellers applying for adjust- 
ments in prices, rather than the 18.5 per- 
cent trading margin used previously. 
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NEW LINES 


“Jaken on by 


DISTRIBUTORS 


Yakima Hardware Co., Yakima, Wash., is 
distributing the transmission equip- 
ment of the Worthington Pump & 
Machinery Corp. 


Ohio Mechanical Handling Co., Akron, 
is handling the material handling | 


equipment of the Forker Corp. 


Port Huron Equipment Co., Port Huron, 
Mich., is stocking the portable tools of | 


the Aro Equipment Co. 


Capitol City Supplies, Charleston, W. | 
Va., is handling the machinery equip- | 
ment of the Worthington Pump & | 


Machinery Corp. 


Root Bros. Mfg. & Supply Co., Chicago, | 


is distributing the pneumatic tools of 
the Aro Equipment Corp. 
American Transmission Co., New York, 


has taken on the lines of the Brown- | 
ing Mfg. Co., the Chas. A. Schieren | 


Co.. and the R. & J. Dick Co. 


Meyer Succeeds Rose 
As Bassick Head 


George L. Meyer, Jr., chairman of the | 
board, the Bassick Co., Bridgeport, has | 


been made president, succeeding W. A. 


‘Rose, who has resigned. Mr. Rose ten- | 


dered his resignation as president and 
general manager because he had reached 
the age of 65. He will continue as a 
director of the caster manufacturing con- 
cern, which is a subsidiary of the Stewart- 
Warner Corp., Chicago. 


Paul Smith Returns 
To Private Business 


Paul R. Smith, formerly vice-president 





In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/,"" to. 18" sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/," to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


KIELEY & MUELLER, inc. 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 


of R. C. Neal, Inc., Buffalo distributing 
firm, has resigned as district manager of 
the Civilian Production Administration in 
the Buffalo area. He will return to pri- 
vate business after a short rest. 
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66 YEARS OF CONTROL PROGRESS 
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A COMPLETE 
LINE OF 
PULLERS 


SPECIAL 
SERVICE 
SETS for 


Industrial 

- Automotive 
Aviation 
Diesel Engine 
Refrigeration 
and Tractor 
MAINTENANCE 








SERVING INDUSTRY 7 
thru DISTRIBUTORS 


) OTC is set up for a big Postwar market . . . for a 
greater service to Industry. OTC War Service has 
demonstrated a greater scope of work for OTC 
TOOLS—in air, marine and field service, as well as 
in factories, shops, mines and power plants. OTC 
production capacity was greatly expanded to meet 
War needs for OTC TOOLS (winning five “E”’ 
awards). Industry has been kept informed of OTC 
progress, through trade journal advertising, all dur- 
ing the War. 


Tecmgeeer He- 





This greater OTC Service and production capacity 
is now available to Industry—through Mill Supply 
Houses and Industrial Distributors—If you are inter- 
ested in sharing in this OTC TOOL postwar market 
and increasing the scope of your supply service, 
write for full information. 


OWATONNA TOOL CO. es 


312 CEDAR STREET - OWATONNA, MINN. 


‘ 
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) 


'TOOLS< J 


for MACHINE <— 2 
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Richard M. Wainwright, new New 
York manager for the Alexander 
Bros., Philadelphia, attended the 
Power Transmission Council 
Christmas party at the Hotel 
Woodstock. 








Horace Coffin Retires, 
Baker & Hamilton Man 


Horace Coffin, treasurer of Baker & 
Hamilton, San Francisco distributors, has 
retired from business after 64 years in 
association with the firm. More than 50 
years of this period was spent in execu- 
tive capacities. Joining the supply firm in 
1881, Mr. Coffin retained an interest in 
his home city and was a director of the 
San Francisco Board of Trade for 20 


years. 








George D. Yeazel has joined the 
Surface Combustion Corp., To- 
ledo, as factory sales representa- 
tive in the Kansas City area. Mr. 
Yeazel was recentiy with the 
Sparta Aircraft Co., Tulsa, and be- 
fore the war was assistant sales 
manager, the Fram Corp., Provi- 
Jence. 
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SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS 


YOU WILL NOW FIND THIS MARK 


ETCHED ON ALL THESE FINE PRODUCTION T¢ 
FOR CUTTING METAL, WOOD, PAPER, PLA 3 


From now on, all Simonds Saws for cutting wood, metal, and 
plastics... all Simonds Machine Knives for cutting wood, veneer, 
and paper... all Simonds Red Tang Files... all Simonds steel and 
steel specialties... every one of these first-quality products will bear 
the same mark of family-identity you see above. And a like mark 
will also identify the products of Simonds Abrasive Company of 
Philadelphia (formerly the Abrasive Company), of Simonds Canada 
Saw Company, and of Simonds Steel Mills at Lockport, New York. 

So now, when you want fine tools for cutting and grinding, this 
ribbon-etch ... signature of America’s longest experienced firm of 
sawmakers... tells you at a glance: “There’s no finer tool made in 
this line ... anywhere.” 


SIMONDS rhymes with diamonds 


...and Simonds Tools cut with diamond-like 
smoothness and precision. Order from your Industrial Supply Dis- 
tributor or dealer, or write the nearest Simonds office: 
OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, 


BRANCH 
Calif.; 228 First St.,San Francisco 5, Calif.; 311 S. W. First Ave., Portland-4, Ore.; 31 W. Trent Ave., Spokane 8, Washington: 
Canadian Factory: 595 St. Remi St., Montreal 30, Que, 
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BENCH 
TYPE 


V A | F Y HEAVY-DUTY 
GRINDERS 
Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 


BALL 
BEARING 





































Valley Electric Corp. 








HEAVY DUTY 
Welded Steel 
INDUSTRIAL OILERS 


All GEM Oilers feature Welded Steel construction 
throughout—thus there can be no doubt of their 
ability to “take it, For graphic proof of their 
superiority, check these six points. 





@ Heavy gauge welded steel spout. 

@ Solid bushing—Machinecut threads. 

@ Solid neck—Machine cut threads— 
welded to body. 

@ Drawn seamless steel body — heavy 
gauge, polished and lacquered. 

@ High carbon tempered spring stecl 


om. 
@ Bottom and body electrically welded 
—triple thickness. 





The GEM Oiler shown at the top of this ad features 
é flexible spout—invaluable in reaching those “blind 
spots’. The spout, seated in a solid bushi with 
machine cut threads, is brazed to a cold rolled steel 
tip. The entire assembly, as in all GEM Oilers, Is 
leakproof. Another important advantage—the flex- 
ible spout and rigid spout are interchangeable on all 
GEM Oilers. 


Write for price lists and distributor plan now. 
GEM also manufactures Supply Cans, Tallow Pots, 
Torches and Heavy Welded Industrial Oilers. 


GEM Manufacturing Co. U 


1229-1243 Goebel St., North Side Sta. 


4 Pittsburgh Pa. 
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4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. | 








Neal Honored 
By Buffalo Paper 


Ray C. Neal, president of the R. C. 
Neal Co., Inc., Buffalo, has been named 
a “Frontiersman” by “Buffalo Business”, 
a monthly publication of the Buffalo 
Chamber of Commerce. Mr. Neal won 
the honor “for his services to nation-wide 
industry during the war, and for his con- 
tributions to Buffalo as a civic leader. 


Nordstrom Valve 
Shortens Firm Name 


The Merco Nordstrom Valve Co., sub- 
sidiary of the Rockwell Mfg. Co., Pitts- 
burgh, has shortened its name to the 
Nordstrom Valve Co. The firm. which 
manufactures lubricated valves and ac- 
cessories, will not change its sales poli- 
cies or personnel. 


New Vice-President 
For Peerless Machine 
Otto M. Jensen. for many years an ex- 


ecutive of the Peerless Machine Co., 
Racine, Wisconsin, has been made works 


| manager and vice-president in charge of 


engineering. 








Mary Lou Hale, an office employee 

of the Wimberly & Thomas Hard- 

ware Co., Birmingham, leafs thru 

some recent invoices before send- 
* ing them to the file. 











ALL INDUSTRY IS WAITING FOR THIS 
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COMPLETE 


Surface finish control is rapidly becoming 
a “must” throughout the precision metal- 
working industries. Every production shop 











NOTE: This kit is being widely advertised in 


from machine shop to automobile plant is a industrial trade journals. Inquiries are being 
logical prospect for this Sav-Way Surface directed to mill supply houses. May we suggest 
Finish Control Kit. It includes 16 actual metal that you order at least one kit at once. 


specimens ranging from 2 to 600 micro- 
inches, including milled, turned, shaped, 
ground, lapped, and lapped-and-polished 
surfaces. The set is beautifully mounted in ay 
a deluxe leatherette case with easy refer- 
ence index on inside cover. 

The kit includes a profusely illustrateti 
textbook on surface finish control. Complete 
set priced so low that every inspector, opera- INDUSTRIES 
tor, designer can afford his own set. BOX 117, HARPER STATION, DETROIT 13, MICH. 
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Bassick’s complete line of truck casters puts the Bassick distributor in the 
position to provide each customer with the proper caster for his needs. 


Whether the prime requisites are the strength to support several thousand 
pounds each, or utmost ease of mobility, or silent operation . . . or a protective 
tread — there is a caster in the Bassick line to answer any combination of re- 
quirements. ° 


The Bassick line is the world’s most complete . . . and contains more ex- 
clusive selling points to help you ‘‘trade up ‘’and make more money by selling 
better quality. 

THE BASSICK COMPANY, Bridgeport 2, Conn. Division of Stewart- 
Warner Corporation, Chicago, Ill. Canadian Division: Stewart-Warner- 
Alemite Corporation of Canada, Ltd., Belleville, Ont. 
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Reaching for a high one is B. 
Allen Schaeffer of the stock room 
of the Asheville, N. C., branch 
of Hajoca,.Corp. Mr. Schaeffer 
was recently discharged from the 
Army having served in the Sici- 
lian, Italian, French, German and 
Austrian campaigns with the 45th 
(Thunderbird) Division. 





Watson-Stillman 
Appoints Johnson 


C. F. “Cy” Johnson has joined the 
Watson-Stillman Co., Roselle, N. J., 
where he is in charge of all engineering 
in the forged steel fitting and the bronze 
and forged steel valve divisions. 

After B.S. degree , in 
Mechanical Engineering at Rice Institute, 
Houston, Texas, Mr. Johnson was asso- 
ciated with The Reed Roller Bit Co. of 
that city for a number of years. He be- 
came a registered professional engineer 
in Texas, and was manager of the valve 
division of Security Engineering Co. of 
Whittier, Calif. Although he has had 
considerable experience in the drilling 
and production of oil, Mr. Johnson has, 
for the past several years, specialized in 
the manufacture and sale of valves. 


receiving a 


Conrad Is Secretary 
For Tool Engineers 


Harry E. Conrad has been made execu- 
tive secretary of the American Society of 
Tool Engineers. Mr. Conrad was with 
General Motors for eleven years before 
serving as manager of the war products 
division, Automotive Council of War Pro- 
duction, during the war. 
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will work for you 
without One Cent of Pay 


The Standard Man, whether a direct representative 

of the factory or of a Mill Supply Distributor of 

K Standard Shield Brand Drills, Reamers, Taps, Dies, 

as Cutters and Special Tools, will go to work for you 

today in your own plant, and it won’t cost you one cent. 

His first job will be to help you get in production fast with the 

right cutting tools. Usually he can select from a stock of thousands 

of Shield Brand Tools, the drills, reamers, taps, dies and cutters 
you need now. 

His second job is to aid you in solving tough metal cutting prob- 
lems. To accomplish this, he brings you our Company’s 65 years 
of successful experience in supplying tools to meet the require- 
ments of America’s leading manufacturers in the railroad, farm 
implement, electrical, automotive and aviation industries 

Write today or call your Mill Supply Distributor and ask for 
the Standard Man — no obligation, of course. 





[HE STANDARD [OOL (0. 


NEW YORK STORE DETROIT STORE CHICAGO STORE 


94 READE STREET 2457 WOODWARD AVE 552 W. WASHINGTON BiVO 


TO RELIEVE PRODUCTION PRES 


I you are looking for additional time-saving methods 
to relieve production pressure, consider — 


1. Time that can be saved in Purchasing Department 
2. Time that can be saved in Stock Room 

3. Time that can be saved in Tool Cribs 

4. Time that can be saved in Machine Shop 


by Standardizing on Standard Shield Brand Drills, Ream- 
ers, Taps, Dies and Milling Cutters. It adds up to an im- 
portant total and thus contributes to faster production. 


We can furnish your entire requirements promptly 
through leading Mill Supply Distributors in cities from 
coast to coast. Write us today for information. 





THE STANDARD JOOL (0. 


CLEVELAND 


NEW YORK STORE DETROIT STORE CHICAGO STORE 
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AVAILABLE NOW THROUGH RFC 
Liberal Price Reductions 


This is an unusual opportunity for many manufacturers to get ahead in 
their|reconversion!program. While some of the sizes, shapes and alloys of 
the RFC stock of surplus steel may differ from the specifications of normal 
industry requirements, it has the advantage of being quickly available. 

Attractive allowances have been made in our pricing program to move 
this steel into the hands of private industry. 








—S 





Carbon and Alloy. Wide range 7,000 tons. In Water-hardening, 
of sizes from) %" to 6" thick, up to Oil-hardening and High Speed 
96" wide. grades. Large range of bar sizes. 








ss 





— 








Available in Hot Rolled and Cold 

Rolled, Carbon and Alloy. Large Hot Rolled and Cold Finished in 
quantity of High Carbon Cold both Carbon and Alloy. Rounds, 
Rolled Strip—to be sold at low squares, flats and hexagons in 
Carbon prices—or lower. Large various specifications. Many items 
range of sizes. in large quantities. 


Write, wire or phone your requests fo the nearest RFC 
agency listed below for more detailed information. If you 
desire, credit terms can be arranged. If your local office 
does not have all the materials you need, it will endeavor 
to locate them from other offices throughout the country. 









Minneapolis + Nashville + New Orleans + New York 
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he ee eee 


A Disposal Agency Designated by the Surplus Property Administration 
Agencies located at: Atianta + Birmingham + Boston + Charlotte * Chicago + Cleveland + Dallas * Denver 
Detroit - Helena +» Houston + Jacksonville + Kansas City, Mo. 


1. 


9. 


sen 


CHECK THIS LIST 


Miscellaneous 


Carbon and Alloy Billets, Blooms, 
Slabs, Skelp, Rods, etc. 


. Reinforcing Bars 
. Structural Steel Shapes 


. H.R. & C. R. Sheets, Strip Steel, 


Carbgn and Alloy . 


. Plates—Tin Plate, Terne Plate, 


Black Plate 


. Wire and Wire Products, Carbon 


and Alloy, Wire _— ne 
Wire Mesh . ‘ . 


. Stainless Steel Sheets, Strips, 


Standard Types 


. Iron and Steel Pipe, and Tubing— 


Valves and Fittings 


Mechanical —— Carbon and 
Alloy ° oe ee a 


Little Rock + Los Angeles - Louisville 


* Oklahoma City - Omaha + Philadelphia 


Portiand, Ore. * Richmond + Sf. Louis + Salt Lake City * San Antonio * San Francisco * Seattle + Spokane 





STEEL PRODUCTS 


CO 






















MILL SUPPLIES * JANUARY, 1946 



























2. Horizontal inlet, ver- 
tical discharge. 
Bz Vertical inlet, hori- 
zontal discharge 
Ah. Nettical inlet and Capacities % to 300 
discharge 00 p.s.i. at pct 
to 1800 r.p.m. 





, 








PORT DESIGN 


cuTs INSTALLATION TIME 
ES alll 


A Roper Feature Your Customers Appreciate 





Eight optional piping connections are possible with the Roper 
4-port design. Four piping arrangements are illustrated with the 
pump operating clockwise . . . four other arrangements are possible 
with the pump operating counter clockwise. One of many time- 
saving advantages in Roper design. 


Other Features That Help You Sell 


Hydraulic self-lubricating principle, oversize bearings, packed 
box or mechanical seal, efficient operation in either direction, 
floating equal size gears, axial hydraulic balance, accessibility of 
working parts without removing piping or mounting, interchange- 
able parts. Sizes 4 to 300 g.p.m., pressures up to 1000 p.s.i. speeds 
up to 1800 r.p.m. 


Send for Catalog and Jobbing Proposizion 


GEO. D. ROPER CORP., 331 BLACKHAWK PARK AVE., ROCKFORD, ILL. 


ROPER 


————~_ 


RCs 
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Executive Change 
For L. A. Benson 


In a recent change of executives, the L. 
A. Benson Co., Inc., Baltimore, advanced 
its executive group as follows: Mrs. A. A, 
Benson, chairman of the board; W. L. 
Reynolds, president; R. L. Towles, vice- 
president; V. E. Sanford, secretary and 
treasurer; Roger Keach, general man- 
ager; and J. A. Menton, purchasing agent 
and office manager. 





New England Wholesalers 
Schedule Convention 


The Plumbing and Heating Wholesal- 
ers of New England, Inc. will hold their 
40ih convention on January 28 and 29 
at the Copley Plaza Hotel, Boston. 

On the opening Monday the directors 
meeting and the members meeting will 
take place, and on the second day an 
open meeting and luncheon for members 
and guests is planned. 


Former Sales Manager 
Opens Service Bureau 





Howard de Franceaux, who recently re- 
signed from his position as sales man- 
ager of the Rochester Can Co.. Rochester, 
N. Y., has opened in Wash., D. C., a 
service bureau 
have problems concerning reconversion 


for manufacturers who 
pricing, contract terminations and rene- 


gotiations. 








Percy Foss, Henry Disston & 
Sons, Inc., holds the power end 
of a chain saw during a demon- 
stration sponsored by the Cham- 
berlain Co., Los Angeles. In com- 
petition with two huskys operat- 
ing a hand saw, the chain proved 
ten times faster. 
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IMMEDIATE DELIVERY 
HELPS YOU SELL 


ACE 


Portable Electric Blowers 





National Advertising 
Superior Quality 
Good Profits 


Are additional reasons why it will pay 
you to sell ACE Portable Blowers 


Write for Information 


The ACE Co. 


24 N. Orange St., Ocala, Fla. 























Wherever constant power 
in a portable tool isneeded, 
Elliott Flexible Shaft equip- 
ment will do it better, faster 
and more economically. 
These rugged machines are for 
use on all metals, plastics. por- 
celain and wood. With the 
wide variety of accessories and 
interchangeable hand-pieces, 
it is possible to work in corners 
and irregularly shaped parts. 
Even with unskilled labor you 
can maintain efficiency and 
economy by eliminating time- 
consuming hand work 


Distributors investigate the ad ges of the Elliott 
Unit Drive ... Write for Bulletin 44B giving com- 
plete information and prices. Franchises for Elliott 
Flexible Shaft Machines and Unit Drives are still 
available for many territories. 





ESTABLISHED 1932 









ELLIOTT 


MANUFACTURING COMPANY 


212 PROSPECT AVE, BINGHAMTON, N.Y 












































ECAUSE repeat sales are a sure index to any 

product’s value, the ever-increasing popu- 
larity of Griffin Hack Saw Blades is something 
no mill supply house can afford to overlook, 
Griffin sales repeat because: 


== Griffin Blades have precision quality — 
maintained through 65 years of progres- 
sive manufacturing methods. 

2 ~The Griffin line of power and hand saw 
blades is complete—a right blade for every 
metal-cutting purpose. 

™= Griffin Blades are backed by a sound sales 
policy and informative advertising to blade 
users. 








™=Griffin’s large production facilities enable 
prompt deliveries. 


Profitable territories are still open for more com- 
plete Griffin representation. Write for our 
proposition. 





General Sales Agents 


JOHN H. GRAHAM & CO. Inc. 
105 Duane St., New York 8, N. Y. 
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Mrs. Arlene Reiland, daughter of 
S. R. Havier, president, Sales 
Service Machine Tool Co., St. 
Paul, handles manufacturers’ liter- 
ature, routings and other related 
work in the supply firm. She is 
standing by a display bench-model 
hack saw. 





Dugan Heads 
Hardware Group 


E. W. Dugan, Thos. W. Kiley & Co., 
Brooklyn, was elected president of the 
Hardware Trade Association of New 
York during the group’s Christmas meet- 
ing at Millers Restaurant. Other officers 
elected were: H. L. Usher, Oliver Iron 
& Steel Co., lst vice-president; Arthur 
Yorke, Hansen & Yorke Co., 2nd vice- 
president; J. C. Stites, Cleveland Twist 
Drill Co., 3rd vice-president; and E. S. 
Norvell, E. C. Atkins Co., was reelected 
secretary and treasurer. 

The meeting drew one of the largest 
gatherings of members and guests in re- 
cent years. Almost a hundred men ex- 
changed gifts and toasts toward the 
holiday season and the New Year. 


N.E.W.A. Convention 
At Chicago In April 


The National Electrical Wholesalers 
Association will hold its 37th Annual Con- 
vention at the Stevens, Chicago, April 
21-25, 1946, according to Charles G. Pyle, 
managing director. An executive com- 
mittee meeting is scheduled for the first 
day and the opening general session will 
be on Monday, April 22. Additional pro- 
gram details will be released later. 

Manufacturers are requested to restrict 
their attendance in terms of the number 
of their representatives, inasmuch as hotel 
accommodations are expected to be very 
limited at that time. 































BALL and ROLLER BEARIN 
What “Jakes You Pro, 
long the Production * 


@ There is sales action for. you with Link-Belt Bearings—sales 
action that comes from quality. Get that business that springs 
from a wide range of industrial requirements, with types and 
sizes that give you every advantage. Link-Belt design and per- 
formance ability will back you all the way. Each Link-Belt 
bearing series meets definite needs to give you the permanent 
answer for the toughest applications. They are made without 
mountings in ball and roller types and as pillow blocks and 
cartridge, flanged, take-up, hanger or duplex units. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, 


Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, BALL A a p ROLLER 


Los Angeles 33, Seattle 4, Toronto 8. 


canemca ae BEARINGS 
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THERE S A RIGHT 





DRESSER FOR ANY 
GRINDING WHEEL! 


Nearly every customer's grinding 
wheels pose a different dressing and 
truing problem .. . require a definite 
type of dressing tool. Make sure you 
can supply these various needs by 
stocking DESMOND Dressers and 
Cutters — the only complete line! 
We'll be glad to send catalogs and 
distributors plan. 


Ge 
— 


Desmond Diamo-Carbo Dresser 
Best all-around tool room dresser 





Desmond Diamond 
Hand Tools and Nibs 


Desmond Hex Dresser 
Most durable made 





Desmond Hunting Cutters 
Made in all sizes 





Desmond No. 2! Dresser 


SIMPLEX Steel Slide Vises are espe- 
cially designed for definite jobs too! 
You can supply them in Machinists’, 
Filers’, Welders’ and many other 
models — types for nearly every 
shop. Catalogs are available now. 
Write! 


Swivel Base Type 


™ DESMOND-STEPHA 


MFG. 
CO. 


Ohio 


JANUARY, 1946 


Urbana 


210 





MILL SUPPLIES *¢ 














H,, S. Thorne and J. P. Cooper of 
Westinghouse, discuss a _ techni- 
cal problem arising in the Atlas 
Supply Co., Winston-Salem, N. C., 
with E. L. Davis, Jr., president 
of the industrial supply firm. 





Plastics Manufacturers 
Plan Huge Expenditure 


Twenty-two manufacturers plan to 
spend more than $107,000,000 in the 
next eighteen months on new facilities for 
production of plastics materials, accord- 
ing to W. S. Landes, president of the 
Plastics Materials Manufacturers Asso- 
ciation. 

Resulting increase in output will be 
300,000,000 Ib. a year, said Mr. Landes, 
and construction and tooling by moulders, 
extruders and fabricators are not in- 
cluded in the expansion estimate. 

Major consuming industries of plastic 
materials such as the cellulosics, acrylics, 
phenolics, ureas and vinyl resins, adds 
Mr. Landes, can anticipate substantial 
increases in supplies. 








Frank Miller, “Dean of the Rub 
ber Industry,” receives service pin 
award from president Thomas 
Robins, Jr., in recognition of his 
50 years with Hewitt Rubber Co, 
Others honored at the recent testi- 
monial dinner in Buffalo are (left 
to right): Joseph Kamrowski, 35 
years; William Bauer, 35 years; 
and Charles Paeplow, 40 years. 
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ampere ace p ; Ave ; 
o* _ acee iad The Reading Selective Distribution policy Be tects ffis- 
crete? a ese tributors’ sales and profits. The distributor is S§3Wi ad of 
Com roti ne profit from each transaction in his territory on which he 
pat ate has contributed sales efforts. 
select” 


The franchise for Reading Hoists is profitable now, and 
will be more profitable in the future. There may be a 


franchise open in your territory. Write for full details. 









READING HOIST 





READING CHAIN & BLOCK CORPORATION, 2107 ADAMS ST., READING, PA. 
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PUTMAN End Mills are 
“front page” news in 
Tool & Die Journal and 
Industrial Plastics, each a 
recognized leader in its 
specialized field. These 
high-power advertise- 
ments — in color — focus 


tne meet + wave buty Ser ee” 
mass - TOT CUTRAS - COmMmR ROUND 


Putnam sales message. 


Write for your copy of the new 92-page Putnam 
catalog—illustrating and describing the complete 
Putnam standard tool line—it's free! 


PUTNAM eee 


2O8%l Charlevoix Ave. * 
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SELL 
PUTNAM 
END 


possible instar! delivery te you of 
the end mitis yeu require now. 
Call your Putnam distributer tedey. 


PUT VAM TOOL COMPANY 





immediate attention, forcefully and effectively presenting the 


In addition to these ‘front covers,"" Putman’s factual selling 
announcements also appear regularly, both in color and black and 
white, in many other leading metal working papers. All add up toa 
powerful selling program that creates demand for Putman End Mills, 
maintains a high sales volume— and mounting profits — for the dis- 
tributor of Putman End Mills and other cutting tools of the Putnam line. 


COMPANY 


Detroit 7. 


Michigan 


JANUARY, 1946 











elite Los Oe 





The stock room at Van Horn & 
Son, Inc., New Orleans, has its 
own counter on which shipments 
are made up and where paper 
work can be done at the same 
time. 





Charles Leach Retires 
From Plymouth Cordage 


Charles W. Leach, vice-president, and 
for 42 years associated with the Plymouth 
Cordage Co., North Plymouth, Mass., has 
retired from the position he assumed in 
1941. Mr. Leach joined the company in 
1903 as an accountant, was made head 
of the advertising department some years 
later, and became manager of the binder 
twine department in 1910. He has 
traveled extensively in this country and 
abroad. 

E. G. Roos, who joined the cordage 
company in 1939 and is now vice-presi- 
dent and director of sales, has taken over 
binder twine sales. 


Wagner Shifts 
Branch Managers 


The Wagner Electric Corp., of St. 
Louis, has made four changes in branch 
managers. Forrest G. Wilson, formerly a 
salesman in the Dallas territory, has been 
made head of the Indianapolis branch; 
H. F. Zahn has been moved from the 
managership of the Atlanta branch to 
head that at Philadelphia; C. G. Jackson, 
formerly manager of the Boston branch, 
now holds the same position in Atlanta; 
and J. K. Miller, heretofore a salesman 
in the New York area, has taken over 
management of the Boston branch. 
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Precision design and construction characterize this ideal power transmission unit. Soundly engi- 

























Be neered, fabricated from superior materials, the silent, dependable Wood's V-Belt drive is an eco- 
ws * . nomical investment because— 
1. Wood's precision V-groove sheaves have perfectly designed materials—accounts for their extremely long life. 
grooves, accurately machined to gauges for width, depth and 3. Wood's V-Belts and sheaves are engineered to work to- 
angle. They are uniformly spaced and conform to standards gether. Since the proper groove contour of the sheave per- 
set in the industry. Wood’s are the oldest builders of cast mits complete belt contact and uniform seating of the “tailor 
iron pulleys. The proportions of rim, hubs and arms devel- made” V-Belts, Wood's V-Belt drives transmit energy from 
oped through years of experience in the design and manufac- its source to the driven machinery with maximum efficiency. 
ture of pulleys, have helped Wood's to produce the best type Wood's V-Belt drives and other products of Wood’s manufac- 
of V-groove sheave. ture are universally used and approved. Established by years 
of active sales effort and maintained by con- 
2. Wood's V-Belts are full molded, resilient and flexible .. . sistent advertising, the market for Wood's 
St. extremely accurate in design. The fact that horsepower re- products is well grounded. Some attrac- 
ch quirements utilize only a small percentage of the ultimate tive territory still open for progressive dealers 
a strength of these belts—ruggedly constructed of the strongest —investigate, now. 
en 
“ EVERYTHING IN TRANSMISSION 
LONG Life 
he PULLEYS ® CLUTCHES * HANGERS * PILLOW BLOCKS LINE 
af COUPLINGS * BEARINGS * V-BELT SHEAVES 
n, 
h AND COMPLETE DRIVES 
a; 
in ts 
“ T. B. WOOD’S SONS COMPANY, CHAMBERSBURG, PENNA. 


BRANCHES BOSTON, MASS a eee ee | PITTSBURGH, PA CLEVELAND, OHIO DETROIT, MICH HOUSTON, TEXAS 
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TAYLOR 








- INDUSTRIAL CHAIN 
OF GREAT STRENGTH 
AND DURABILITY 


“A 
Lae f\ Where the work is heavy, and the de- 
—=?== mands of service require chain that is 
safe and durable, there you find Taylor Made 
Alloy Steel Chain used extensively. For it has 
twice the safe working load of wrought iron or 
low carbon steel chain. Years of experience in 
meeting the problems of chain buyers in many 
fields have enabled Taylor to develop a superior 
chain for every industrial use. You can cut chain 
costs by specifying ‘Taylor Made”. Write today 
for literature or phone your mill supply distributor. 


§.C. TAYLOR CHAIN CO. 


Box SOOM! ¢« Hamnrond, indiana 
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Minton, Whelchel, Hunt 
Form Longhorn Supply 


W. Howard Minton, Claude R. Whel- 
chel and G. W. Hunt have formed a part- 
nership in the recently organized Long- 
horn Supply Co. at 1610 North Main St., 
Houston. The three men were formerly 
with the Houston Oil Field Material Co., 
and their new firm will feature industrial 
supplies together with oil field equipment. 


Selinger Joins 
Penn Hardware 


Eliot R. Selinger, formerly with the 
Eagle Lock Co., Terryville, Conn., has 
joined the sales staff of the Penn Hard- 
ware Co., Reading, Pa. Mr. Selinger will 
cover the District of Columbia, Delaware, 
eastern Maryland, and sections of Penn- 
sylvania and New Jersey. Washington, 
D. C., will be his headquarter city. 


Son Follows Father 
In Presidency 


A. M. Sasgen has been elected to suc- 
ceed his father, the late Michael J. Sas- 
gen, as president and treasurer of the 
Grand Specialties Co., Chicago. Mr. 
Sasgen was vice-president and general 
manager of the company for many years, 





C. B. Smythe, associated with the 
Thew Shovel Co., Lorain, O., since 
1910, has been made president of 
the concern. He _ succeeds his 
father, F. A. Smythe, who died on 
Nov. 8, after holding the office for 
46 years. 
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They can cut clean 
threads quickly... 


with this rugged, 


handy, small 


RikgkIb 


RATCHET 


THREADER 
No.OOR & IIIR 


AK 








Handy carrier for any 
combination of sizes 





v 


@ Quick and easy does it with this tough little 
steel-and-malleable ratchet die stock — heat- 
treated toolsteel dies, precision cut and fac- 
tory tested, give smooth perfect threads. Die 
heads snap in from either side, can’t fall out. 
No special dies are needed for close-to-wall 
threads. External ratchet No. 0OR for ¥g" to 1” 
pipe, No. 111R for “to 1/4"— internal ratchet 
No. OR for ¥%" to 1,” No. 11R for 4%" to 14." 
For good profitable repeat business, sell these 
flexible small rima:> Threaders. 


Millions of RIFAID 


Tools in use WORK-SAVER PIPE TOOLS 


MILL SUPPLIES 


They do it faster 
more easily, with 


this guaranteed 


Fell 


HEAVY-DUTY 
PIPE WRENCH 





7 
UNCONDITIONAL GUARANTEE 
If this Housing ever 
Breaks or Distorts we 
will replace it Free 
\\ THE RIDGE TOOL CO, 
FLY RIA, O, 








This means no more wrench 
housing repair expense! 


@ Pick up a rimarp by the powerful comfort- 
grip I-beam handle and it feels like an unusu- 
ally efficient wrench. It is. The precision-cut 
alloy jaws grip pipe firmly, let go instantly. 
Adjusting nut spins easily in all sizes, won’t 
bind. Users like the handy pipe scale on the 
full-floating hookjaw, the replaceable heeljaw. 
The guaranteed housing assures long expense- 
Gg free service — most for 

their money. Feature 


Rimai> Strap Wrench. this popular RI@AID. 


Elyria, Ohio, U.S. A. 


JANUARY, 1946 
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An advertisement To 
you and FOR you 


@ The Marsh advertisement re- 
produced here is going to your 
customers in every phase of in- 
dustry through a large group of 
industrial publications. To this 
extent it is for you ... published 
to help you sell Marsh Gauges. 
But it is also to you. It contains 
a message for every man who 
sells gauges. 


The Marsh Gauge truly és an 
instrument man’s gauge. You 
can always safely rest your case 
for Marsh Gauges with the men 
who know instruments best. 
Not only are Marsh Gauges 
ahead in advanced features like 
the “Recalibrator”; they are also 
ahead in those subtle refine- 
ments that the instrument man 
has learned to recognize! 


JAS. P. MARSH CORPORATION 
2079 Southport Ave., Chicago 14, Ill. 


Export Department: 
155 E. 44th St., New York 17, N. Y. 


MARSH 


GAUGES -VALVES -TRAPS 
HEATING SPECIALTIES 





H. C. UPTON 


Cenadian Distributors 
Start New Firm 


H. C. Upton, C. S. Bradeen and Harold 
James, well known to Canadian manu- 
facturers through their past sales experi- 
ence, have established a new distribution 
organization under the firm name of 
Upton, Bradeen & James, Ltd., Toronto. 
The home office is located at 990 Bay 


Cc. 8. BRADEEN 


HAROLD JAMES 


St., while branch offices are situated at 
4269 St. Catherine W., Montreal, and 
1922 Wyandotte E., Windsor. Mr. Upton 
and Mr. James are in charge of the Tor- 
ento office, Mr. Bradeen manages the 
Montreal branch, and P. O. Harrison 
manages the Windsor branch. 

The supply firm will stock machine 
tools, mill supplies, engineering special- 
ties, and material handling equipment. 








Compressor, Condensing 
Committee Meets 


The newly appointed compressor and 
condensing unit industry advisory com- 
mittee of the OPA held its initial meeting 
Dec. 6 in the Cleveland Hotel, Cleveland, 
O. The members are B. J. Scholl, Brun- 
ner Mfg. Co.; Frank Gleason, Copeland 
Refr. Corp.; Frank Smith, Tecumseh 
Products Co.; Harry Pendergast, Lynch 
Mfg. Co.; Sterling Smith, Baker Ice Ma- 
chine Corp.; George S. Jones, Servel, 
Inc.; W. F. R. Karsten, General Electric 
Co.; H. F. Hildreth, Westinghouse Elec- 
tric Co., and Harry Hedrick, Mills Indus- 


tries. 


Steel Castings 
Prices Are Raised 


An increase of 11 percent in ceiling 
prices for all steel castings and railroad 
specialties except armor, navy and ord- 
nance castings was announced by OPA. 
The increase was effective Nov. 30. 


Executive Change 
At Keith-Simmons 
W. M. Parrish, formerly president of 


the Keith-Simmons Co., Inc., Nashville, 
distributing firm, has been made chair- 
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man of the board, and A. L. Carr has 
been moved from the vice-presidency to 
head the concern. Other officers are 
Henry Brackman, vice-president, and J. 
D. Lewis, secretary and treasurer. 


New Executives 
For International Plastic 


Richard W. Girvin has been appointed 
retail sales manager of the Cellulosic 
department, International Plastic Corp., 
Morristown, N. J., and Jules E. Timer 
has been made director of trade relations 
for the company. 

Mr. Girvin was, for more than eight 
years, vice-president in charge of sales 
for Willmark Research Corp., New York, 
and, most recently, with the Englander 
Co., Inc. 

Mr. Timer was with the Sherman 
Paper Products Corp., Newton Upper 
Falls, Mass., for more than ten years. 


White Heads 
Electrical Group 


R. L. White, president, Landers, Frary 
& Clark, New Britain, Conn., has been 
elected president of the National Elec- 
trical Manufacturers’ Association, suc- 
ceeding A. C. Streamer, head of the West- 
inghouse Electric Co., East Pittsburgh. 





RUBIES 


Two rubies, one real, the 
other synthetic, may look 
alike, yet differ in value. 


Two pieces of wire rope may 
be of identical construction 
yet differ in performance. 


The purchaser of wire rope isn’t buying wire rope, but the service that rope will render 
on the job. And wire rope performance is dependent not alone on its “construction” 
but upon the quality of the wire used in its manufacture. 


Back of the long service which Wickwire Spencer Wire Rope renders is 125 years of 
experience. The steel is made in our own open hearth furnaces. This type of refining 
furnace removes all but absolute minimum quantities of harmful phosphorus and 
sulphur. It also permits blending of proper proportions of carbon and manganese to 
produce rope wire that meets exacting specifications. Only the heart of the steel ingot is 
used for rope wire. This is carefully rolled, drawn and processed 

to produce wire with the highest possible degree of hardness, 

strength, toughness and fatigue-resisting properties. 


Every wire is drawn until it is accurate within a fraction of a 
thousandth of an inch . . . an important fact to remember 
since the performance and durability of wire rope is dependent 
upon accurate coordination of each component part. 


Even though wire rope is tough, it is a delicate mechanism and 
as such is deserving of care to insure longer service. To help 
you get such service we have available an 82 page book packed 
with useful ideas for lengthening rope life. It’s yours for the 
asking. And, if you have any problems regarding wire rope 

our engineers will be happy to help in their solution. 


WICKWIRE SPENCER WIRE ROPE ...IN ALL CONSTRUCTIONS FOR EVERY NEED 


WICKWIRE SPENCE 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICES—500 FIFTH AVENUE, NEW YORK 18, N. Y. 


Abilene (Tex.) © Boston + Buffalo + Chattanooga + Chicago + Clinton (Mass.) 
Detroit + Houstons Los Angeles + Philadelphia + San Francisco + Tulsa + Worcester 
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WORM DRIVE 


HOSE 
CLAMPS 


<q ‘"AERO-SEAL" 
PULLS UP 
EVENLY 

ALL AROUND 


ORDINARY 
CLAMP 
DISTORTS 
HOSE > 


“ee 

TANGENTIAL 
TAKE=UP «caus 
NO DISTORTION 


of Hose... 


The belt-like tightening action of the AERO- 
SEAL Clamp gives uniform pressure all 
around. An ordinary clamp will squeeze and 
distort the hose at one point. AERO-SEALS 
"produce a leakproof joint with only moderate 
tightening torque, whereas extreme torque is 
necessary with ordinary clamps to overcome 
the leakage opening resulting from distortion. 
Extreme tightening greatly shortens hose life. 
AERO-SEALS, originally designed for air- 
craft service, have proved their ability to do a 
better job of clamping. Try one for yourself, 
and see! 


Sead for FREE SAMPLE! 
g@esaeaeaeaeeaeeee 2 = 


AIRCRAFT STANDARD PARTS CO. 
1777 19th AVE., ROCKFORD, ILL. 


Please send me one sample ‘'AERO-SEAL" 
Hose Clamp. Size preferred 
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New building recently erected by 
the C. W. Farmer Co., Macon, Ga., 
industrial distributor, for the pur- 
pose of housing a steel warehouse, 
which is pictured at the right, 
and Welding Supplies, Inc., a new 
subsidiary, which is pictured on 
the left. The building is directly 
across the street from C. W. 
Farmer Co.’s main office on 515- 
525 Fifth Street. : 








| Bushman Manages 
_Mine & Mill Machinery 


Ralph E. Bushman has been made vice- 
president and general manager of the 


| Mine & Mill Machinery Co., Los Angeles. | 
| His appointment fills the vacancy oc- 
| casioned by the recent death of R. L. 
| Riggs, owner of the business. Mr. Bush- 
| man, a former contractor, had been act- 
| ing as purchasing agent for the Navy at 
| Inyokern, Calif. 








Max M. Johnson, who has Joined 
the sales force of Frederick John- 
son Co., Seattle manufacturers’ 
agents. Formerly an engineer with 
Boeing Airplane Co., Mr. Johnson 
is now associated with his father’s 
company, which specializes in the 
sale “of machinery and tools. 
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Besides the well-known, many-purpose, quick- 
hardening Smooth-On No. | Repair 
Cement, there's also the complete line of 
special Smooth-On cements designed to do 
specific jobs. Each of them warrants a place 
in every mill supply house stock. 

For instance: Smooth-On No. 2 is a slower- 
hardening iron repair cement for jobs requir- 
ing more time to apply. Smooth-On No. 3 
comes ready-mixed for coating gaskets and 
threaded joints. Smooth-On No. 4 Foundry 
Cement trues up uneven castings. Smooth-On 
No. 5 caulks pipe joints. Smooth-On No. 6 
joins metal with glass and cement plate. 


Iron 


Smooth-On No. 7 waterproofs concrete, stone 
or brick—excellent for floors. Smooth-On No. 
7B Quick Patch repairs ruts and cracks in con- 
crete floors over-night. 

It pays to keep stocked on these popular 
repair necessities that assure repeat orders. 
Write us for latest information.  * 


SMOOTH-ON MFG. CO.., 
Dept. 25 


570 Communipaw Ave., Jersey City 4,N.J. 


Say to Your Customers: 
Do it with 
SMOOTH-ON 
































Ll 
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...SPEED UP BUILDING AND CUT cosTs/ 


Now's the time for pipe fitters to get set with the right tools—TOLEDO 
THREADERS—for best work in the great era of new construction ahead! 

These Toledo-engineered tools will help you do a better, faster job 
of pipe threading—and reduce costs! Preferred by the man on the job for 
practical features that mean easy-threading, accurate, dependable operation. 
Backed by nearly half a century’s leadership in building better pipe tools. 
Always specify TOLEDO! The Toledo Pipe Threading Machine Com- 
pany, Toledo, Ohio. New York Office, No. 2 Rector Street Building. 


RELY ON THE LEADER.... 





No. 2—One of the most famous TOLEDO 
Pipe Tools... widely known as the most 
practical, durable and easiest-operating 
threader. Lighter than any other threader 
for 244” to 4” pipe. 











No. 2 BR—Geared adjustable threader. 
Capacity 2'2” to 4” pipe. Equipped with 
a new type 3-jaw pipe holder. Easy to 
center. Rapid, reliable performance. 





FOR PRECISION PIPE TOOLS 
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DISTRIBUTION 
CENTERS NEED 
REPRESENTATION 


@ It is only natural that distribution centers for industrial goods 
will need readjustment and we feel that now is the time for Blue 
Devil distributors to check over their stocks and see if they are 
in the proper position to give industry all the help necessary for 
the big job ahead. Newer and greater selling markets are show- 
ing even now for Blue Devil Socket Screws. They have a very 
important place in today’s manufacturing plans and industry can 
reply on the same excellence of design and manufacture that 
have given BLUE DEVIL Socket Screws their high place in par- 
ticular manufacturing. Adequate stocks are necessary and we 
want you to be fully versed in uses and applications. Get all 
data now. 


@ Socket Set Screws 

@ Socket Head Cap Screws 

@ Socket Head Stripper Bolts 

@ Socket Screws—Dardelet 
Thread 


@ Socket Screw Keys 

@ Socket Pipe Plugs 

@ Square Head Set Screws— 
Alloy Steel 

@ Tool Post Screws—Alloy Steel 


George B. Hays, vice-president of 
the Hays Supply Co., Memphis, 
watches Harry F. Reed of the 
firm’s machine tool department 
demonstrate a sander recently 
added to the lines. 





Veterans Comprise 
Almost Half of Class 


The Brown Instrument Co., Philadel- 
phia, has found that veterans of the re- 
cent war are serious about taking advan- 
tage of industrial sponsored opportunities 
to establish themselves in better jobs. 
One of the examples of interest in ad- 
vancement, once that opportunity is 
offered, is cited by Earl M. Robinson, in 
charge of the Brown Instrument school. 
Of the total number of students studying 
electronic and other industrial instrument 
construction, 43 percent are veterans of 
the Army or Navy. 


Hajoca Transfers 
Engineering Division 


The Hajoca Corp., Philadelphia dis- 
tributing firm, has transferred its engi- 
neering division from the general offices 
in Philadelphia to a new address at 
Union and Baltimore Avenues, Lans- 
downe, Pa. The division is under the 
direction of W. R. Dodge, assisted by 
John Hanna. 


Glenn, Judd 
Head Supply Group 


The Petroleum Equipment Supplies 
Association has elected Hugh H. Glenn 
of the Emsco Derrick & Equipment Co., 
Los Angeles, president; Arden B. Judd, 
Republic Supply Co., Houston, vice- 


iret Othe 


4445 N. KNOX AVE. 


ZAUONTNe 


CHICAGO 30, ILL. 


president; and reelected Wharton Weems, 
Houston, to the post of secretary. 
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Your Standard 
GATES VULCO ROPES 


Are Giving BETTER SERVICE ‘ 


Than ANY v.Belts Ever Built Before! 


To meet the needs of our Army’s tanks, tractors and 
self-propelled big guns in combat service, it was necessary 
to develop V-Belts far superior to any that had ever been 
built before. Gates developed and built these greatly superior 
V-BELTS—and here is why this fact is important to you:-- 


/~) Vevery improvement developed by Gates for these Army 
Ws V-BELTS has been added, day by day, to the quality of the 
; standard Gates Vulco Ropes which have been delivered to you. 





All Gates 


V-Belts are 


ak This is one of the very few instances in which improve- Built With 
aa ments developed primarily for military use could be passed 2 Patented 
e Faren 


on immediately to you. Ordinarily, you would have had to 
wait. But in the case of Gates V-belts it was clearly recog- 
nized that industry simply had to have the best V-belts that 
could be made in order to maintain the production volume 
that was essential to winning the war. 


~ 


That is why Gates has been able to pass on to you, day 
by day, every V-belt improvement developed for our armed 
forces during the war—and that is why your Standard 
Gates Vulco Ropes are today outperforming any V-belts 
ever built before! 


THE GATES RUBBER COMPANY socittz'Shancn 


Engineering Offices and Jobber Stocks in All Large Industrial Centers 


GATE . ul as 


CHICAGO 6, ILL., 549 West Washington. NEW YORK CITY 3, 215-219 Fourth Avenue. ATLANTA 3, GA., 521 C. & S. Nat'l Bank Bldg. 
LOS ANGELES 21, CAL., 2240 E. Washington Blvd. DENVER 17, COLO., 999 S. Broadway. DETROIT 2, MICH. 223 Boulevard Bldg. 
. PORTLAND 9, ORE., 333 N.W. 5th Ave. DALLAS 2, TEXAS, 1710 N. Market St. SAN FRANCISCO 3, CAL., 170 Ninth St. 
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NEW PLASTIC DISCOVERY 


A HARD HITTING "Softie” 
NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 
dented or deformed. Made with a new, 
flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 
ists, assemblers, plumbers, etc. — it’s a 
quality tool. Has many advantages. Will not 
explode. Not affected by oil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs. 


TESTED! FLeEx-o-cryst 


the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet }/s of an 
inch thick and released. Slowly it 
regained its original shape and size. 
That's how the Nupla Hammer heals 
itself when dented. 


JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts. National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 
NEW PLASTIC CORP. © 1017 No. Sycamore Ave., Los Angeles 38, Calif, 
A NUPLA HAMMER FOR EVERY JOB 


5 SIZES 29 WEIGHTS 


2 > > 
MIGHTY PLASTIC 
but Gentle HAMMERS 





MILL SUPPLIES * JANUARY, 1946 


Deming Film On Pumps 
Shows Manufacture 


A 1,000-ft., 16 MM. motion picture 
film in technicolor has been prepared by 
the Deming Co., Salem, Ohio, for showing 
at distributor sales meetings. It shows 
the various steps in the manufacture of 
Deming Pumps, and concludes with 
visualizations of numerous markets in 
which the pumps are used. 

Several copies of “Deming Pumps” 
were produced, together with a script 
which may be read by anyone showing 
the picture, which is on silent film. 





Casters 
On Ice 


(Continued from page 95) 





Ferguson was that of the disappearance 
of a grand piano, mounted on a special 
platform, the piano being played by a 
pianist all through the act. The audi- 
ence sees it out there at first, but atten- 
tion is attracted to the brightly illumi- 
nated main act. Then the piano begins 
to move off the scene. By the end of the 
grand finale of the act it has disappeared 
altogether. 

Mr. Ferguson cracked this one by first 
mounting the piano on a castered plat- 
form, so that it could be pushed easily to 
its first position. It was then so designed 
that the pianist by pushing a lever, lifts 
the platform off the casters onto two drive 
wheels and a skate, for steering, the drive 
wheels being operated by a gear unit. 
The entire assembly is motor operated, 
with battery power. The pianist has 
controls for the movements but the speed 
is automatically adjusted to the length 
of the musical number. By the time the 
music has run out, the piano has also run 
out of the picture. 

In another act, a heliocopter is let 
down onto the ice from above, the 
mechanism for lowering it being another 
of Mr. Ferguson’s reduction gear ap- 
plications. 

The upshot of the venture into the 
show business is this: The Ice Follies 
refits for the whole seasons’ program dur- 
ing its stay in San Francisco each year, 
buying new equipment and refitting old. 
When Mr. Lundblad arrives he calls Mr. 





OR ‘MANY YEARS PAST WE HAVE SAID.. 


bash your Gobber FOR THE LAMSON LINE 


“Your jobber stocks the Lamson line” also has ap- 

peared in this company’s advertising to industry and — 
trade regularly for more than 15 years; prior to that 

it was what we told our trade by word of mouth on 

salesmen’s calls, and in letters. In over 80 years of 

operation, Lamson & Sessions has steadily built up 

its jobbers’ stocks so that they could serve their ad- 

jacent communities properly. 


Lamson & Sessions sells its products through hard- 
ware, mill supplies and automotive parts jobbers 
because the jobber performs a service that cannot be 
dispensed with in our modern way of living which 
requires prompt replacement of goods as rapidly as 
they are consumed, We believe that today és better than 
the “good old days” and the jobber has had a part in 


making it so. 


THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland 2, Ohio — 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


LAMSON & SESSIONS 


PBOLTS « - noo e oe COTTERS - « CAP SCREWS 


a 





YOU CAN SELL UNISHEARS 


Lo] plete) ei red.),[e) ms plele): 
LIKE VACUUM CLEANERS 


ES 


Courtesy Lockheed Aircraft Company 


Stanley UNISHEARS are trouble-shooting tools. Wherever 
anyone’s having trouble lugging heavy sheets and bulky forms 
to a bench for cutting and, maybe, hauling them back for re-cut- 
ting, you can demonstrate the UNISHEAR ... and make a sale. 
Any shop that sees a UNISHEAR on the job saving man-hours, 
speeding the work and making a better job isn’t going to hesitate 
signing an order. : 

Stanley UNISHEARS cut all sheet metals, cleanly without 
burr or distortion. They guide easily on tight curves and small 
angles, cut easily either at the edge or inside the material (from 
a punched hole). Made in capacities to handle 18, 16, 14, 12 and 
8 gauge. Write for full information on the complete UNISHEAR 
line. Stanley Electric Tools, New Britain, Connecticut. 


[ STANLEY ] 


TRADE MARK 


STANLEY UNISHEARS 


Electrically Driven Metal Shears 
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Ferguson, who has been giving his wits 
an extra polishing, ready for anything 
Mr. Lundblad may throw at him, which 
is generally the works—from a thousand 
yards of muslin to an air compressor. 
He faithfully looks up _ everything, 
whether it is in his line or not, and with- 
out any “ifs”, “ands” or “buts”. Nat- 
urally, however, many items come right 
out of the Merwedel establishment— 
ordinary tools, electrical tools, gear 
changers, transmission equipment and a 
wide variety of supplies. For the time 
being, therefore, he must not only be 
caster minded but industrial supply 
minded, clear through the whole book. 

So well has his plan of giving super 
service to the Follies worked out that the 
Faultless people, his caster suppliers, 
have adopted a similar policy. Through- 
out the Follies’ itinerary, Faultless has a 
qualified local man at the stage door as 
soon as the show arrives, to render aid 
and make himself generally useful in 
obtaining emergency equipment and sup- 
plies which could not be anticipated at 
the time of making the annual purchases 
through Mr. Ferguson. 





Canada 


(Continued from page 90) 








cost reduction in all internal operations, 
which is, of course, conditioned by the 
size and design of the building in which 
all the physical handling operations are 
carried on, is apparent from discussions 
with F, Wilkinson and W. Anderson of 
Wilkinson-Kompass, Ltd., Hamilton. This 
firm currently has its operations scat- 
tered among four or five separated build- 
ings and both officials are looking for- 
ward to the day restrictions and shortages 
are out of the way so they can get in a 
single building more suitable for their 
needs. 

Although the present quarters of Wil- 
liams & Wilson Ltd., Montreal, compare 
very favorably with those of any house 
on either side of the border, F. W. 
Wilson, president, is not satisfied with 
the layout. He sees many opportunities 
for further cost reductions in building 
more specifically designed for distribu- 
tor operations. The cost advantages in- 
herent in a horizontal layout as con- 





J&L PERMASET vil PRECISIONBILT PRE-FORMED WIRE ROPE 





Precisionbilt and Pre-formed for long, 
profitable service » J&L builds wire 
rope as a fine piece of machinery — 
builds it as a precision product like a 
fine stop-watch. 

From raw materials, through the mak- 
ing of the steel, drawing. the wire, and 
building the rope, every step is J&L 
—controlled for quality all the way. 

Wire rope so made—by men of skill 
on modern machines—and pre-formed 
to install more easily, work better, re- 
sist fatigue, naturally lasts longer, serves 
you better, pays higher dividends on 
your investment in equipment. 


JONES & LAUGHLIN STEEL CORPORATION 


GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, AND MUNCY, PENNSYLVANIA 


J&L PERMASET PRECISIONBILT PRE-FORMED WIRE ROPE 
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CALDER 


DRESSERS and CUTTERS 


to 
help you provide a better 
and more complete service 
to grinding wheel users 


Calder Dressers are proving a profitable repeat business for leading 
distributors because the 7 sizes available cover all requirements of 
grinding wheel users. Then, too, maximum requirements of users 
call for a minimum of replacement parts, thereby reducing inven- 
tory and simplifying stock needs. Greater and greater recognition 
of Calder Wheel Dresser performance in terms of faster, more 
accurate dressing and longer life of cutters, results in an ever- 
increasing demand on the part of users for “Calders.” All this adds 
up to the ever-increasing value of the Calder line to alert distributors 
evérywhere. 





@ DESIGNED AND BUILT 


— @ FOR LONGER, FASTER 


DRESSING AT LOWER COST 


The clean, sharp cutting action of Calder Dressers is attained by proper 
heat-treatment of the high carbon tool-steel in modern electric furnaces. The 
right hardness and toughness for this class of service is assured. Cutter life 
is prolonged and less effort and time required for dressing. 

In Calder Dressers, bushings of hardened steel are used, with oil holes for 
easy oiling. By threading these bushings right and left, they are automati- 
cally tightened by cutter rotation and therefore cannot come loose. Proper 
hardening reduces wear. Bushings can be quickly and easily replaced when 
necessary, or when cutters are changed. 


DIAMOND DRESSING 
TOOLS 


The Calder line includes hand tools in the following six sizes: 
#1, 2, 3, 4, 5, 6. “Ga” diamonds in any size diamond or nib 
are also available. Full protection to distributor and user are 


assured by Calder’s unconditional guarantee of satisfactory 
service. 


1897) Sold Only Through Distributors 












ALDER MANUFACTURING 
928 N. PRINCE ST., LAN 


CO. 
CASTER; PA., U.S.A 











1946 
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trasted with the usual vertical type is 
stressed. 


Trained Salesmen 


In line with the increased demands 
from their customers for better techni- 
cal service, a great majority of Canadian 
distributors are giving especial attention 
to the matter of rebuilding and ade- 
quately training salesmen. More than one 


house reports requiring new salesmen 
have engineering training and factory ex- 
perience. As John Bavis, manager of the 
Montreal branch of the A. R. Williams 
Machinery Co. Ltd. puts it, the mill sup- 
ply distributor must render more and 
better service—not just words. They 


want engineering training in their sales- 
men who must be specialists. This type 
of sales help paid off during the war. 
It has shown what can be done. Many 
distributors before the war thought it 
was too expensive to hire specialized 
help. With the 100 percent excess profits 
tax and under the pressure of neces- 
sity, they did it and that experience 
demonstrated it really pays. He reports 
that he has two new men coming on 
who have recently been discharged from 
the service. They are “good intelligent 
boys,” but as a requirement of their 
| employment he is demanding that they 
take part time technical training— 
mechanical engineering work including 
drafting, shop practice, etc. They will 


be on a part time basis with the firm 
and thus will be getting technical train- 
ing and practical experience at the same 
time. As in the States, the Dominion 
government will pay for this training 


of servicemen and at the end of a couple 
of years it is felt that they will be pre- 
pared to do a real selling job. 
Canadian distributors and their sales- 
men, generally, are availing themselves 


of the various channels for improving 
product knowledge to about the same 
| degree as in the U. S. (which, as an 
aside, is not enough in either case). They 
attend manufacturers’ schools, they use 
manufacturers’ literature, they pick up 
details from manufacturers’ representa- 
tives and, in the interest of complete 
reporting, they read Mitt Suppties. 


Reconversion Problems 


In hearing Canadian distributors tell 
of their current problems, it is difficult 
to determine, without hearing idenifying 
initials and names, whether you are 
north or south of the border. They have 

(Continued on page 229) 








ary AT 
To Wire-Rope Distributors 


Ever find yourself in a spot like this? So short-handed your salesmen 


can’t make regular calls on all of their prospects? 

Well, if you’re a Bethlehem wire-rope distributor, you can still keep 
contact with prospects and customers. Bethlehem makes this easy by 
giving its dealers a wide assortment of mailing pieces— colorful folders 
that help sell. rope. Each is imprinted with the dealer’s name and 
address. Properly used, they can do much toward winning repeat orders 
and supplementing your salesmen’s activities 

These promotional pieces are bright, cheerful, and written in lan 
guage that anyone can understand. They contain many good sales 
points and suggestions about the uses of wire rope. Naturally, a 
Bethlehem distributor gets them free—to use as he wishes 

This is but one of the reasons why it pays to carry Bethlehem rope 
Others include good deliveries from warehouse stocks; fair sales 
policies; help from the Bethlehem service men; and of course, a top 
quality line of rope, both preformed and 
non-preformed. 

You'll find it satisfying — and profitable 

com orcbovetComaettmet-Laveyet-| | hved solely sels enero Lb Tan 


| AW, \ 
When you think WIRE ROPE... think BETHLEHEM 
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EVERY FACTORY ADVERTISING 
NEEDS GOOD 


‘Just GIVE ‘e \ cteanmne roo. MAMAUL IRIS 
‘EM THE AIR! || Aa 


.) 
... that’s the fast way, the sure , aaa DESIGNED TO 
way to do a thorough clean- £ ( STIMULATE 








ing job. “Give ‘em the air” , : hm BUYING INTEREST 
... the powerful blasts of air 

from CLEMENTS - CADILLAC ) cee beri ae 
CLEANING TOOLS . . . that’s CH-IN-DEME 


t , 545 \\ 4 
XS a at : 2 
the easy way and the best CLEANING TOOL Ve 7 w 5 
; a i it t and . 
pone econ werd _ This Powerful 
dirt, even out of the hidden é 
Combination 
corners of machines. Guard y e i N T H T E 
against costly breakdowns BLOWER and 
and repairs . . . clean SUCTION CLEANER 
the Clements - Cadillac blasts damaging dirt and APPEARS MONTHLY W te & N C iH 
dust from hard - to - get - at mes ne 


y ae INDUSTRIAL Works Like a 


TIME-SAVING » EASY-TO-USE MAGAZINES 


tauidiees Screw Driver 


CA ) I LLA C at a Speeds Production on 
portable electric Profitable the assembly line. | 


on NL, Lem cele) B—) SELLER 


Will save your equipment WRITE US 
Manufactured b 
y curments MEG. co. FOR DETAILS 


6624 S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 


WHEELBARROW 


WHEELS 
PROMPT SHOCK 


SHIPMENT 


- 

















No. T-51 


LIGHTWEIGHT = a 4 PNEUMATIC CHUCK TYPE 


ALUMINUM TIRE 
ALLOY 4-PLY WITH TUBE SPINTITE 
SHOCK-PROOF ROLLER BEARING with Seven SPINTITES, three 

WHEEL HUB u Screw Drivers and Ream- 


One-piece Alloy Center Casting with size 4.00x8 awl in Leatherette Roll. 
Tire for %e" or ¥%" axle and 6" or 7" hub. Send for Cataleg No. WALDEN 


141 picturing a full line WORCESTER 


HUTTON WHEEL CORPORATION | === 
STEVENS WALDEN, INC. 


1400 NORTH 13TH STREET . ST. LOUIS 6, MO. 468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 











228 MILL SUPPLIES * JANUARY, 1946 





a War Time Prices and Trade Board 
while U. S. distributors have OPA. The 
language used by both agencies, how- 
ever, is similar, with the most striking 


and recurrent phrase being “cost absorp- 
tion.” The Canadian distributor unlike 
his U. S. counterpart has had to live with 
this principle for a long time. Canadian 
ceilings were fixed long before OPA got 


busy and in the early days as the prices 
of U. S. manufactured items went up, 
the Canadian distributor absorbed the 
difference. Currently, as OPA grants 

price increases to producers, Ca- a 


nadian distributors must do a further 
absorbing job on imported manufactured 
items. : 
They have their problems with sur- 
plusses too. In fact, and_ similarly 


enough, they have War Assets Corpora- 
tion and have had it for more than a 
year. In the many changes in surplus 
property administration in the U. S., we 
have only recently gotten around to the 

establishment of a War Assets Corpora- oom 2 tbs. | 5 ths. | 25 ths./ 40 Ibe. * cn 
tion. The complaints of constantly $1.00 3.07 
changing and _ ill-informed personnel, : 1.02 2.30]. 921 
slowness in the declaration of surplusses : 1.07 2.84 15.35 
by the armed forces and weird price : 98| 7.68 30.70 
policies are heard uniformly in both 70.61 
countries. 73.68 





HERE'S HOW LITTLE IT COSTS 


























Prospects Breaking 


The more philosophic attitude of 
Canadian distributors on this suppliers’ 
problem is exemplified by the story of 
a West Coast distributor who had been 
doing a lot of worrying about the effects 
of war surplusses on his business. 
Finally, he analyzed his lines and stock 
and found that only 5 percent could pos- 
sibly be affected. This fact gave a little 
perspective to the problem. Now he is 
concentrating his attention on the 95 per- 
cent part of his business and not per- 
mitting the 5 percent disturb him. He'll 
buy surplusses if they come to his at- 
tention, are priced right and fit in with 
his other lines, but he won’t spend his 
time out hunting for them. 

Canadian distributors experienced a 
drop in sales after V-E Day and again 
after V-J Day that closely paralleled 
the curve of sales in American houses. 
The general opinion, however, is that 
the corner had been turned. They are 
still having their full share of troubles 
with supplies, but here too the prospects 
are brightening. In an overall sense our 
neighbors north of the border view the 
future with confidence and are putting 
their houses in order for the good years 
that lie ahead. 


Mi 


























More Economical Than Ever to Ship 


Another drastic cut in Air Express rates now makes this high speed 
transportation more important to American business and industry 
than ever before! 

Where, in the whole economy of business, do you get so much for 
your transportation dollar: 


SAME DAY delivery between many airport towns and cities as far as 
1,000 miles apart. (Less than 6 hours by air.) 


SPECIAL HANDLING. Special pick-up and delivery (no extra cost) 
promotes speed of Air Express delivery. 


GOES EVERYWHERE. In addition to 375 airport communities, Air 
Express goes by rapid air-rail schedules to 23,000 other important 
points in this country. Service direct by air to and from scores of 
foreign countries in planes of American manufacture and reliability 
giving American service, flying the American Flag! 


WRITE TODAY for “Jig Saw Puzzle.” It contains illuminating facts 
to help you solve many a shipping problem. Air Express Division, 


Railway Express Agency, 230 Park Avenue, New York 17. Or ask 


for it at any Airline or Express office. 








GETS THERE FIRST 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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tHE (UPORTAW7 parts 
OF DARTS! 


ARE THE TWO BRONZE 


SEATS (GROUND TO 


A TRUE BALL JOINT) 


4 Henn two bronze seats, which have been ground 

to effect a true ball joint, distinguish Dart Unions 
from all others. Because of this perfect seating, a Dart 
will stay put—leakproof—indefinitely; yet may be un- 
coupled instantly whenever needed elsewhere. Body 
and nut are made of hightest air-refined malleable iron 
—are practically unbreakable. 


Sell quality—sell Darts. Send 
for interesting Dart Jobber 
Policy today. 


Providence, Rhode Island 
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Sell 'Em Air 


(Continued from page 87) 





| in conjunction with pneumatic control 


has convinced Mr. Dubin that they too 
should soon be added to major lines. 

The company was founded two years 
ago by Mr. Dubin and his wife after Mr. 
Dubin was discharged from the Army Air 
Forces where he was an electronics in- 
structor. For nearly a year he did all 
the field work, as well as the packing and 
shipping, while his wife performed cler- 
ical duties. 

Although the business is still conducted 
from the original store, a two-story ware- 
house is now used for temporary storage 
of large stock items, and the personnel, 
besides the founder, now comprises two 
outside salesmen, an installation man, a 


| store manager and a secretary. 


Plans are already under way for ac- 


| quiring larger quarters which will permit 

consolidation of offices, display room and 
warehouse and, looking ahead to that 
| day, Mr. Dubin has some very definite 
| ideas on product display. He will set up 


machines with outmoded control systems, 
and feature with them duplicate machines 
equipped with pneumatic and electronic 
controls. Customers will be invited to 
operate them. 

“That,” says Mr. Dubin, “should fur- 
nish proof of what we can do to help 
industry!” 





Outlook for 1946 


| By Robert Black 


President, American Association 


(Continued from page 83) 





being the only factor that will bring 


| about a full understanding. Manufactur- 
| ers, distributors and consumers should 


bear in mind that as a. result of such 
prevalent conditions all types of business 
may be subject to unforeseen and un- 
avoidable delays in performance during 
1946. Patience will be one of the greatest 


| of business virtues. 


Business will have the benefit of a 
(Continued on page 233) 





IF ITS A 


pixe 


PRODUCT ITS 


DIXON QUALITY means reliable, 
economical service from every prod- 
uct in the line ... your assurance 
of repeat business from satisfied 
users in every industry. 


"G J-BOSS" 


Ground Joint Style X-34 
FEMALE HOSE COUPLING 


Built to provide connections of maxi- 
mum strength and efficiency on high 
or low pressure steam, air and 
liquid hose lines. Ground joint con- 
struction forms washerless, leak- 
proof seal between stem and spud. 
“Boss” Offset and _ Interlocking 
Clamps anchor coupling to hose 
with strong, full-circumference grip. 
Corrugated stem gives added hold- 
ing power. Sizes: 42” to 4”, in- 
clusive. 


"BOSS" 


Washer Type Style W-16 
FEMALE HOSE COUPLING 


Same as “G J-BOSS”, above, except 
that leakproof seal between stem and 
spud is effected by high quality 
asbestos or oil-treated leather washer. 
Recommended for every service where 
a female type coupling is required. 
Sizes; %4" to 4”, inclusive 


OTHER PRODUCTS in the 
DIXON Quality LINE 


“BOSS” MALE COUPLING, STYLE MX-16 
‘2m pani to f le couplings 
described above. “Boss” and “Dixon” 
Air Hammer Couplings, ground joint 
and washer types. “Air King” and 
“Dix-Lock” Air Hose Couplings. ‘King’ 
Combination Nipples. “King’’ Shank 
Couplings. “King” Hose Clamps. 
“Boss” Hose Menders. 





Sold in Accordance With Our 
Established Distributor Policy. 


pe > Ge, 


VALVE & COUPLING CO 
Main Office and Factory: PHILADELPHIA, PA. 


HOUSTON 
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HOOK STR 


with the ONLY HOIST HOOK ; 


Snginceted 


FOR UTMOST SAFETY 


@ The very dangers which 
most often threaten life, limb 
and load simply don’t hap- 
pen when you use ACLC 
Safety Hoist Hooks. 
Makeshift mousing gives 
place to automatic mousing, 
Snagging can't occur be- 
cause no protruding point 
“asks” for it. Hook straight- 
ening and load slippage 
are avoided because the 
patented shoulders and 
lip LOCK the load in 


perfect alignment. 


Time saved—men 
spared—cleaner 
jobs;hence more 
profit. Send for 
details Now! 


ACLC Safety Hoist 
Hooks are manu- 
factured in tlree 
models—Eye Type, 
Shackle Type, Shank 
or Clevis Type. 


American CHAIN LADDER CO., INC. 


151 East 50th St., New York 22, N. Y. 
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LOOK INTO... \ 
@ rae comes 
THE NEW WIRE ROPE CLAMP 
That Really Holds the Line! 


CAR MOVERS 


% BADGER CAR MOVERS help industrials to keep sidings mai eiiaianen een eniaitens 


clear—to insure immediate loading and unloading of ship- new wedging principle. Holding power 
ments—to get freight cars back on the main line instantly ... tensile strength of rope used. Does 


available for use again. They are easy to handle, safe to pre i Regge > Be oy begin 


operate, and require no maintenance. Keep your stocks ready ssstelin ell Galea ae ae cad 


for good business. Sell BADGER Car Movers and ADVANCE over and over. Cadmium plated. 


Safety Car Wrenches and Slip-proof Spurs. 
Cabl-ox. 


Made in all sizes from Yc" to %". 
For all wire rope applications. 


e FASTER e SURER oe SAFER 
e STRONGER ¢ ECONOMICAL 
Ask your distributor or write for 
illustrated folder and prices. 
Badger POWER KING NUNN MANUFACTURING CO. 


ADVANCE CAR MOVER CO., APPLETON, WIS. a 











PAT. APPLIED FOR 


LYNN “Puts Lathes Back on Their Feet” WHITNEY 


HERE IS ONE PHASE OF RECONVERSION THAT 4 H PUNCHES 
CAN BE ACCOMPLISHED EASILY AND QUICKLY ENC , UNC 
. . « « AT LOW COST TO YOUR CUSTOMERS Two in One 


SELL them LYNN Sx “z" 7 Banal... 


Heavy Duty, Self-Indexing - 
: TNE 

PRECISION BED TURRETS Wwe Sof eae, Gen aed Coot ton 
- Ore van cot saw eter ual be a 

a Pep lace Their Worn Or Inaccurate thusiastic about the good looking moe 
urrets And To Convert Engine Ee — of the work too. Ser our descriptive cir- 

Lathes For Speedy, Accurate Turret ah cular on this and other WHITNEY Punches. 
Work. 








Cap. '2" hole 
through '%" iron. 
¥%," hole through 

DOUBLE LOCKING 3/16" iron. 2" hole 
TOOL POST TURRETS through VY" iron. 





Bone. ¥ 
Cut Set-up time—Iincrease production! 7 ; 

Meet the present day demand for an accurate post > a 

that will take the heaviest possible cuts without E =. 


6% Weight 82 Ibs. 
; 3 Depth of throat 5". 


ry Stock size of 
ae punches !/g" to 2". 


the turret raising off the base of the post. 


PROMPT DELIVERIES 
Wire, Write or Phone for Complete Details 


NEW YORK—6 Murray St., Cortlandt 7-6164 
Box 463—N. W. Station CHICAGO—i83 N. Wabash MILWAUKEE—1224 W. Clybourn W A WHITNEY are C0 
ae Tyler 5-5413 ™ Room ttt, Dearborn 258! Broadway 3439 « ® s . 


LYNN MFG. CO. + 222Elroy St., Minneapolis 8 , Minn. ROCKFORD, ILL. 
































greatly modified federal tax law in 1946 
and apparently also will be blessed with 
the end of renegotiation. These factors 
should lend encouragement to manufac- 
turers in the interesting business era that 
lies ahead and should make it possible 
for them to once again partially regain 
that feeling of pride and gratification in 
the ownership and management of their 
businesses for profit. 

The foregoing censiderations are the 
subject of every-day conversations where- 
ever business men meet. They are the 
quite obvious business considerations and 
by virtue of the fact the most overworked. 
Actually it seems as though the real 
answer to our 1946 and subsequent years’ 
problems lies not in the obvious problems 
so far considered but in the ability of 
management in this industry to develop 
and use enough of the marketing “know- 
how” to keep this industry in the fore- 
front and to maintain its relative position 
with that of other industries. 


Ever Changing Picture 


Research, engineering, manufacturing 
methods and all of the other elements 
that go into the creating and manufac- 
turing of a product have developed to a 
point where there is no question as to 
the ability of the industry to turn but 
the products of kind, quality and quantity 
needed by the trade. The industry, how- 
ever, has been one in which marketing 
has always been a secondary considera- 
tion. Unquestionably top management 
among our industry members has devoted 
more time and attention in the past to 
engineering development and manufac- 
turing than they have to marketing. The 
industrial supplies field, like every other, 
has become progressively more competi- 
tive and represents an ever changing 
picture. The facts surrounding the mar- 
keting of industrial supplies today are 
quite different than even a short ten 
years ago. It is evident that if the manu- 
facture and distribution of industrial 
supplies is to keep pace with the ever 
increasing momentum of business within 
the country then certainly more serious 
thought must be given by top manage- 
ment to all phases of marketing. 

To crystalize thinking along these lines 
and to develop a rallying point around 
which industrial supplies marketing ac- 
tivity could be centered, the American 
Supply & Machinery Manufacturers’ As- 
sociation recently completed a very com- 
prehensive study of marketing facts on 
that segment of industrial supplies which 
are sold to industry through industrial 





CM Bulletin 142 illustrates and describes 
every operating feature that makes the CM 
Meteor Heavy Duty Electric Hoist an out- 
standing production time-saver ... cutting 
deep into materials handling costs. Helical 
gears, aeroplane cooling, low headroom, 
safety limit brake, simplified maintenance 
... these and other advantages are ex- 
plained in terms of operating efficiency 
and service life. Various types trolleys 
and accessory equipment, lift and speed 
tables, dimensions, etc., are included. 


We invite you fo write foday. 
Just ask for Bulletin 142. 








Capacities from % ton and up. 
Lifting speeds from 18 to 60 
feet per minute... Low head- 
room. Hook suspension, plain, 
geared or motor driven trolley. 





CHISHOLMsMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 


GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland 
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BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permanently TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Available in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 
mium Plate, Galvanized, Silver and Parkerized. 
IMMEDIATE SHIPMENT of all standard sizes. 





WIRE US your requirements 


BEALL jgele)s 4 8 (Div. Hubbard & Company) 
EAST ALTON, ILLINOIS 








THE UNIVERSAL 
INDICATOR WITH 
2 READING FACES 
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your next order For free faekielleye| 


HE LUFKIN RULE CO., SAGINAW, MICH., New York City 
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Stainless 
Steel 


BOLTS 
SCREWS 
NUTS 
WASHERS 
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A. Complete ‘Line 
Available from Stock 


Stainless Steel 
BOLTS SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cary Square 
Lag Wood Wing 


WASHERS RIVETS FITTINGS 
All Types All Types All Types 


dtaitless 
SCREW & BOLT CORP. 


121 Church Sf., 
New York 7, N. Y. 





The patented construction of the “KLAY” 
Wheel, Pulley, and Gear Puller gives a 
straight pull and a safe pull--no binding on 
shaft, no slipping off of part being re- 
moved. Many other advantages of superior 
pulling power and adaptability found in no 
other puller. Sizes and styles for pulling 


anything from a Ye" gear up to a 40” 
wheel or hub. 





WRITE FOR CATALOG NO. 14 J 








THE SCOTT & EWING CO. 
DEPT. C. FINDLAY, OHIO 


WHEEL 
PULLEY 
AND GEA 








supply distributors. The study is based 
on actual facts pertaining to the distribu- 
tion of industrial supplies in 1940, the last 
pre-war year, and reveals distribution 
facts of manufacturers in every product 
group within the industry. 

From the compilation of all the facts 
secured in this study, an analysis has 
been made indicating the number of dis- 
tribution points used throughout the 
United States for the sale of industrial 
supplies, the value of each distribution 
point in relation to the total business for 
‘the country, the relative value of each 
of more than 700 cities as distribution 
points, and the relative marketing value 
of each state and region. 

The industrial supplies field is a very 
old one, yet strangely enough such basic 
market information has never before been 
prepared. Certainly those manufacturing 
executives who are charged with the 
responsibility of sales must in 1946, and 
the years to come, take basic information 
such as this together with all available 
marketing facts and spend more time in 
the analysis of their marketing activities 
so as to assure them of their fair share 
of an ever expanding national volume. 


Remember Small Shops 


The common conception of the indus- 
trial market seems to be that market for 
goods occasioned only by the activities 
of large manufacturing plants. In other 
words, a large smoke stack or a concen- 
tration of machine tool equipment seems 
to be the commonly accepted symbol of 
the industrial market. It would seem that 
this conception of the market has a very 
definite restricting influence and does not 
in any way give a true conception of its 
breadth and scope. Perhaps a better 
conception of the market and what will 
be required of the industry in the future 
could be gained if the industrial market 
were recognized to include, in addition 
to the very obvious factory operations, 
the hundreds of thousands of small shops 
employing anywheres from one up to 
several persons plus every type of activity 
where maintenance operations are car- 
ried on. Why should not the modern 
farmer be classed as a part of the indus- 
trial market? He has developed into a 
good buyer of tools and many types of 


equipment and supplies sold through the - 


industrial supply distributor. At the 
present time he is a buyer of no small 
proportions but is obtaining his require- 
ments through channels of trade foreign 
to the industrial supply field. The man 

















Bond 136-A Caster. Com- 
bines easy swiveling with 
long service. Special 
double ball race design 
«+-built of durable Bond 
Caster metal. Pressure 
lubricated throughout, 
Wheel sizes from 4” to 
12” dia.; load capacities 
from 600 to 1700 Ibs. 
per caster, 
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Bond 140-A Series. Sturdy, 
all steel construction reduces 
caster breakage, cracking or 
excessive wear even under 
peak loads. Swivels with fric- 
tionless ease, Pressure lubri- 
cated throughout. Wheel sizes 
from 4” to 12” dia.; load 
capacities from 425 to 4500 
Ibs. per caster. 
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104 West 64th St., 


Make “ATLANTIC’ your 
Source of Supply for 


FLEXIBLE METAL HOSE 


You can satisfy your customers’ most exacting require- 
ments by making “ATLANTIC” your source of supply 
for a complete line of Metal Hose. 


“ATLANTIC” can meet your delivery specifications by 
prompt shipments of all types and sizes. Distributors’ 
experience gives complete evidence that “ATLANTIC” 
is a profitable line to handle. 


Send for complete out- 
line of useful sales information. 





ATLANTIC 





METAL HOSE CO. 


New York 23, N. Y. 











COLLMER 
DRESSER 
No. 3 





COLLMER BROS. 


COLLMER and 
HUNTINGTON 


...- GRINDING WHEEL ... 
DRESSERS and CUTTERS 
LATHE DOGS—PIPE 
CUTTER WHEELS, ROLLERS, 
PINS AND PARTS — PIPE 
CUTTERS 


© Mill Supply Men will find the de- 
mand for COLLMER Products steady 
and they offer a profitable source of 
revenue. Send for booklets that give 
types, sizes, and important details. 


9 
“iE 


est. 1990 SOUTH BEND 4, IND. 
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Source of profit... 


You can tell that to any owner 
or manager of a plant having 
heavy loads, tools, machine parts 
or machines to lift and prove 
your point when you're talking 
about portable ‘Budgit’ Electric 
Hoists. 

Now, when management must 
count costs, you need only to 
show how a ‘Budgit’ Hoist, by 
removing all danger of strain or 
rupture from load lifting, saves 
man-hours for the company. By 
taking the strain from load- 
handling, the worker’s time and 
energy go into increased produc- 
tion. That means lower operating 
costs. That’s profit! The small 
cost of operating a ‘Budgit’ Hoist 
gives management another source 
of profit. So, however you look 
at it, it means profit when plants 
are equipped with efficient, labor- 
saving, time-saving ‘Budgit’ 
Hoists. 

Tell management, purchasing 
agents, engineers, foremen, and 
workers in factories and plants 
about ‘Budgit’ Electric Hoists — 
their safe, convenient, one-hand 
operation; superior mechanical 
features such as automatic brakes, 
anti-friction bearings throughout; 
a load hook that revolves freely 
on ball-bearings and is free to 
swing in attaching loads; and all 
the other safety features built in 
them. 


Write us if you 
need more copies 
of Bulletin No. 
356 to help you 
sell ‘Budgit’ Elec- 
tric Hoists. 


ji BUDGIT 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of "Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





who has a shop in his own home should 
be considered a part of our industrial 
market and so also with every type of 
service business which is mechanical in 
nature. 

In other words, why should we not think 
of our industrial market ag extending 
well into the types of retail distribution 
which are organized to reach the small 
shop, the individual user, the farmer, etc. 
Much thought will have to be given to 
this distribution phase of the industrial 
supplies field in order that all segments 
of the market might be fully exploited. 
Other types of distribution are becoming 
well entrenched in this area of the indus- 
trial supplies market. 

It is none too early to start thinking 
in terms of a broad interpretation of the 
industrial market and to develop a psy- 
chology that will permit new marketing 
concepts and the courage to follow 
through on plans conceived in the light 
of present day facts rather than on the 
history of the past. 





By Eugene McCarthy 


President, National Association 


(Continued from page 84) 





Spokesmen for our industry in recent 
years have warned against unwise reduc- 
tion of inventories—telling us that large 
stocks in immediate post war months 
would be essential. Those who heeded 
these warnings and maintained or aug- 
mented their stocks of available items 
are now in position not only to fill their 
customers orders promptly but also to 
devote a large portion of their time to 
expanding lines which were restricted 
during the war years. With factory de- 
livery schedules becoming progressively 
worse, the distributor’s most effective 
selling point will still be that he has 
vitally needed material available for 
delivery when required. 

Sales forces everywhere are being built 
up just as rapidly as suitable men can be 
employed. Those who felt that regular 
outside sales contacts were not possible 
or necessary in war times are now devot- 
ing their efforts towards increasing the 
number and improving the quality of 
their sales representatives. Each distri- 
butor has his own problems in connection 
with training sales personnel and his 





THE LINE OF UNIVERSAL ACCEPTANCE 


The distributor who handles the Jackson Line has the advantage 
not only of being in position to meet all customer demands but 
also the acceptance of the Jackson name as an additional sales 
advantage ... a name with seventy years of service to industry 
behind it. 


Acceptance has been won on the sheer merit of the products 
themselves in terms of long service and utmost dependability. 
Then, too, Jackson has met distributors’ requirements for prompt- 
ness in supplying their needs. From every standpoint, the 
Jackson Line has proved a profitable one for distributors. 
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DIENER 


FIRE 
EXTINGUISHERS 


SALES 
POSSIBILITIES 
ARE 
UNLIMITED 








Take a tip from experience ... as other 
manufacturers have done .. . and order your 
steel requirements through your local B&L 
distributor. 
He carries a full line of B&L Cold Finished 
Shafting in sizes, grades and finishes to meet 
your needs. where gasoline, 
Available as Drawn, Ground and Polished: ; > erry ry apa 
Turned, Ground and Polished or Cold Drawn lacquer is used or 

° ‘ stored. Thick air- 
. . . furnace treated if specified. tight blanket of : 
It’s real economy to use this quality material foum whieh Sits on 
for making your precision products. 


vital 


COAST-T0-COAST 


= 


Handy B&L Bar 
Weight Calculator 
sent on request. 


tinguisher e je cts 


and prevents re- 
igniting. H 





COLD FINISHED STEEL AND SHAFTING 


@ Plants, warehouses, stores, 
offices, homes, farm buildings— 
all should have immediate ac- 
cess to some one of the DIENER 
FIRE EXTINGUISHERS. In this 
way a fire can be checked in the 
beginning before it gets beyond 
control and runs into serious loss 
of life and property. There is a 
distinct spot for each type—get 
details and be ready to cash in 
on this big sales market. 














MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full con- 
fidence of long-life and quality per- 
formance. Conco has been a leading 
name in the handling equipment field 
for a quarter of a century. Write for 
full information on this profitable line. 








Torpedo Electric 


Differential Hoist. 
cities I, Ws. I-Beam Trolley in 
1, If. and 2-tons. four models, plain 
fast-selling. low- or geared types in 
cost hoist. with a capacities from 1, 
large market. through 10 tons. 


Hoist. Capacities 
250-, 500- and 1000- 
Ibs.; hook. bolt or 
trolley suspension. 


eNO Ne 
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Spur Gear 
High speed, high 
quality. in capaci- 
ties =a, from 
\ through 
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Hoist. 


tons. 
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PUMP TANK 


5 gal. cap.—good 
protection for ware- 
houses, factories, 
grain elevators, 
d lumber 
yards, and unheat- 
ed buildings—also 
for fighting forest 
fires. Diener Non- 
Freezing solution 
is used eat- 
ed buildings and 
in below zero 
weather. 


SODA and ACID 


242 gal. cap.—low- 
cost protection for 
factories, stores, of- 
garages, 

farm 

. Fluid is 


sure of carbonic 
acid gas generated 
by acid in bottle 
mixing with soda 
solution when ex- 
tinguisher is turned 
upside down. 


GEO. W. DIENER MFG. CO. 


400-420 N. MONTICELLO AVE. 
CHICAGO 24, ILLINOIS 








plans to meet them in a proper manner. 
This year will probably see more men— 
well trained men—start out to sell indus- 
trial supplies than in any previous twelve 
months. The importance of adequate 
training is, fortunately, clearly apparent 
to the great majority of the members of 
our industry. I say fortunately because 
failure on the part of any appreciable 
number of distributors to realize the im- 
portance of properly training*their-sales- 
men, at this time when so many new men 
will be in the field, could very well give 
the whole industry a black eye. Sales 
training ideas and methods are as di- 
vergent as the individuals whose best 
thought they represent, but all have one 
common purpose—to do the very best 
possible job of training—not only to meet 
the immediate requirements of the mo- 
ment but also to build firmly for the 
future. 


Training Needed 


One of the most telling criticisms of 
the average industrial supply distributor 
has been that his sales representatives 
often were not trained to give service 
comparable to that offered by other types 
of distribution selling competitive items. 
Whether justified or not in the past, we 
cannot take the time now to attempt to 
combat this criticism but we can take 
a positive attitude towards the future. 
That attitude should take concrete form 
in an improvement in the training of our 
salesmen generally to the point where 
such criticism will be refuted automati- 
cally by the very calibre and knowledge 
of the men whom we send out to repre- 
sent us in the field. 

The importance of thorough analysis 
of customers accounts and solicitation of 
them by properly trained men is receiving 
first consideration by sales executives 
everywhere. Carefully planned sales pro- 
grams which are well integrated with 
those of the distributor’s manufacturers 
will furnish the impetus to his revitalized 
and enlarged sales force. 

One danger with which we are all 
familiar may very well recur this year— 
fresh attempts to reduce our margins of 
profit. Although the necessity of pro- 
tecting our margins is at once apparent 
it is too often forgotten in the rush of 
our general business. Through our asso- 
ciations and by individual correspondence 
with sources of supply the importance of 
including approval of the distributor's 
full margin when securing price increases 
from the OPA has been brought forcibly 
to the attention of most manufacturers 








MARQUETTE A.C.ARC WELDERS 


All jobs from light sheet metal to heavy steel 


structures are taken in stride. 
gives “Balanced Polarity”, 
and Metal Control . . 


Alternating Current 
Maximum Penetration 
. with No “Magnetic Blow”. 


Versatile Marquette Welders are ideal for Main- 
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MARQUETTE 

GAS WELDING EQUIPMENT 

Sell this complete line of 
modern, high quality gas Weld- 
ing Equipment and Supplies. 
Advanced features are found 
in Marquette Welding and 
Cutting Outfits. 


ACETYLENE GENERATORS 
Saves 70% of the cost of 
cylinder acetylene gas. Pro- 
duces purer gas for a hotter, 
more uniform flame. 4 models, 
12 to 50 pound capacity. 
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AGCESSORIES 


needed for 
better welding. Helmets, 
Welding and Power 
Cables, Electrode Holders, 
Arc Torch, Lenses, Spatter 


leadquarters for the BEST 
in Gas and Electric Weld- 
ing Equipment and Sup- 
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SELL MARQUETTE FOR MAINTENANCE 


Welding speeds up Plant Maintenance. Broken ma- 
chinery can be quickly repaired on the spot. Welding 
is ideal for low cost construction of racks, bins, guards, 


gauges, jigs and fixtures. 


Working edges of tools, dies 


and cutters are inexpensively hardsurfaced and broken 
tools are quickly repaired on the machine with Mar- 
quette A.C. Arc Welders and Marquette Hardsurfacing 


Electrodes. 


SELL MARQUETTE FOR PRODUCTION 


You can depend on Marquette to give your customers 


High Speed Production. 


For Electric Welding sell the 


unbeatable combination of Marquette A.C. Arc Welders, 
Electrodes and All Welding Accessories. For Gas Weld- 
ing sell Marquette Gas Welding Outfits with a Mar- 
quette Acetylene Generator to supply pure, low cost gas. 


SELL THE BEST . . . SELL MARQUETTE 


MARQUETTE WELDING 
THRU THE NATION’ 


REGISTERED U.S PAT. OFFICE 


UIPMENT SOLD EXCLUSIVELY 
LEADING DISTRIBUTORS 


EQUIPMENT 


A.C. ARC WELDERS + ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 


MARQUETTE MFG CO. INC 
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ACETYLENE GENERATORS - ACCESSORIES 
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. .. and builds resales! First, 
because GLOBE Woven 
Belts are finest quality, thus 
give more efficient service 
over longer periods . . . and, 
second, because the GLOBE | 
line covers a variety or belt- 
ing sufficient to meet most 


any requirement. Write for 








catalogs today. 


Woven Belting Co., Inc. 


1405 CLINTON STREET 
BUFFALO +++ NEW YORK 








QNER COSTS and 
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Equip with GRAND SPEED and see the dif- 
ference! New speed, ease of operation and 
dependability that help lower selling prices. 


f EXTRA-DEEP-THROAT | 
CLAMPS 


GRAND SPECIALTIES CO. 


3104 W. Grand Avenue, Chicago 22, Ill. 
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Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—tre- $ 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 24 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES + AIR REGULATORS « AIR FILTERS « PORTABLE COMPRESSORS « PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 
CHANGED YOUR ADDRESS? 


Copies of MILL SUPPLIES, to have their full value, should 
reach you promptly and with no inconvenience. This we 
constantly strive to do. 















BUT, if you have moved lately and haven't notified us 
it means a delay in your copy reaching you. 


If you are planning to move, why not tell us so we can 
change your stencil to coincide with your change of 


address? 


Just Fill-in this form and mail it to us. We'll 
do the rest in getting your copies to you promptly. 











Your Name .... uadeas eh aN ISS PE est 

ALE a SOR wD Ine ane ee 
City & State 

New Address ...... 
Roan ule Ls aue e abcwuen castenghien 

ne eda tay yl betel ee Mane 

OE i ee a ae OTT nS ae AS 


MILL SUPPLIES - 330 West 42nd St., New York 18, N.Y. 
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who sell through our industry. However 
this does not mean that all manufacturers 
will give our position full consideration 
when applying for price advances for 
themselves. Therefore it is most import- 
ant that every distributor continue to call 
this problem to the attention of any manu- 
facturer who sends out a notice of a 
contemplated price advance, 

Because I believe the average indus- 
trial supply distributor has an intelligent 
sales program, will have proper sales 
personnel to carry it out and has the 
ability to operate at a profit I am con- 
fident that 1946 will be a successful year 
for him. 





By Harry P. Leu 


President, Southern Association 


(Continued from page 84) 





cause of the shortage of mechanics. I 
tried unsuccessfully to employ a man to 
care for my lawn—I mow it myself. 

There never was time in the memory 
of man when a country was faced with 
such a wonderful opportunity and glow- 
ing prosperity as at the present time 
when there is such an incessant demand 
for expansion of every industrial activity. 
Every workman who has been laid off at 
shipyards, instead of facing unemploy- 
ment, has been sought after to help in 
other industrial plants. Incidentally, I 
might mention that most shipyards, while 
working with a decidedly reduced per- 
sonnel, have a huge back-log of repair 
work and reconversion of ships for peace- 
time commerce. 

Steel mills have the largest back-log 
of orders in their history and there is 
an almest unbelievable tonnage sorely 
needed in the building industry. 

The supplies, equipment and labor 
needed to revamp the railroads, roads, 
highways, etc., of our country are so 
great that producing them could insure 
the prosperity of the nation. As proof of 
these statements, one has but to attempt 
to make a trip to almost any point. 

In the past few weeks, I found it im- 
possible, after wiring three hotels in 
New York, to secure accommodations a 
month in advance. The same thing ap- 
pliedin several other cities and, again 
I say, my experience is similar to that 
of every other business man. 

Try, if you will, to rent a home or 
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Nearly 4000 TYPES of 
CASTERS & WHEELS 


Durable, precision- built 
Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 
soon pay for their cost. 


Today’s Swing is to 
DARNELL! 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13, NY 
36 N. CLINTON CHICAGO 6. ILL 
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Simplex industrial jacks are not 
only the safest jacks made, but 
they form the most complete line 
offered industry, embodying as 
they do lever, screw and hydraulic 
jacks up to 100 tons capacity. Our 
statement that Simplex Jacks are 
the safest will stand the closest in- 
vestigation. Exclusive safety fea- 
tures found in every Simplex Jack 
include critical parts of carefully 
selected materials, tough, close- 
grained forgings, careful heat 
treatment and proved design that 
eliminates structural weaknesses. 
Every Simplex Jack is tested to 
50% overload before shipping, 
and is guaranteed to lift and hold 
its full rated capacity. Speedy 
operation combined with safety 
makes Simplex Jacks your logical 
choice. 


Write for complete pocket-sized 
catalog. 


Templeton, Kenly & Co. 
Chicago 44, Ill. 











BUFFALO 
CASTERS 


Series C Ball Bear- 


oh pressure tu- 
bricating fittings in 
wheels as well as 
hangers. Large 


take load as well 
as side thrust. One 
of many Buffalo 
casters. Write for 
catalog. 





© Industrial users of casters are 
impressed with the facts you can 
give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 


¢ Ball bearing swivel casters 
Ball bearing stem casters 
Thread Guard casters 
Double wheel casters 
Rubber wheel casters 
BUFFALO CASTER 

& WHEEL CORP. 

187 Breckenridge Buffalo, N. Y. 














UNIVERSAL ( 


SPANNER WRENCHES 


ELIMINATES “UN 
NECESSARY TOOLS| | 







This self-com {- 
ing Spanner Wrench, 
with its wide range 
of adjustments, i- 
tive action, uniform . 
pectonces, and abso- @ 
ute holding action, > 
eliminates distortion 
or crushing. 


This versatile tool does the work of a multitude 
of solid type Spanner Wrenches — and saves space, 
weight and costs in service kits for assembly 
stations or maintenance shops. 


With its handle of forged steel, seating jaw of 
hardened alloy steel, and a chrome molybdenum 
hook for extra toughness, this wrench will with- 
stand high leverage factors and give years of 
service. Manufactured in these sizes: 4” to 114”; 
1%" to 3”; 3” 0 5”. 


For full information, write or wire 
General Sales Offices 


415 Book Bidg., Detroit 26, Mich. 
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apartment! This would convince the 
most skeptical that the real problems 
confronting the country today is man- 
power. 

Inventories of every distributor are at 
their lowest. Deliveries and promises of 
delivery on many lines are worse than 
at any time since Pearl Harbor and, with 
the present strike situation, the picture 
is growing worse hourly. 

The return from the armed services of 
many former employees has been the one 
bright spot which has been of inestimable 
help in rebuilding badly disorganized 
sales organizations. 

The equalization of freight rates, long 
withheld, which appears to be under way 
will mean a great deal to the tremendous 
industrial expansion that the South has 
experienced during the past few years. 

If our politicians would abolish gov- 
ernment controls and give industry the 
“green light” and labor would give us 
an honest day’s work for an honest day’s 
pay, we would soon see an undreamed of 
prosperity throughout the land! 





Know 
The Answers 


to quiz on page 99 





ANSWERS 


1. Tang—A; shank—B; 
margin—D; lip clearance 
cutting edge—F. 

2. (c) -12 to 15 deg. 

3. The cutting edge may not be able 
to enter the work, and the drill splits up 
the center. 

4. The cutting edge is weakened. 

5. Numerical — No. 80 (0.135-in. 
diam.) to No. 1 (0.228-in. diam.) 

Alphabetical—A (0.234-in. diam.) to 
Z (0.413-in. diam.) 

6. (c)—flutes 

7. They form cutting edges on a cone- 
shaped point, permit introduction of cool- 
ant or lubricant, and allow removal of 
chips. 

8. (a)—feet per minute (traveled by 
the outer corners of the cutting edge. ) 

9. Unequal angle and/or length of 
cutting edges, or a loose spindle. 

10. 1/64 in.—in both cases. 

11. Drilling speed and feed. 


angle—E; 


AN Of One Quality 
Vee inert! 


oducts are manufac- 


Chicago Standard Screw Pr nase 


tured from finer materials and are ——— 
for their increased strength, greater 4 


and perfect uniformity. 


Chicago "SAFETY PLUS’ Line — 
Socket Head Cap Screws ° me . “ 
Screws ° Stripper Bolts ° gored ~es 
Dog Point Set Screws ° Ss cart 8 
Plugs * Keys for Socket Screw 


Complete Line includes : 


° e 
Hexagon Head Cap Screws — 
Head Cup Point Set Screws sag! 
less Set Screws e Fillister 7 
Ca Screws ° Flat Head ban 
> aii e Taper Pins ° Milled a 
Studs ° Semi-Finished Hexagon . 


i ased production 

ent plans for incre , 

. pac Screw’—manufacturers of pre 
ae Standard Screw Products. 


oducts are sold oolyy thre 
Those Fit ievigad Sistebuslers 


1872 
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THE CHICAGO Screw Go. 


ESTABLISHED 


1026 SO. HOMAN AVENUE 


CHICAGO 24, ILL. 
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THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and pro- 
tect belt ends, prevent fraying 
and assurre long life. It’s the 
Model 6C — eg > alls Bim all purpose belt-lacing too. It 

can be applied in oe = 
shops not only with shop lacers but also in the field with the 
WITH POWERFUL PRESSES mens ad Tu-Way Lacer and a hammer. 


THAT NEED NO POWER Write for Catalog Sheets 
It’s as easy to sell as it is to use SAFETY BELT-LACER CO. 


FAMCO Arbor Presses. They re- 
quire no power .. . yet an arm can 5388 N. Menard Ave., Chicago 30, U. S. A. 
deliver up to 15 Tons pressure. 
Famco “Cost-Cutting” Machines are 
also easy to install and are space 
savers. They're portable—just the 
thing for doing hundreds of assembly fe ur 
and dismantling jobs. Two of the 
32 ruggedly constructed bench and 
floor type models available are illus- 

trated above. The line includes 

plain lever, simple ratchet, or com- 
bination compound and _= simple 
ratchet types. Investigate the many 

sales features of Famco Machines. are no 
Write today for catalog and in- 


formation on distributor franchise. b e t t er 

















than your 


Famco Foot Presses for light form- 
ing and stamping are available 
in 10 models (for bench or floor 


Famco Foot Powered Squar- Inaccurate saw filing can ruin the cutting efficiency of the best saws, 
ing Sheors will cut up to 18 perhaps crack or break them. The machine precision of Foley Saw 
gauge mild steel with ease, Filing can increase your sawing output 25% to 40%. The Foley 
comvey end epost. fup- automatically joints the saw as it is filed, making all teeth uniform in 
ently comtmated end exalt size, height, spacing. Foley-filed saws run cooler, cut fast, do beautiful 
able in five sizes. work—and stay sharp longer. 

30-DAY TRIAL of the Foley Saw Filer is offered through you—to 
FAMCO MACHINE COMPANY show your customers what a difference Foley-filed saws can make. 


1321 18th St. © RACINE, WISCONSIN FOLEY icine Le SAW FILER . 
fam (en) FOLEY MFG. CO., 63 2nd Street N.E., Minneapolis 13, Minnesota 


| Please send literature on the Foley Automatic Saw Filer 
machines J ||“! ’* 

1 Name. 
ARBOR PRESSES e@ FOOT PRESSES Address 
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12. (c)—splitting 

13. Kerosene, soda water, turpentine, 
soluble oil, mineral oil. 

14. (c)—it has the highest ratio of 
cutting area to cross section. . 

15. It is the angle between the center 
line of the body, and the cutting edge. 

16. Lip clearance, point angle, cutting 
edges, point thinning. 

17. Overloading, dullness, lack of clear- 
ance, overfeeding, or chips wedged under 
the cutting edge. 

18. (d)—use an “oil hole” drill. 

19. The helical twist of the flutes 
absorbs much of the shock of heavy drill- 
ing. 

20. (b)—it is being run too fast. 

21. (d)—2 

22. (b)—enlarging drilled holes 

23. Be sure that both shank and 
spindle are clean and smooth, to prevent 
tang breakage. 

24. (c)—15 fpm 

25. Worn margins. 





Sales Tips 


(Continued from page 103) 





firm, we have found that efforts to bring 
along ‘cub’ or ‘Fuller Brush’ boys and 
educate them to the point where they are 
able to sit down and frankly discuss pro- 
duction, material and overhead costs—all 
backed up with actual figures—are gen- 
erally not worth the time spent on them. 
This is one of the many reasons for hav- 
ing the finest engineers handling the sell- 
ing. They can actually sit down and 
discuss the production program with the 
buyer’s engineer—and no one need 
apologize for them,” said Mr. Havier. 

“This subject has been discussed by 
many executives in our own territory. 
They know that it is a sad mistake for a 
mill supply or machine tool dealer to 
send a green, low-salaried salesman to 
waste the time of the purchaser. As soon 
as the buyer gets wise to such a situation, 
the receptionist is instructed to give the 
boy the most modest brush off possible. 

“On the other hand, the first man who 
can actually produce facts and give the 
type of information that the customer 
wants is the man who is asked to sit 
down in the purchaser’s office,” he con- 
cluded. 





MILL SUPPLIES 


REMOVABLE SLIP.IN-PLACE 
WATER CURTAIN BAFFLE REMOVABLE WATER OVERFLOW PAN 
aye OISTRIBUTING PLATE VENTILATING UNIT 
ers OVERFLOW WATER 
‘ DIFFUSORS 


REMOVABLE AND COLLAPSIBLE 
MOISTURE ELIMINATOR PACK 


VALVE CONTROLLING 
FLOW OF WATER TO 
OVERFLOW PAN 


SERVING NOZZLES 
AND OVERFLOW PAN 





NON.CLOGGING NOZZLES 








REMOVABLE REMOVABLE 
SLUDGE STRAINER 
SCREENS 





To Show Your Customers 


PICTURE that answers many of your customers’ 

questions. Note the easily removable rear curtain 
baffle showing how the smooth curtain of water is formed. 
Exhausting air, bearing overspray, is drawn against water 
curtain, and solids are washed down into settling tank. Any 
remaining paint particles which collect on the precipitator 
pack are washed down by the high velocity sprays of water 
from the two rows of non-clogging nozzles. These packs 
direct the air uniformly through the air expansion precipi- 
tating chamber and also prevent surging in the settling 
tank. 


Note, too, the removable and collapsible moisture elim- 
ination pack, the overflow water diffusers, and other fea- 
tures designed to prevent solids from being discharged to 
the outside atmosphere and to minimize fire hazards. 


Cut-away section is printed in two colors on page 30 of 
Paasche catalog. It will help you sell water wash booths if 
you study it now. 


PAASCHE AIRBRUSH CO. 
1915 Diversey Parkway Chicago 14, Illinois 


Paasche Airbrush (Canada) Ltd., 110 Elm Street, Toronto, Ontario 
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PIPING FROM PUMP TO MANIFOLDS 


REMOVABLE AND COULAPSIOLE 
PRECIPITATOR DISTRIBUTOR PACK 

















































ere’s another example of how Curtis Air 
Cylinders speed up production, make 
material handling easier, and save man- 
power for other jobs. Curtis Air Cylinders 
in this large foundry quickly, easily, and 
accurately handle heavy molds. 

Curtis Air Cylinders and Air Powered 
Hoists are engineered to meet your custom- 
er’s individual requirements — designed to 
handle practically any lifting, pulling, or 
pushing operations — they are saving time, 
labor, and cutting costs in hundreds of 
industries today. 

They provide exceptionally accurate con- 
trol of loads, cannot be injured by overload- 
ing, and because of their simple, rugged 
construction, with only one moving part, 
they’ll stand up under the heaviest kind of continuous service. 

It will pay you to send for Bulletin A-4-B, which gives fullinformation. 
CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
1919 Kienlen Avenue, St. Louis 20, Missouri 
Established 1854 


CURTIS sr. Louis « NEW YORK * CHICAGO « SAN FRANCISCO « PORTLAND 








WN fop \Y enaresal Kon You LOOK At It..: 





VIKINGS ARE ‘TOPS’ IN THE ROTARY PUMP FIELD 


Viking Rotary Pumps outsell all others because Vikings are simple in design and ruggedly 





constructed to provide dep f service. 
To inform industry about Viking | Pumps, ne advertising is appearing in January in these 
publications: Airports, B News, Chemical & Metallurgical Engineering, Diesel 





Power, Food Industries, Industrial Equipment News, Industry & Power, Fueloil & Oil Heat, 
Machine Design, Machinery, Marine Engineering, Milk Dealer, Milk Plant Monthly, Mill And 
Factory, Motorship, National Butter and Cheese Journal, National 
Cleaner & Dyer, National Petroleum News, National Provisioner, 
Oil & Gas Journal, Pacific Marine Review, Petroleum World, 
Power, Product Engineering and Railway Age. 








Write today for Bulletin Series 46-S, describing Viking Pumps 
widely used in industry. It will be sent FREE by return mail. 


VIKING 4 
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COMPANY 


CEDAR FALLS IOWA 











SOME OUTFITS SECC HOSE 





COUPLINGS ... OTHERS TAKE 


ORDERS FOR THEM 


Whichever.method rings your 
cash register the most is O.K. 
with us. We do know, that 
once sold . - . LE-HI Hose 
Coupling repeat sales are 
tops. That's why we're back- 
ing you up all year ‘round 
with good, solid consum- 
er material . . . national 
magazine advertising, with 
monthly mailing pieces im- 
printed for your own mail- 
ing, with a top-flight catalog 
and the whirlwind new book- 
let, “How to Select and At- 
tach Hose Couplings for Best 
Results." 


LOOK TO LE-HI 
THE LEADER 


LE-HI Hose Couplings 
Are Profitable! 


1. Your customers know that 
LE-H! Hose Couplings are 
good because from coast to 
coast they stand up under 
the most rugged service. 


2. You seli LE-HI Hose Coup- 
lings with confidence for 
every type of service indi- 
cated . . . pneumatic tools, 
pile driving equipment, high 
or low pressure air or steam 
applications, discharge, suc- 
tion or water hose service 
and many others. 


3. LE-H! has NEW EXCLU- 
SIVE coupling items ready in 
the near future. 


Couple onto LE-HI .. . the 
Hose Coupling line that's 
selling from coast to coast. 
They're worth plugging... 
and we have the program to 
back you up. J 





LE-HI Series 100 
Universal Hose 
Coupling at- 

te hose 


tached 
with Series 10 
Universal Hose 
Clamp. 





LE-HI Series 200 
Hose Couplings 
for use with 
light type drills 
which are vusu- 
ally hand oper- 
éted. 





LE-HI Series 600 
for vse with ag- 
ricultural or con- 
tractors’ suction, 
water, or water 
discharge hose. 
Series 800 for 
use on the same 
type of hose but 
available in 
brass. 


SOLD ONLY THROUGH 
DISTRIBUTORS AND 
RUBBER MANUFACTURERS 


HOSE ACCESSORIES COMPANY 


2714 W. 17th STREET > PHILADELPHIA 32, PA. 
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Topic of Month 
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sales indexes of individual houses to 
the “par” reflected in the durable goods 
index the distributor can get perspec- 
tive on his own sales performance. Cer- 
tainly, if his sales curve has closely 
paralleled that of the durable good in- 
dex each year from 1929 through 1941, 
there would seem to be good logical 
reasons for expecting somewhat the same 
proportionate movements in the future. 
There may, of course, be reasons of a 
basic nature that can be advanced to 
explain discrepancies but that analysis 
in itself is of value to a distributor in 
appraising his position relative to the 
business situation generally. 


USE BY THE INDUSTRIAL DISTRIBU- 
TOR: With a little calculation any dis- 
tributor can plot his sales curve against 
the production indexes to check his 
wartime performance. The charts given 
here may be used for the purpose but 
first he should convert his own annual 
sales figures from 1929 through 1944 or 
1945 to the same base as that used in 
the charts. This may be done by com- 
puting an average annual sales figure 
from the data of his own house for the 
five years 1935 through 1939. This 
average for the five years should then be 
divided into the actual sales figure for 
each year starting with 1929 or any year 
he may wish before 1935. After these 
calculations are made his actual sales 
figures will be in index form with the 
years 1935-39 as a base and equal to 
100 per cent. The resulting index fig- 
ure for each year may then be plotted 
on the charts and his sales performance 
compared with the production indexes. 





In arriving at his own sales figure it 
is important that the figures be con- 
sistent over the year 1929-1945. For ex- 
ample, if a distributor operated one out- 
let in 1929 but added two or three 
branches in subsequent years in areas 
not previously covered, it would be ad- 
visable to segregate his sales. This sort 
of duplication of facilities would tend to 
distort the picture as far as measuring 
the performance of the original outlet. 
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WESTON cae:zzzoe THERMOMETERS 


are stable and rugged over wide temperature ranges 


Here are advantages of Weston All-Metal Industrial Ther- 
mometers that provide long-term dependability for Diesel 
engine applications and for industrial heat control. 


e WESTON all-metal temperature element has proved 
its stability throughout the years. 


e Rugged all-metal construction resists vibration, shock 
and other mechanical abuse. 


e Large gauge-type scales permit accurate readings 
even from a distance. 


Weston All-Metal Industrial 
Thermometers are available in 
types and sizes for most applica- 
tions, with stem lengths from 
2%" to 48”. Ranges + 1000° F 
to — 100° F. Literature sent on 
request ... Weston Electrical In- 
strument Corporation, 682 Fre- 
linghuysen Avenue, Newark 5, 
New Jersey. 


Gl ell 
STON THERMOMETERS 
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A Modern Catalog 
Is Your Best Investment For 
The Future of Your Business 


¢ Tools Made of HIGH 
SPEED STEEL, are priced 


in red. 


¢ Nationally Advertised 
Lines are tied up with 
manufacturers advertis- 
ing by use of their trade- 
marks. 


e Action illustrations 
demonstrate the use of 
many products. 














610 W. VAN BUREN ST. CHICAGO 7, ILLINOIS 





FORGED HAND TOOLS |< 


DASCO Tools are made of the finest steel obtainable. 
Electrically tempered — and Diamond Point Tested 
for hardness. DASCO Tools are beautifully fin- 
ished and numbered separately for easy reference 
in re-ordering. DASCO supplies a complete line in a 
wide variety of dealer displays — these sales making 
displays are furnished without charge. DASCO 
Tools are sold only through recognized wholesale- 
dealer distribution channels at fair prices and a 
profitable mark-up. Send for Literature. 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


















ined 
TESTED 
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Tents. Mhen tell him 
Aut is to Wit a 2-ton load 
‘i-lb. “Budgit’ Chain 
Block as @jl shaff 
on anti-frgtti _ 
working p 
















‘brake — operate 
sgh led-in housing. 
p) are safety type 
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How boththoo 
& instead of frac- 


that slowly\ope 
turing und@r h 
How the millepftype load chain 





ical superiorities of ‘Budgit’ 
Chain Blocks that insure efficient 
performance under all lifting 
conditions. 


He’ll see the point you’re mak- 
ing —that it’s to his advantage 
to equip his place with ‘Budgit’ 
Chain Blocks. 


Be sure you have enough 
copies of Bulletin No. 357 
to help in your selling. 


tei BUD GIT" 
Ml ° 

==" Chain Blocks 
MANNING,MAX WELL & MOORE, INC. 

MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, “Budgit’ and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 


Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
















Sales through additional outlets could 
be plotted separately. 

As a first step it would probably be 
advisable for the distributors to plot 
his sales figures on the chart entitled 
“Relation of Distributor Sales to Indus- 
trial Production.” It so happened that 
the sales index of the six distributors 
from whom we got actual sales data most 
closely paralled the curve of durable 
goods manufacturers. This might not 
always be the case. If a distributor did 
the great bulk of his business with textile 
manufacturers or with food manufac- 
turers or with pulp and paper mills, for 
example, he might find that his sales 
index more closely paralleled the curve 
of non-durable goods manufactures, or 
even the total index. If his past perform- 
ance should indicate that to be the case, 
then either of these indexes is the logical 
one he should use for his “par”. 


Check Against Indexes 


Because of the nature of their busi- 
ness, there may be other distributors 
whose sales curves will not fit very closely 
any of the three production indexes. If 
a house is predominately in construction 
machinery and equipment, is a specialist 
in pipes, valves and fittings, or is heavily 
weighted with plumbing and heating sup- 
plies, his sales may more closely parallel 
residential, industrial or public construc- 
tion activity rather than manufacturing. 
In this case he would probably do well 
to check his sales against indexes of con- 
struction activity and, if the fit is good, 
use those indexes as a guide. For the 
great majority of industrial supply firms, 
however, it is believed that reasonably 
good fit can be obtained with one of the 
three production curves. It is especially 
important that the fit be good in the pre- 
war years 1929 through 1941. As we 
return to normal times, these relations 
may well reassert themselves. 

The editors of Mitt Suppiies would 
greatly appreciate it, if after distributors 
have calculated their individual sales 
curve indexes based on 1935-39 as 100 
per cent, they would send a copy of the 
annual series to us. If possible the year 
1945 should be added. We are not in- 
terested in the actual or absolute sales 
volume of any house. We are only con- 
cerned with the relative changes indicated 
by the sales indexes. All such indexes 
sent us will be kept confidential and will 
only be used in averages or if used 
individually will be kept anonymous. 
Through the cooperation of a score or 























































WRITE FOR YOUR 
COPY OF THE NEW NAYLOR, 
CATALOG TO-DAY. 










NAYLOR PIPE COMPANY 


General Office 
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1253 EAST 92ND STREET « CHICAGO 19, ILLINOIS 
N 
naman . MSE sin ancl ew York Office 
oc AM adison Avenue + New York 7, MY 
SPIRALWELD PIPE 





















SIMPLIFIED 


Magor LINE... 
Covers All Needs 
and Simplifies 
your stocks 

























~ 


A tool for every digging and shovel- 
ing job—but no slow movers that sell 
once-in-a-blue moon! Feature the 
simplified MAGOR line —a line of 
best sellers only. Fewer numbers 
mean simplified selling effort for you 

.. Simplified ‘inventories, too. All 
are priced to return a generous profit. 





HEADQUARTERS , 
for Melt Fastenioug 


EAR in and year out mill supply 
houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 


where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Stee] Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
piants, and every type of industrial 
outfit in your section. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its es grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 








@ Men who have charge of conveyor belt 


maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 
separation. Patching and other repairs wit 

rip plates save expensive conveyor belt re- 
pi t d extended shutdowns. 





FLEXIBLE STEEL LACING COMPANY 


\LLIGATOR 


Steel 


Belt Lacina for transmission belts 


For conveyor belts FLEXCO & a5 Fasteners and Rip Plates 
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by carrying the complete 


CLOVER LINE 





CLOVER COATED ABRASIVES, — in all grains, 


grades, backings, coatings, sizes and shapes. 
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CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 








NX 


CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


ge 


WCF 











































more of houses we shall be able to build 
up an annual sales series from 1929 that 
would be extremely valuable to distribu- 
tors themselves and would be a valuable 
supplement to the sales trend indexes 
which we carry currently. Needless to 
say, when such a long-time index can be 
constructed, the results will be published 
in Mitt SupPties. 





New Products 


(Continued from page 101) 





handle electrodes ranging from 1/16-in. 
to 5/32-in. The unit is portable weigh- 
ing only 360 lbs.—Lincoln Electric Co., 
Cleveland—Mill Supplies, January 1946. 


Midget Driver 


Pneumatic 





A MIDGET PNEUMATIC screw driver, said 
to be the first power screw driver designed 
especially for small screws, and about the 
size and shape of the average cigar has 
been developed by Aro. It weights only 
8 oz., is 4%-in. long and 34-in. in di- 
ameter, and will work with screws from 
No. 1 to No. 6. It is fully automatic, with 
no manual throttle, and starts when the 
tool is applied to the work. It has a ro- 
tary type motor, four blade construction, 
bal! bearings throughout, and a hard- 




























KLEINS 


FOR MEN WHO 
WANT THE BEST 


Among your customers there are many 
who recognize the significant relationship 
of quality tools to good work. Klein 
pliers are built for these men. 












Klein pliers have the proper balance— 
the proper spring in the handles to pre- 
vent tired hands. The sharp knives stay 
keen even after years of service, and the 
fitted hinge keeps jaws perfectly aligned, 
assuring a positive grip. 


You will want a stock of Klein’s side- 
cutting pliers, Klein’s long-nose pliers 
and Klein’s oblique-cutting pliers for your 
most discriminating customers. The de- 
mand for these tools is great and if you 
cannot receive immediate stock, keep 
Klein’s on your want list. Genuine Kleins 
are now being distributed as rapidly asthey 
can be produced, and it will not be lon ed 
before your order can be eneres fille 





















This book on the 
care and safe use 
of tools will be 
Sent on request. 












Since 1857 


mK EIN 


3200 BELMONT AVENZUE CHICAGO 18 















& Sons 


ILEIN OTS 
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GOING OVER 
INA 


terials—attest to the high value placed 
on “BELT-SAVER” Pulleys as a means 
of extending belt life and thereby re- 


pa a it is a highly 
— es — ‘"BELT- 


SPROUT WALDRON & CO. 
MUNCY, PA. 
Manufacturing Engineers Since 1866 





HEADQUARTERS FOR— 


Ae 
ST A 
BEARINGS | CONVEYORS 


) om 


PULLEYS 








THEY DO THOSE 
MAINTENANCE JOBS RIGHT 


CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 


@ The long established records for ex- plenty of these kinds of “comebacks” 
tra long wear and fewer replacements for CAPITAL Brushes and Brooms. This 


is proof that plant men can rely on is maintenance equipment that saves 
CAPITAL Industrial Brushes and Brooms time and money. 


to get maintenance jobs done right. Cus- Investigate the profit possibilities for 
tomers always come back for more when you in selling CAPITAL Industrial 
they get their money's worth and there‘s Brushes and Brooms. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


DISTRIBUTORS 























Show Food Processors Amazing 





PlasT ex Belting and Increase Sales 


This new PlasTex long life belting is impervious to oils, greases, acids, 
alkalis and moisture — and is easy to keep clean. 





Although introduced only a few months ago it is already in use in many 
of the country's leading food processing plants. Get your share of the 
profits by recommending PlasTex for all food conveying jobs. 


Write Dept. B for sample today! 


BUFFALO \ WEAVING é sso COMPANY 


New Y 
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ened and ground steel rotoe and cylinder. 
Air consumption is negligible. The tool 
is also available with adapter socket for 
nut setting—Aro Equipment Corp., 
Bryan, O.—Mill Supplies, January 1946. 


Diamond Bond 
Vitrified 


A VITRIFIED BOND, designed expressly for 
diamond abrasive, is said by Bay State 
to be a definite advance in the tools for 
the grinding of cemented carbide tools 
and other super-hard materials. The un- 
paralleled abrasive power of diamonds 
has gained the advantages of vitrified 
bonding—great strength and rigidity, plus 
faster, cooler cutting action. Results, say 
the makers, are long life, hair-fine accur- 
acy and lower grinding costs per tool.— 
Bay State Abrasive Products Co., West- 
boro, Mass.—Mill Supplies, January 
1946. 


Lapping Machine 
Speeds Lapping 


A NEW MECHANICAL development, the 
Spitfire roller lapping machine, simplifies 
the heretofore slow and tedious job of 


lapping and polishing round plugs, pins ! 


or rods, according to the manufacturer. 
The machine turns out highly finished 
jobs in approximately 1/3 of the time 
necessary with the old “ring lap” method. 
In the roller machine the polishing and 
finishing operation is done by two pre- 
cision ground cast iron rollers which re- 
volve in self-aligning and adjustable 
bearings. One roller is approximately 
3-in. in diameter by 12-in. and the other 
is approximately 6-in. by 12-in. Both 
rollers rotate in the same direction at the 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains 
Railroad Chain 


Write for the Wesco In- 
dustrial Chain Catalog 


WESTERN CHAIN PRODUCTS CO. 
1819 NO. BELMONT AVE. CHICAGO 13, ILL. 
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CAP SCREWS e MILLED STUDS 
SET SCREWS e COUPLING BOLTS 
SCREW MACHINE PRODUCTS 
VVVVVVVVVVVYN 


Known and 
Accepted 


for 
HIGH 
QUALITY 


Recognition and acceptance of Ottemiller 
products for QUALITY and the complete- 
ness of this line have attracted leading 
distributors everywhere to Ottemiller. The 
fact that Ottemiller products have been 
standardized on for important assemblies 
in many plants means a highly attractive 
repeat business for the distributors who 
yhave built up these accounts. 


QF AP 
WM. H. (YipoWLEU OA co. 
YORK, PENNA. 

















LAMINATED SHIM COMPANY 


DRPORATED 


58 Union Street ° Glenbrook, Conn 
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AMERICAN 


AUTOMATIC 


GREASE CUPS 
~ : 


zmzmnprwv 
“vMmZ—wvncw 


— 
fe 





© The opportunities are countless for 
selling AMERICAN Grease Cups. This 
Automatic Grease Cup was particularly 
designed for Gas Engines but will give 
excellent service in many other instances 
where an automatic feed is desired. One 
unusual feature of the AMERICAN Greuse 
Cup is that it is filled by removing the 
cup for filling leaving the base in place— 
a great convenience when cup is not 
easily accessible. Let us send bulletins 
which give details. 


AMERICAN 
INJECTOR COMPANY 


Est. 1886 
1481-1491 Fourteenth Ave. 
Detroit 16, Michigan 





























same rpm., and can accommodate work 
up to 6-in. in diameter. After coating the 
rollers with an’ abrasive compound, the 
work is placed between the rollers; then 
a notched fiber stick is pressed down on 
the work and moved slowly and evenly 
from side to side across the plug or pin. 
If it is necessary to lap a small amount off 
any particular section of the work, the 
fiber stick is merely kept longer on that 
section. No chucks are used, and the 
work may be removed for measurement 
without stopping the machine.—Spitfire 
Tools, Inc., Chicago—Mill Supplies, 
January 1946. 


Shielded Clamp 
Quick Lock 























A C-cLamp with a quick acting locking 
action replacing the full threaded locking 
member has been placed on the market. 
The clamp has as optional equipment a 
detachable shield to protect the holding 
unit against a patter when the tool is used 
on welding work. Known as the Bar-Lok, 
the clamp may be opened by turning 
handle a quarter turn until bar is free. 
It may then be opened to full capacity 
at once. In closing the device, the handle 
is pushed against the work and a quarter 
turn to the right suffices to lock the clamp 
firmly against the work. May be obtained 
in openings from 2-in. to 6-in. Mechanics 
Engineering Co., Jackson, Mich. Mill 
Supplies, January, 1946. 


Numbering Machine 
Lighter Weight 


DEVELOPMENT OF a minimum of parts for 
positive automatic action, together with 
the use of new alloy tool steels, has al- 
lowed the manufacture, say the makers, 
of a new Acromark numbering machine 
of greater strength and lighter weight. 
The wheel shaft or axle is now of a se- 
lected alloy steel, turned to size that will 
sustain unexpected pressures, and hard- 
ened for fortification against shock and 
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Sold 
Only 
Through 
Distributors 


The COLUMBIAN VISE & MEG. CO 


9025 BESSEMER AVE. ° CLEVELAND 4, OHIO 








BRAKE 
Write for complete 
dealer information 
\ (D1-ACRO pronounced “DiE-ACK-RO”) 


SSS 


QNEIL-IRWIN mF6. co. Z 


312 EIGHTH AVENUE SO. « MINNEAPOLIS 15, MINN. 
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* SAVES TIME 
* SAVES EFFORT 
* SAVES WEIGHT 
* SAVES CURRENT 
* SAVES THE IRON 


HOT IN 90 SECONDS 
READY FOR USE..! 


its many exclusive features put the 
Kwikheat Soldering Iron in a class by 
itself. That's why it wins enthusiastic 
praise from those who use it— why 
Kwikheat is fast becoming America's 
most talked-about iron—why you cer- 
tainly want to stock it... lists at $11. 
Write today for complete information. 


6 TIP STYLES 
Interchengeable 


Tttree 


1236 


« « » WRITE FOR DETAILS 
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IMMEDIATE DELIVERY FROM STOCK for discounts 
The addition to the Precision line of | 
collets and feed fingers designed for -’ and complete 
use in Brown & Sharpe machines gives . : 
you a dependable source for speedy information 
‘delivery . . . And as always, the Pre- 
cision name on these new collets and 
fingers is your unconditional guaran- . | 
tee of selected steels, uniformity in | Remember, 
~~ machining, grinding and heat treat- “| the fast mov- 
ss ing. You will like their lasting spring mel ing  nation- 
-. quality. and hair-trigger acc ally adver- 
i 
tised line of 
provicis.. yr ee collets and 
: » Precision lathe collets 3A. IC. JA | lathe attach- 
Ears many. machines colle deo } ments is sold 
oe ssttachments in- 1s, odapters * * : on h 
uding 10” Atlas, ‘KLUTCH- : 3 (AC-$0) é Y throug 
Sager, Crotinen KOLLET A Spee DICHUK the industrial 
Powr-Kroft, South PE chvekin ‘ 3 ~.-& BREN Collet” ” 
Bend, Clausing, Shel- work to 2% wt Increase 1" collet. distributor. 
~ don, Hardinge, Elgin, P dia. ..Fits +) ‘ COP. lathes to ; 
“Dalton, Schover, Se- IC ALSO coche A ast 
‘ i etce , 
GENERAL DIE AND STAMPING COMPANY It spells 
PRECISION COLLET DIV., 268 Mott Street, New York 12 PROFITS 
from stock Preis: your | for you! 
He>ig ready to serve you. Literature is svailable. Why not write tor it today as. mF 
ee eee, Re eae 


THE NEW pc LINE OF 











COLLETS AND FEED FINGERS FOR 
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Believe It or Not— 


THIS LITTLE GADGET 
IS ACTUALLY A KEY 


M any regular and large volume users of Key Graphite Paste 
and Key-Tite Pipe Joint Compound were developed by 
some one sending in a coupon clipped from one of our trade 
journal ads, similar to the one shown below. 

We give careful attention to every coupon sent in, and when 
the prospect has been developed to the ordering stage, we 
notify one of our several hundred jobbing outlets to follow through 
to the ultimate sale. 

This type of cooperation gives the man on the sales front a 
Key to doors that are sometimes “‘out-of-bounds” to routine callers 
—and we are very glad to supply the KEY. 


Ki FRE 


> 


wes Bes — =o 
nd Ave., 


- 
Key €O., 2621 McCasla 


KEY-T TITE 


WATER pROOF 


| && JOINT | | 


Please send me 
aliberalsample Address.......--- sesnnessess 


SNA 


~ 


ing Compound. 
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Easy to Stock ... Easy to Sell 


TO 


Flexible-Shaft 


DRILL EXTENSION 
Keeps on Selling / 





@ Here's a distributor's item that 
has everything! STOW Flexible- 
Shaft DRILL EXTENSIONS—easy to 
stock—easy to sell—keep on sell- 
ing! They'll be the best door-opener 
you've ever handled. War industry 
developed scores of new uses for 
the flexible drill extension that cuts 
time and costs—the flexible drill ex- 
tension that makes the “hard-to-get- 
at” spots easy! 


Aids Accessory Sales, Too. 


Every sale of a STOW Drill Exten- 
sion points the way to accessory 
sales in the same field. Every sale 
makes a new friend of an old cus- 
tomer. Their quality is dependa- 
ble—their design is right. STOW 
Flexible-Shaft Drill Extensions are 
the product of the firm that invented 
Flexible Shafting. 


STOW Drill Extensions keep on sell- 
ing! They're a profitable repeat 
item! Sold once, they open an ac- 
count on your books that will pay 
easy profits for years to come! 


Write or wire today for our 


DISTRIBUTOR PROPOSITION 
Many territories still open 


AANUFACTURIP 
cTOW BINGHAMTON 














wear. The operating mechanisms for 
automatic action, which were formerly 
oversize for manufacturing convenience 
or for minimizing of wear, are now scien- 
tifically reduced in weight and fortified 
by controlled hardening where wear oc- 
curs or strength is needed. Where the 
same size of frame was formerly used for 
the 1/16-in., 3/32-in. and 1/8-in. size 
figures, now smaller frames are used as 
the size of the characters and the number 
of wheels decreases. The Acromark Com- 
pany, Elizabeth 4, N. J., Mitt Supp vies, 
January, 1946. 


Insulated Trolley 
Rubber Protected 





SUITABLE FOR virtually every type of elec- 
trically operated mobile equipment, say 
the manufacturers, the new fully rubber 
insulated TracTroly prevents accidents 
caused by exposed conductors. The sys- 
tem consists of a copper conductor in 
standard 10-ft. lengths encased in a slot- 
ted rubber rack supported by rigid back- 
ing; and individual traveling collectors 
which employ an endless chain, like a 
tractor tread, to effect positive six-tooth 
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WESTCQOTTS 















































Accuracy is engineered 
into Westcotts. For ex- 
ample ...this Universal 
centers to .003” or less, total in- 
dicator reading, when new. 





Accuracy is just one reason why 
you can tell customers (as we do 
inevery Westcott advertisement): 
TEST A WESTCOTT — against 


any chuck you are using. 


SINCE 1872 





More than 
ONE MILLION 
ADVERTISEMENTS 
during 1946 
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SODERS ” FLUXES 


for REPAIR 
MAINTENANCE 
PRODUCTION 


— ~ 





ALL-PURPOSE ELECTRIC HOIST 

Here is the handy, easy to install, simple to operate elec- 
tric hoist. They do all kinds of lifting jobs up to 500 lbs. 
They free workers from handling tiring loads, allowing 
them to work better. They save manpower, speed produc- 
tion, cut costs. 

Low in price, P&H Handi-Lifts are available for three 
phase of mountings—bolt, hook or trolley. Operate on 3- 

ry 





















ALLEN is the line that meets in- 
dustry’s urgent or regular soder- 
ing needs. High and low melting 
soder—special soders for cast 





60 cycle, 220 or 440 volts. They are sturdily built 


ears and years of service—compact and lightweight. doit, etatians check, end Geal- 

Use them anywhere—they’re dust, Send for num—special fluxes for copper, 

weather and acid-proof. Have flexi- 2°, pe poses and a ee, 

‘ eon “ae -23! r your customers n lor re- 

ble chain lifting, safety limit stop the complete pair, maintenance, or production 

PGH lsc builds for smooth, safe operation. . story! we can supply. We maintain a 
enn ets tee om ; Technical Service for the con- 
neral Offices: 4538 W. National Ave., Milwaukee 14, Wis. venience of your customers in 


of wire lec- 
wire rope e solving difficult or unusual prob- 


tric oe lems. Sell the ALLEN line— 
cities right form—right strength. 





L. B. ALLEN CO. Inc. 


“4231 BRYN MAWR AVE. 
CHICAGO 21, ILL. 



















Mill 
Suppl 

Men: — 
Look | 
to The 
HANDEE 


| si T R U 4 K 
standard pressed and forged me. 




















X 


X 
ae Forged Steel Sling and Hoist 





Rings with uniform high load ca- Slide-Huk, P-W's self-adjusting sliding $ 95 
tr nd and maximum elongation for hook. Also Burton, Pedro and all FOB 


other standard hooks. 


Blocks of all types, in steel and wood. S 

for use with wire and fibre rope. Drop Forged Steel Shackles of all Shipped from Stock 
Mascot Thimbles, special P-W cast: types plus complete line of Clips. 

non-collapsible thimbles plus all Turnbuckles and other hardware. This truck is selling through wholesale 


channels by the hundreds weekly. Handee 


P-W specialties form a large. fast-selling line of manufactured and fabricated all steel, all purpose trucks are the best 


roducts for Industrial, Marine and Agricultural use. P-W also offers Splicing ” - 

omar nana and Tools; Cargo Nets and Slings: Canvas Products. All yes row — hs bon type truck. 

types of chain, canvas, wire and fibre rope fabrications. Write for further Hel h fener ath, s. as oapeey; 
4 discounts. eight 44 , wi it , nose, 14". urve 

iteemetion os cross strips. Weight, 28 lbs. Fully guar- 

anteed. Practically unlimited quantity. 

Order from 


PU Bee CAR || os A NIDEES CO. 


170 John Street, New York 7, N. Y. 











Dept. 150A, Bloomington, lil. 














Branch Offices and Warehouses: Boston, Baltimore 
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ATLAS wovers 















@ The key to 
the power and 

spee of 
ATLAS Car Movers is 
the “compound lever- 
age’’ shown within 
the circle. 


RAILROADS 
CONTINUE TO USE 
LOTS OF THEM ... 


@ Shippers and receivers of freight still 
need the help of ATLAS Car .Movers—: 
loaded cars must be brought quickly to 
unloading platforms and as quickly 
moved away when emptied. America's 
shipping problem is not yet solved— 
freight cars must continue to roll until 
every last man and piece of equipment 
has been delivered to destination. You 
can help to ease this great burden— 
supply the car mover that is speedy, 
powerful, and easy to handle... ATLAS. 


APPLETON - ATLAS CAR MOVER CO. 


1533 No. 6th St. 


MILWAUKEE 12 . . . WISCONSIN 

















ECONOMY 
PRODUCTS 








hep REPRE RROD DR DE. 





ECONOMY HEADLESS SET SCREWS 





ECONOMY HOLLOW SET SCREWS 





ECONOMY SOCKET HEAD CAP SCREWS 











® They're STRONG—they're DEPEND- 
ABLE—they're ECONOMICAL . . . your 
customers get sustained holding power 
—smooth running assembly—lower pro- 
duction costs... AND you get a nice 
steady income selling ECONOMY 


SCREW MACHINE PRODUCTS. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 











multiple contact at all times. Arcing and 
pitting are thereby eliminated, and the 
system’s low wear factor overcomes re- 
peated replacements.—Benbow Mfg. Co., 
San Francisco.—Mill Supplies, January 


1946. 


Metallizing Gun 


Continuous Operation 





A METALLIZING GUN designed for heavy 
duty and continuous operation has been 
developed and placed on the market as 
the Metco Type Y Metallizing gun. It is 
geared for mounted, mechanical opera- 
tion rather than for hand use and, be- 
cause of this, is much heavier in con- 
struction than the hand gun. One of its 
features is the use of 3/16-in. wire, a 
new development which, when combined 
with an acetylene pressure of only 15 psi., 
more than doubles any previous spraying 
-speed. Another improvement is a built-in 
forced feed pump which has no parts to 
wear.—Metallizing Engineering Co., Inc., 
Long Island City, N. Y.—Mill Supplies, 
January 1946, 


Soldering Irons 
Industrial 


RANGING FROM 75 to 300 watts in size and 
available with tips °4 to 114-in. in di- 
ameter, a new line of industrial soldering 
irons has been put on the market by 
the General Electric Co. The irons are 
designed primarily for Severe and exact- 
ing soldering operations in industries 
where continuous soldering is required. 
The instruments have quick recovery and 
(Continued on page 262) 
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How to start 


YOUR OWN BUSINESS 


and stay in business _ 











What does it take to start 
your own business, right, 
so that you can make a go 
of it? Here are the answers 
—a really informed, authori- 
tative book by a_ business 
and marketing consultant of 
international reputation, out- 
lining for you the things 
you want to know, the 
things you have to do, to go 
into business for yourself 
with every possible chance 
for success! 


Just Published 


Going Into Business 
for Yourself 


By O. FRED ROST 


Editor, Wholesaler’s Salesman 

334 pages, 5'2x8, 19 illustrations, $3.00 
Starting from scratch by helping you de- 
cide the business to which you are best 
suited, this book guides you step by step 
through the problems. of financing, legal 
aspects, choosing the location, bank deal- 
ings, records, insurance, etc., and gives 
sound, constantly helpful pointers on buy- 
ing and selling. Finally, it gives actual 
thumb-nail sketches of performance records 
in twenty-four types of businesses that have 
proved to be successful. 
AMERICAN BUSINESS says: “Contain- 
ing more factual information of value than 
ten ordinary books on this subject this 
334-page volume tells more about retailing 
than any other book we have ever read 

. . the book gets down to cases right at 
the jump-off and from there on every page 
contains something the man going into 
business ought to know—and something 
which only about one in ten actually does 
know.” 
See that you know what all these key points 
are, the facts and steps that are vital in 
settling each question, the important cau- 
tions to observe, with the aid of this 
practical book. 
It covers everything, from what licenses 
you need to Social Security essentials, from 
how much rent you should pay to hints on 
buying. Read it for the guidance you need 
in protecting your investment and giving 
yourself the best chance for success in 
the increasingly scientific, competitive, and 
regulated field of business proprietcrship. 
Send for Rost’s GOING INTO BUSINESS 
FOR YOURSELF today, for 10 days on 
approval. It will help you to make “going 
it on your own” certain to be an interest- 
ing adventure, perhaps the greatest adven- 
ture of your life! 


Simply mail this coupon 








McGraw-Hill Book Co., 330 W. 42 St., New York 18 


Send me Rost’s GOING INTO BUSINESS FOR YOUR. 
SELF for 10 days’ examination on approval. In 10 days 
1 will send $3.00 plus few cents postage or return book 


postpaid. (Postage paid on cash orders.) 

OED ocho rss bbeies cbencccdacntedienecctcnsvesenesees 
BOERNE ciciciecocedcccceccccvesctneveccencccecoecevece 
Cr Ge she doc cave sawdscbevenddcsncscsccceesseed 
Company . 

POUND cc cedcacdvesescecusdecbenscccecesvers MS 1-46 
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No. 

T-52 
SPINTITE SET. 
Chuck Type Handle with 
Reamawl, 3 Screw Drivers, 
7 SPINTITES, Insulated 
Neutralizing Alignment 
Wrench, and 2 Pliers, all 
in a Leatherette Roll. . . . 
A Positive need in every 
RADIO, HOME and 
ELECTRICAL sHop. 
A Fascinating, Fast-Moving 
Item for thousands of stores. 
Your good jobber has it... 
Send for Catalog No WALDEN 


141 picturing a full line 
of Automobile, Aircratt WORCESTER 


and Radio Tools. —S r 










STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS 
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Thermal 






Constant 
Level 






Gravity 











Glass 
Constant Level 


A FAST-SELLING PROFITABLE LINE 


Here's the “‘tops’’ in a modern and complete line of visible auto- 
matic oilers. Every bearing user is a prospect—every engineer 
wants to eliminate the old fashioned “‘trust-to-luck"” hand oiling 
methods—to increase production and reduce maintenance costs. 


TRICO'S exclusive sales features—supporting promotional program— 


fine margin of profit with minimum investment—strict “Thru the 
Distributor" policy . . . warrant your immediate investigation. 


Write today for our attractive Distributor franchise. 


TRICO FUSE MFG. CO Milwaukee, Wis 
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MORGAN VISES 


(SEMI-STEEL) 





@ MACHINISTS BENCH 
© COMBINATION PIPE 
© COACHMAKERS 
© WOODWORKING 


© SOLID MUT 
CONTINUOUS SCRE 


@ QUICK ACTION 
© LIGHTNING GRIP 


GET 


‘—_; 





@ The acceptance of MORGAN VISES is 


OUR ) well established. MORGAN VISES have al- 
ways been a favorite with plant men because 
5 A L E S of their reliable and dependable service 
under even the most severe conditions. 


MORGAN VISES are essential tools, no 
S TO R Y matter what line of manufacture your cus- 
tomers follow—better have them in stock. 


MORGAN VISE C0. ossion serrenson st. CHICAGO 6, ILL. 











DISTRIBUTORS! 
There’s Bigger 


VOLUME PROFITS 
with Bird-White Products 


The new Bird-White Pur-O-fiers and 
Temperature Exchangers have already 
received wide industrial acceptance 
and have been proven in actual use by 
outstanding industrial firms. Now is 
the time to obtain your distributor 
territory under the liberal B-W Dis- 
tributor Plan, backed by a complete 
advertising program fully merchan- 
dised including factual, attractive pro- 
motional literature for distributor 
imprinting. 





A-1 PUR-O-FIER is ideal for protecting tools, 
gauges and other machinery operated by small 
compressed air systems. 





A-2 AND A-4 PUR-O-FIERS offer positive 
purification for compressed air or gas lines 
with volumes up to 100 cubic feet. For volumes 
above this range multiple unit assemblies are 
recommended. 


Mcstiiei a |h 


hy ALAA) 


, 
TEMPERATURE EXCHANGERS by Bird- 
White provide temperature control combined 
with external heating and purification appli- 
cations. 


‘ 





Profitable territories are still available. 
Write today for complete information, 








The — approved portable lights for oil fields, mines, chemical 


Inspection and Navigation. 


The All-Purpose Safet: 
Lantern 4 


Peak production for peacetime needs must 
be protected 

Many accident 
taneous combustion, stray sparks or im- 














Proper containers are prevented system- 
atically when Justrite Safety Products are 


ainst the hazard of fire. 


fires . . . caused by spon- on the job. 


JUSTRITE SAFETY LANTERNS AND FLASHLIGHTS 


lants an 


many other hazardous locations. 
ratories, 


Listed by Und F 
"©. y Underwriters 


S. Bureau of Mines and Bureau of Marine 


Handy-Safety Flashlight that has all 





that eatures 


provides the famous Justrite safety f 
twin-bulbs with kick-out 
bulb sockets and spark- 
proofed guards for safety. 
mgeeed, dependable and 
safe. 







candlepower from 3 standard cells. 


sealed in a sturdy plastic case. A 
mighty midget flashlight with 1500 





Model No. {7-S 






























Model No. 44-8 


Safety j Rasotine 


2063 N. Southport Ave. 











Model No, 82-8 





Justrite Headlight that | 
both hands free. “case 


JUSTRITE SAFETY CANS AND OILY WASTE CANS 
These cans are approved for safety v4 the Associated The Oily Waste Can is a 
Factory Mutual Fire Insurance Companies and safety approved container 
label: by the Underwriters’ Laboratories, Inc. for dangerous, oily waste. 
The Safety Gasoline Can is safe for handling Available in a wide range 
and storing flammable liquids. Sizes from |-pt. of sizes. Efficient, econom- 
to 5-gals. loal and safe. 


Ask your Supplier about Justrite Safety Products. 


JUSTRITE MANUFACTURING COMPANY 
Dept. A-1 





Olly Waste Can 
Chicago 14, Ill. 





MILL SUPPLIES °¢ 


Schedule your shut- 


WRITE FOR 
LITERATURE 


Write Dept. P for details or j 
see your neorest distributor t 


T. G. PERSSON COMPA 


224 GLENWOOD AVE, 

















c JA > 4408 


on any pipe line eLANGE 
gasket replacement! jac KS offer 


xceptional op- 
cortunity vor 


The only tool that takes the guesswork 
out of faci ket: diess of 





line pressure of location. Flanges are dis + ri bu tors 
ed ickl d held i t 
yale whee Poon th ghy sales—because 


« « shock and jarring of pipe lines 
are eliminated . . . there is no danger 


they are ex 
from flying wedges . . . no sparks 


clusive .- + n° 


yy cilminater conly "shutdown, other tool does 

coke ie baxdtp-qenal tections... he fele 
offer maximum safety. 

LANGE 

5 ACKS ARE 

STANDA RD 

EQUIPM EN T 

wherever pipes 

are used .-- 

marine, petro- 

leum, power 

lant, chemical 

refrigeration, 






railroad, and 
eneral indus- 
trial installa- 


tions. 






BLOOMFIELD, NEW JERSEY 


Ey & 





LB i i 
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BALDOR 


scaninc GRINDERS 


Built for the 
TOUGH JOBS 








BALDOR Grinder No. 8100. Built sturdy 
for heavy-duty, precision grinding. 12 
h.p., Capacitor type, ball-bearing motor; 


1700 _—s r.p.m., l-phase, 
110 volts, 60 cy. 8” $54.00 
Aloxite Brand wheels. 
ASK FOR BULLETIN 321 
BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. St. Louis, 10, Mo. 


BALDOR GRINDERS 
built hy Motor Specialists 











QUALITY 
SIGN 


FOR 
COLLET EQUIPMENT 


@ drill sockets and sleeves 
@ lathe centers 

@ chuck arbors 

@ drill drifts 


COLLIS Collet Tools fill all drill'ng, 
reaming, and tapping needs—they are 
made by men skill-d in making this 
type of equipment. They will help 
your customers to make savings in both 
time and equipment. You can supply 
the proper unit from this very complete 
COLLIS line. Great quantities of 
COLLIS equipment are being used to- 
day and will continue to be needed— 
get this business— supply COLLIS 
Collet Equipment, 





THE COLLIS COMPANY 


CLINTON, IOWA 








high and are 
made of calorized copper and 18-8 stain- 
less steel for all parts subjected to high 
temperatures. The Calrod heating units 
may be easily replaced, since only one 
connection must be unsoldered to slip a 
new unit into place. The chisel-shaped 
copper tips are also calorized, which re- 
tards corrosion, facilitates easy renewal, 
and prevents the tip threads from freez- 
ing to the tip holders. General Electric 
Co., Schenectady.—Mill Supplies, Jan- 
uary 1946. 


reserve-heat capacities, 


Screwless Vise 


Locking Lever 





Grip-MASTER, 
screwless vise with a locking lever has 
been brought out by Heinrich. Instead of 


KNOWN AS THE a new 


the adjusting screw common to many, 
this vise has a movable jaw which can 
be adjusted to the work and then locked 
securely by an easy press on a locking 
The bars and locking mechanism 
are hardened, then precision ground. The 





lever. 


unusually wide clearance between jaw 
guides permits drilling right through the 
work and prevents interference from ac- 
cumulating chips. Jaws have built-in 
The vise comes in 
four jaw widths, 3-in., 4-in., 6-in., and 
8-in.— National Machine Tool Co., 
| Racine.—Mill Supplies, January 1946. 


recessed parallels. 


Liquid insulation 
Protects Wiring 


APPLIED WITH A BRUSH to the exposed 
ignition system wires and parts, including 





| spark plugs, condenser, coil, distributor 


| head, battery posts, terminals, and car- 
| riers, a new liquid, Wetstart, eliminates 
| automotive troubles caused by moisture. 
| (Continued on page 264) 
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This will 
do it! 





Many times these past few years 
shop, plant, and mill owners have 
told you about the hard lifting 
jobs they have around their 
places and how production de- 
pends upon the lifting operation 
being done quickly, efficiently. 

This is a fine opportunity for 
you to tell this hard-pressed man 
about ‘Load-Lifter’ Hoists. How 
they prove their worth best on 
tough lifting jobs. Tell him about 
their rugged strength, how they 
give continuous service with min- 
imum attention. Tell him about 
the special features 


. only one place to oil 


. two-gear reduction 
drive 

. anti-friction bearings 
throughout 


. fool-proof upper stop 

. . . ball-bearing motor 
built into ‘Load-Lifter’ Hoists 
that make them such outstand- 
ing performers on the hardest, 
clock-round lifting jobs. 

Tell him, too, that ‘Load- 
Lifters’ are built in almost every 
type of combination to meet the 
requirements of any work in any 
industry. You'll closé the deal 
then and there. 


‘Load Lifter’ Electric Hoists are 
built with lifting capacities of 
500 to 40,000 Ibs. in all combina- 
tions required for industrial needs. 
They are adaptable to almost 
every working condition within 
their capacities. Send for Cata- 
log No. 215. 


LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 

"American’ industrial instruments. 
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FLEXIBLE SHAFTS and MACHINES 


ONE HUNDRED TWENTY-FIVE TYPES AND SIZES 
Ye to 3 H.P. 


mcnnes ROTARY FILES car 


SWIVEL YOKE SETTING 


mTomH?. ROTARY CUTTERS — uacuines 


TYPE M6—1/> H.P. 


 ®) : 


ILLUSTRATING THE LARGEST LINE OF FLEXIBLE SHAFTS AND 
MACHINES IN THE WORLD—HIGH QUALITY ONLY 


MANUFACTURED BY 


N. A. STRAND and COMPANY, CHICAGO 















al ELECTRIC 


HAND SHEARS 







NOW 


TO SELL 
THEM 


® rapid and smooth 
operation 
© accurate to the 


@easy in the 


» 
i 
z 
; 
: 


simple in con 
struction with no 
intricate parts to 


wear 
shear can also be 
held in vise for 
stationery use 


cuts 14 gauge Hot Rolled 
Steel or 16 gauge Stain- 
less Steel 


We are ready to help you get-started on selling this profitable tool—this necessary 
tool. In the short time that some of our distributors have been pushing the GES 
Shears they have made good, steady incomes—you can do the same. They are 
needed in great numbers and this demand will not slacken—it will increase. 


Get our circulars for complete facts. 


JEFFERSON ENGR. & MFG. CO. stiri rice: 
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Since 1854 


Catering to the needs of 
an exacting clientele — and 
that means—dquality in materials, 
workmanship, packaging and service. 


Clark Bros. 


can supply—standard or special 
fasteners in the form of bolts, 
nuts, screws or rivets. 


BOLTS:NUTS ‘RIVETS 


CREWS 


<p CGLARKBRos Port (0 cy 


MILLDALE, CONN. 








~~ 
LOWELL 


REVERSIBLE 
RATCHET 


WRENCHES 























Lowell Reversible Ratchet Wrenches whose 
quality is well known, accepted and backed by 
77 years’ of experience, will continue to bring 
smart distributors profitable business. 


Now is the time to Pick Your Targets. Don't 
delay, go over your territory, check every angle. 





THE “OLD RELIABLE’ 


SEND FOR OUR LATEST CATALOGUE 


1869 LOWELL WRENCH CO., Worcester, Mass. 1946 
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This protective agent is said by its manu- 
facturers to give from six months to two 
years protection with a single application. 
—General Detroit Corp., Detroit.—Mill 
Supplies, January 1946. 


Hydraulic Press 
Two-Stage 








DESIGNED FOR PLAsTICcs, rubber, lamina- 
tions, powdered metal, and other modern 
work materials, the Preco hydraulic press 
offers a 40,000 lb. platen pressure. The 
two-stage a long stroke for 
quick closure and a short stroke to de- 
velop the desired pressure, has been de- 
signed into the Preco, which is being dis- 
tributed on a new distributor policy, say 
the manufacturers. Improvements in the 
hydraulic system, including the use of a 
cone valve fitted with an “0” ring seal, 
make for smoother operation of the press. 
The press platens, which are 8-in. by 8-in. 
and open 8-in., are electrically heated and 
water cooled. The 750-watt element in 


operation, 


each platen provides fast heating up to 
600 deg. Heavy insulation prevents heat 
loss.—Preco, Inc., Los Angeles, Calif.— 
Mill Supplies, January 1946. 


Tester and Locator 
Cable And Pipe 


A NEW INSTRUMENT termed the Cable 
Tester & Locator Combined finds use in 
the fields of industrial concerns, public 
utilities, light and power, telephone, 
forestry and others. The tester and loca- 
tor finds shorts, crosses, grounds and wet 
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Am. Machinist, 
Motor, Tool & Die 
Journal, Southera 
Automotive Jour- 
nal, etc. 


Are you prepared to 
supply your custom- 
ers’ needs in TUBU- 
LAR MICROMETERS 
and SNAP GAGES? 


Write for Discounts 
and Sales Helps 


TUBULAR 


MICROMETER CO. 


St. James, Minn., U. S. A. 





This Ad and others are 
appearing regularly in 
leading trade journals— 








IRCROMIETTED 











INSIDE MICROMETER SETS 


TU-MI-CO TUBULAR Construction— 
strong, light, easy to assemble and handle. 
All tips and connecting surfaces are hard- 
ened and lapped for long, trouble-free ser- 
vice. Sets complete with mandrels, wrenches, 
instructions—in strong wood cases. 


TUBULAR MICROMETER co. 


ST. JAM 
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In this field, we have the long 
experience, large capacity and 
an established reputation. Our 
conviction is — tools as good 
as Porter Cutters cannot be 
made and Sold for less by us or 


anybody else. 


H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER 28 CUTTERS 








, GENERAL PURPOSE 
TL Ay TUNGSTEN CARBIDE TOOLS 





sten Carbide Tools, suitable for 
mechining cast iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 
steels. They are low in price, and give 
increased production with lower costs. 

Prompt deliveries on these standard tools. 


New, Willey's 710 


This new, steel cutting grade of Carbide, just 
e@nnounced for cutting tough alloy steels can be 

used to tip any of the tools shown in Willey's 
Cetaleg — or for making special tools to your 


specifications. 
WILLEY'S MASONRY DRILLS 


Needed by every maintenance mon. Drill concrete, brick slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board nearly 
twice as fast. Quiet, efficient, stay sharp many times longer. 
Used with any portable rotary drill. Goes for weeks without 
resharpening. Sizes from 3/16'' to 2'' diameters. Get a set 
from your supply house today. 


MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special 
cutting tools, drills, reamers, grinders, and diamond tools. 
Write for full information and new Catalog No. 28. 





Buy Willey’s Standard Tools by 
the from your Mill Supply 
House. ; 


WILLEY’S CARBIDE TOOL CO. 


i SEBEL. ae See tatticl M 


ee | 
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spots, it tells just where a pipe or cable 
is buried, and how deep. It finds old 
cable or pipe laid so long ago that records. 
have been lost, and charts the exact path 
to or from buildings. It can determine 
whether or not service pipe is below the 
frost line in lowering or regrading opera- 
tions. The unit is ruggedly built. Its. 
size: 12%-in. by 714-in. by 1l-in. high. 
Weight: approximately 22 lbs., including: 
head phones, neutral exploring coils and 
fish scale exploring coil.—W. C. Dillon & 
Co., Inc., Chicago.—Mill Supplies Jan- 
uary 1946 









A 
PROFIT 
PRODUCER 
That’s Easy to Sell 










Monarch 
one man 
Car Door 

opener 

Is A Fast Selling 

Profit Item 


HERE'S WHY 
@ Every Box — 
© Recvoneble Frise 
@ Saves Time—Labor 
cm ——— — 
Opport 
. Quantity Yates 
e aed Back Guarea- 
e 


Gee ‘eae tained of 6 gate cum epee he geet 
binding box car door with a Monarch Car Door 
opener. 
Write—Wire—Phone Today for details of attractive 
: proposition 
MINING SAFETY DEVICE CO. 


DEPT. MS BOWERSTON, OHIO 






































































Page D EFA L E R AY 
National Production Company ........... 182 
National Twist Drill & Tool Co............ 169 A N 
Naylor Pipe Company..............seeeees 249 E D 
New _— eee Se WP ccececcsede ms 
New Plastic Corporation..............+5+ 
Nicholson File Company..............+. 75, 135 far PRE 
Northrop Gaines, Inc.............0seeeees 16 CO 
Nunn Manufacturing Co...........s.eeees 232 yd: 
taalie 
O'Neil-Irwin Manufacturing Co........... 255 PRES S 
| Osborn Manufacturing Company, The..... 113 
j Oster Manufacturing Company, The....... 115 
] Citemiter Co. Wes onc cccccccccvesccvse 254 
:! Owatonna Tool GIN Sada hiawcswecvace 198 
Paasche Airbrush Co.................0005: 245 Because of the rapidly widen- 
Page Stee re Div. of American Chain in eman or 
ee a a ag Al pig 
Parker Appliance Co., The... 24 Hydrau a p nats al dealer- 
Paulsen-Webber Cordage Corp........... 258 appointing q United 
SG Rh See eer a ships psy rea “ =~ 
RS SOME, oi Sas cian cacdancquetddes é States an anada. Many key 
a ose = ow Pantha caneeine nrecet Oca hs territories are open. Doster 
id Powell Co., The Wm..............0sc0000+ 12 interested in lining up with a 
j > ee ee ears > 267 thoroughly proven product 
S- te aera Ye Rope Manufacturers..... a and who can sell to companies, 
th Putnam Tool Company.................0.: laboratories and colleges for 
1e molding, laminating, com- 40,000 Ibs. Platen Pressure— 
Reading Chain & Block Corp............. ail pressing, testing and for gen- 2-stage built inhydraulic pump. 
1e- Reconstruction Finance Corporation...... 205 | laboratory use are invited Self-leveling platens electrically 
Republic Rubber Company............... 80 eral lat Site Pp heated, water cooled. Platens 
a- Ridge Tool Company The.................. 215 to write or wire the Preco con su Send epen @”, Overtll 
ts. Sewers Rubee ro, Walton Saciatsb weeks = factory for details. height of Press is 32”. 
| ee ee se sho a2 vse te 
h. Literature on the Preco Press will be gladly sent to 
iz: Sotety Goth-Locer So. ee otusae nena Raed = anyone On Tequesh © org vreco Inc. 
ety Socket Screw Co................... 
id Sav-Wey Industries Hoo 21 
cott win Serre 
& Shaw-Box Crane & Hoist Div. Manning, 960 East 61st St. 
. a. S oes. Me apr ae oa 248, i} Calif 
eidon Machine Co., Inc., Wveseudsces y 1T. 
Shook Bronze Corporation................ 71 « Los Angeles, . 
Simonds Abrasive Co..............e0.005 42-43 
Simonds Saw & Steel Co................. 199 
om Eitan ire nsa vadeNdeetaewese 30-31 
Skinner Chuck Co., The................... 176 
Smooth-On Mfg. Co..................-.-- 218 
Solo-Horton Brush Co., Inc., The......... 149 
Sound Equipment Corp. of California.... 256 
OU” SRR 22 
Sprout-Waldron & Co............eseeceeee 252 
Stainless Screw & Bolt Corp.............. 234 
Standard Pressed Steel Co................ 127 
Standard Tool Company ............... 203-204 
Stanley Electric Tool Div................. 224 
eee Be Inside Back Cover 
Sterling Tool Products Co................+ 163 
Stevens Walden, Inc................... 228, 260 
Stow Manufacturing Co................... 257 
Strand er Mt st se ess peadbeasn’ 263 
Swift Lubricator Co., Ime.........ccscccee 267 
Taye? Ghats C6..°S. ©... 5...ccs.ccccccee 214 
Taylor Forge & Pipe Works ae 30 elere) Dozens 
Templeton, Kenly & Co...... .. 242 , 
Thermoid Co. ........... . .. 18 { 
Threadwell Tap & Die DS ie 50 A complete stock for immed 
oledo Pipe Threading Machine C oo ae ? ( 
. Trico Fuse Manufecturing MNievcteuetedads 260 ite delivery of CORNING 
gy Tubular Micrometer Co.............sc005 265 STANDARD PYREX HIGH 
Usited siete Sevge Company .......... 153 PRESSURE PYREX RED LINE 
niversa ing Company.......... 24: yy ¢ ) [ 
Upson-Waltor Gompeny, Ya. akeecamel 18 ind PYREX BROAD RED 
LINE GAUGE GLASSES 
Valley Electric Corporation............... 200 
r Van Dorn Electric Tool Co., The.........« 179 
ts. Viking Pump Company................... 246 Machine. fa 
Victor Saw Works, Inc..... 1p deel cau 
Vincent Sfeel Process Co., The............ 142 for specia 
Vogt Machine Co., Henry................. 40 
- Cy Wnate tad] 
Walker-Turner Co., Inc................. 150-151 |Gvlolataniae) 
WNNOE GR i 55.0. .cbesnddeseete 
Weatherhead Company, The.............. 163 
; Weinberg & McKee, Inc.................. 248 W rite 
Wells Manufacturing Corporation........ 189 
WEN IE 5 0S kos 0 s554 eveeesces caui 257 
Western Chain Products Co.............. 254 
Weston Electrical Instrument Corp....... 247 
Whitney Mfg. Co. 3 SE aearee 232 
Wickwire Spencer Steel Company......... 217 
Wilcox, Crittenden & Co., Inc............ 265 
ween Fyne y SOR stata sinc = <1 uw [ b . C 
illiams AME ais cd auds doen codes 
st Wee 6 GOR) Ta T, O....cosccccoaccccde 213 U ricator 0., nc. 
or Wood Shovel & Tool Co., The............ 133 2 JAMES BLDC 
Worthington Pump & Machinery Corpora- i, ibe 
. MF ao Vagehsy FERMI Ee RAS ie iselesokeccsrs j 
a; ERI R A N.Y 
Yale & Towne Manufacturing Co., The.... 13! 
io Yarnall-Waring Company ................ 183 











MILL SUPPLIES * JANUARY, 1945 






267 


ail sede Bs een 





THE NEWEST WIRE ROPE MILL IN AMERICA 
.-- another reason lipson-Walton Wire Rope is Better 


This modern, three-quarter-century old company 
(we celebrate our 75th birthday on February 1st) 
operates what is probably the newest wire rope 
mill in the country. It is completely new, finished 
in June, 1942; Upson-Walton cable manufactur- 
ing activitiés were then transferred from the 
old plant in Belleville, N. J., to new head- 
quarters in Cleveland, Ohio, in the heart of the 
industrial midwest. 


This new plant was architecturally planned 


for maximum production and efficiency — the 
machines which were installed are the latest 
design and the finest of their kind. 

Good workmen do better work when they are 
provided with the best tools. This is one reason 
among many that we can say: there is no finer 
wire rope made than Upson-Walton. For maxi- 
mum satisfaction at no extra cost, it will pay you 

to specify Upson-Walton brand every time 
—LAYRITE when you want Preformed. 


Established 1871 


Copyright 1945—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


4 j p ” pay ‘ “Ds 
VWlauukactu 2€23 ad TE 21€ Rogke. We 2€ Zoate Fittings. “Vachkle Blacks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W 
New York 4 


Van Buren Street 


Chicago 7 


241 Oliver Building 
Pittsburgh 22 
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RECOGNITION 


for your valued contribution to industry 


The L. S. Starrett Company has always appre- 5,000,000 Starrett advertising messages like 
ciated the valuable service performed by the the one reproduced above will appear in lead- 
mill supply distributor and has constantly ing publications read by your best customers 
urged users of Starrett Tools to “Buy Through _—_and ours. Now and in the future — as in the 
Your Distributor”. This year, no less than _ past — it will pay to sell Starrett Tools. 


EVERY BOOST for American Machinist Industrial Equipment News 

Searrett Tools contains Machinery Industrial Arts & Vocational 

a strong boost for the Mill & Factory Education 

distributor of Starrett The Tool Engineer New Equipment News 

Tools. Advertisements Modern Machine Shop — 

like the one shown above Machine Tool Blue Book a a 

in miniature, had a cir- Purchasing Home rod eon 

_ ulation of over 400,000 Aviation Thomas’ Register 

readers in these publica- Production Engineering & MacRae’s Blue Book 

tions. Management Plant Purchasing Directory 
Ss “ THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 





Now, with 
4 Service Stars World’s Greatest Toolmakers 











The revolutionary ACCO-LOC Safety Splice 
makes hand-tuck splicing obsolete and un- 
necessary. Neat, compact, flexible to the 
terminal, it always develops 100% rope 
strength. It can be used with any standard 
fitting. Send today for literature. 


ACCO-LOC Safety Splice offers many advantages, any one of which 
might easily justify its use. 


1. 
2. 


3. 
4. 
5. 
6. 


A 


It is safe. No wire ends to barb. It is easy to handle. 

Does not distort the rope structure. Maintains equalized stresses 
in all strands. 

It is neat, compact. Has no seizings to loosen and get in the way. 
Applies load stress in direct line with the pull of the load. 
ACCO-LOC Safety Splice is extremely flexible—clear to the terminal, 
thus permitting close snubbing. 

Easy to inspect at all times. 

It may be used with any standard fitting (hook, ring, shackle, 
thimble, etc.). Upon retirement, fittings may be salvaged and 
re-used. 

ACCO-LOC Safety Splice is made of preformed wire rope—the safe, 
kink-resisting, easy-to-handle type of wire rope. 


Write or wire your nearest American Cable Division office. 


As 


AMERICAN CABLE DIVISION 
AMERICAN CHAIN & CABLE 
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